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They stay fresh—that's why every week, 


FIRST CHOICE FOR OUR FIGHTERS — Sselad-in-steat Lechpesed baterias have 
The Only Battery for You i cow settle tas same ses 
to Feature AFTER VICTORY! RAY-0-VAC COMPANY 





MADISON 4, WISCONSIN \ as 
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LOGGING PULPWOOD... x in many crafts naturally leads to sound 


judgment in selecting equipment. The use of 
Containers for vast quantities of war supplies “AMERICAN” ROPE by farmers all over 
are made from pulpwood grown and har- the country, reflects their preference for top- 
vested by American farmers. Practical experi- quality products. 


Care Saves Rope ...a Vital War Material 


$ AMERICAN MANUFACTURING COMPANY, BROOKLYN 22, N. Y. * ROPE + TWINE + PACKING - OAKUM 
* mans Branch Factory: ST. LOUIS CORDAGE MILLS, ST. LOUIS 4, MO. 
Sales Offices: BALTIMORE * BOSTON * CHICAGO * HOUSTON * NEW ORLEANS * PHILADELPHIA 
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CONSIDER e e e 
... whether buying or selling. Here are 86 
years of experience. 14 buyers. 18 acres 
of floor space. Nearly 100 salesmen. 700 


employees serving 10,000 merchants in 12 
states. At your service, now and post-war. 











| WHOLESALE HDWE. & ALLIED LINES... .. ST. PAUL 1, MINN. 


Hardware Age, published every other Thursday by Chilton Oo (Ine.). Bmtered as second-class matter March 24, 1983, at the Post Office at Philadelphia under the Act of 
March 8, 1879 (Printed in U. 8. A.) $1.00 per year. Single copies, 25¢ each. Vol. 155, No. 1. 
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AT THE CHICAGO HOUSEWARES SHOW 
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MORE attractive mirror-bright Carlton Ware, 
with MORE scales features; Thermo-Ply Stain- 
less Steel, True-Grip Bakelite handles. MORE 
aggressive merchandising plans, including 
national advertising in women’s magazines. 
MORE encouraging production schedules 
to supply your customers. MORE profits from 
feature selling of this new type even-heating - 
three-ply Stainless Steel Carlton 
Ware. Don't miss, seeing MORE 








in Room 864, or write for complete 








information. 





STAINLESS STEEL 


REG. U. S. 
PAT. OFF. 








CARROLLTON MANUFACTURING COMPANY 
CARROLLTON, OHIO 
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TRUE. ae Each instrument 
| ACC U RAT E e+e of war made’ by 
DEPENDABLE... | = 


for Uncle Sam, 








They must be to serve 


our country well its sole customer — 


must be Accurate... 
Dependable... 


True. 


In the post war era 
of tomorrow 


each clock 





bearing the name 
AUX 

will, be 
Accurate... 
Dependable... 
True. 


* 
BUY MORE WAR BONDS 





CLOCK MFG. CO., INc., WATERBURY, CONN. 


a Seige Division 
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HAVE YOU HEARD ABOUT 


PYREX WARE’S 4 FREEDOMS ? 








































You can forget your mark- 
down cards with Pyrex ware. 
It’s Fair-Traded in all the 45 
states where these laws have 
been enacted. Your discount 
is your gross profit. Your gross 
profit is protected. 


_ 








You have no delivery prob- 
lems on all available items be- 
cause Pyrex ware is “‘ware- 
housed”’ in 147 major cities. 
You get prompt and efficient 
action from your local whole- 
sale distributor. 
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No need to worry about how 
to promote Pyrex ware. Four 
times a year you receive com- 
plete planned promotions from 
Corning in the form of seasonal 
Display Kits. It’s a perfect 
setup for window and counter 
display tie-ins with Pyrex 
ware’s giant national adver- 
tising program. 














You won’t waste valuable selling 
time educating people on Pyrex 
ware. Your customers are pre-sold. 
Thirty leading magazines and 108 
metropolitan newspapers carry 
the Pyrex ware story in full color 
4 times a year. Every family in 
your community gets 8 Pyrex ware 
messages every year! What other 
housewares item offers you such 
selling support? 
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Ask your distributor's salesman for Pyrex ware dealer helps or write direct to 
Corning Consumer Products Division, Corning Glass W orks, Corning, N. Y. 
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OVEN WARE 


Consumer Products Division 


CORNING GLASS WORKS, CORNING, N.Y. (Hees 


HARDWARE AGE 











Our plant facilities have been de- 
voted largely to making war goods, 
but now we are prepared to swing 
back into peacetime production of 
Armstrong Products. 


Just as soon as regulations and con- 
ditions permit, we will follow a fair 
quota system to take care of all 
your orders as promptly as possible. 











ARMSTRONG PRODUCTS CORP. 


Dept. HA Huntington, W. Va. 
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SPRAY PUMP —Enough force to spray the 
tallest fruit tree from the ground, also for 
garden spraying or fire fighting. Solid brass, 
single action pump, 5-gal. galvanized iron 
knapsack. 











AERO MIST —A lawn sprinkler with a pro- 
peller-shaped, revolving vane to give an even 
spray over an unusually large area. Brass top, 
cast iron, non-tipping, base. 


FOUNTAIN — Pro- 
duces a mist-like 
spray, gentle but ef- 
fective. Solid brass 
construction with no 
moving parts. Each 
fountain in colorful 
display carton. 








IRONER--A real value. All-white porcelain- 
enamel model with full 21” roll. Automatic, 
thermostatic, elbow control leaves both hands 
free to handle laundry 
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@ New and better products, 






made from new light metals 
and alloys, with new and 
beautiful finishes... Yes, 
here is‘a goal within reach 
through jobber and retailer 
hardware channels by the 
miracle of Mercury airplane 
technique applied to the 
needs and demands of thirty 


million American homes. 


He Cradle of ER 
Onossoar Mw 


APPLIANCES DIVISION 
MERCURY AIRCRAFT: INC. 


, “Ae Urals of Sraion 
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You may be overlooking, in the midst of wartime regu- 
lations, the fact that many items of McKinney Forged 
Iron Hardware are available today without priorities. 
{ McKinney Forged Iron Hardware comprises authentic 
reproductions of architectural period designs and is in 
popular demand—particularly at this time for game 
_rooms. Supplied from our warehouse stocks—pre-war 
quality—desirable finishes. The available stocks include 
not only decorative period style hinges and straps but 
also many matching ornamental items such as drop 
rings, entrance knobs and escutcheon trim, push plates, 
door pulls and handles, H. and L. hinges, knockers, etc. 


Write for current list of items and prices. 
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SPEC 
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IMPORTANT 
INFORMATION 

















































S. A. E. 1035 High Carbon 

- Steel used in the past is now 

4 obsolete and discontinued 

* as known by S.AE. or 

Society of Automotive En- 

p » gineers, steel number 1035. 

C-1038 High Carbon Steel 

we have selected as equa’ 

Tegu- to, or better than the former 
iy S.A. E. 1035 Steel, having 
hentic RECOMMENDATIONS slightly higher carbon con- 
| _ HIGH CARBON HEXAGON HEAD SCREWS tent and known as AISI, 
ee ee eee or American Iron & Steel 
clude Heat Treatment for additional strength are de- Institute gtade of steel 
Mint || Has Toestneat and with Salagee Houde, dl number C-1038. All steels 
lates, ering peng mperee are now specified in AISI 
- f. RS oe eae steel numbers and 8. A.E. 
America’s Best Looking Cap Screw. steel numbers are obsolete, 







Write for folder containing steel specifications — chemical analyses and physical properties: 


| ‘The FERRY CAP & SET SCREW Co. 


2155 SCRANTON ROAD ¢« -« e ee CLEVELAND 13. OHIO 
Pioneers and Recognized Specialists Cold Upset Screw Products since 1907 


CAP AND SET SCREWS © CONNECTING ROD BOLTS e MAIN BEARING BOLTS © SPRING BOLTS AND SHACKLE BOLTS © HARDENED AND GROUND BOLTS 
SPECIAL ALLOY STEEL SCREWS © VALVE TAPPET ADJUSTING SCREWS © COMMERCIAL AND ALLOY STEEL STUDS © FERRY PATENTED ACORN NUTS 
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FREE—MATS and ELECTROTYPES 








Tie in with Mortite’s National Advertising Campaign running in magazines, newspapers, on 


radio stations. 


Advertisements in your local papers will bring customers to your store for Mortite Utility 


Tape. 


It’s fast selling and profitable. Order through your Jobber. 


Here are some of the mats and electrotypes furnished free to merchants who handle Mortite. 
Write for them by number to J. W. Mortell Co., 508 Burch St., Kankakee, III. 
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THE UTILITY TAPE OF MANY USES 


A pliable plastic that comes all ready 
for use inside or outside. Unrolls like 
ribbon. Adheres to any clean, dry sur- 
face. Just press into holes and cracks 


with the fingers and it stays put. Will not 
shrink be painted. 


crack, or chip off. 


@ Permanent glaz- 


@ A good plugger- 
to cme 


cracks in ing for wood or metal 

and woodwork, sash 
around screens, win- 

casements, tran- @ Plugs leaks around 
soms, baseboards bathtubs, toilets, sinks, 
© Keeps out dirt, dust laundry tubs, etc. 
and vermin @ Makes good pack- 
@ Stops rattles ing and gaskets 
About 80 feet to box, 
enough for 5 windows........ $1.25 











W-290  Electrotype of complete advertise- 
ment for newspaper use. 

W-290M Mat of complete advertisement for 
newspaper use. 







tic st 
leaks — 


ments. 


W-296 


New pliable plas- 


Weatherstrips 
windows, doors, 
baseboards, case- 


dust and dirt. 
Plugs cracks 
around drainboards, bathtubs. 

Use inside or outside. 
painted. 


EASY TO APPLY 

Unrolls like ribbon. Just pressinto place 

andit stays put. Does not crack, chip or 

shrink. A roll covers about 80 feet, enough 

for 5 windows. 

At your Dealer’s . . . . $1.25 
Higher West of Rockies and Canada 


UTILITY TAPE 


BETWEEN YOU 
and the COLD 


ops heat 
saves fuel. 


Keeps out 





Electrotype of complete advertise- 

ment for newspaper use. 

W-296M Mat of 
newspaper use. 





I 
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W-281 Electrotype from woodcut. 
W-281M Mat from woodcut. 








Can be 








W-282 Electrotype from woodcut. 
W-282M Mat from weodcut. 
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W-202 Ellectrotype for all uses, 2” wide. 
W-292M Mat, 2” wide. 

W203 E #” wide. 
W-293M Mat, 4” wide. 
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HK UTILITY TAPE 
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W-283 Electrotype, 1%” wide. 
W-283M Mat, 1%” wide. 
W-284 3” wide. 
W-284M Mat, 3° wide. 











W-273 Electrotype for all uses, 2” wide. 
W-294  Electrotype for all uses, 2” wide. W-273M Mat, 2” wide. 
ys ge 1 W-285 Electrotype, 4” wide. 
W-295M Mat, 4” wide. W-285M Mat, 4 wide. 
DISPLAY 


Attractive 2-wing dis- 
play printed in 2 colors. 
15” high, 21” wide. Set 
it up on counter or in 
window with several 
boxes of Mortite Util- 
ity Tape from 
and watch it make sales. 


stock 
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Here's Stmplificd PACKAGING 


THAT MAKES STOCK 


KEEPING Wuch Eascer! 


| 
SHALLOW DEEP; DEEP 
WELL WELL WELL 
Ejector Ejector Ejector 
Assembly Assembly Assembly 
TWIN PACKER 
TYPE TYPE 


Each package is complete (less pipe) for making up these 
Ejector Assemblies. Package containing pump and motor 
assembly is the same for both shallow and deep well systems. 
The only tools needed for assembling this new "H" Series 
Ejecto are a pipe wrench and S wrench. Easy to install, 
easy to service. 


NOTE: Under wartime restrictions and present maximum 
production capacity, it is Myers policy to confine current 
output to Myers dealers and distributors only. 


















OF MYERS NEW "H" SERIES ecto 
OFFERS MANY ADVANTAGES 


Myers patented, new convertible feature is one of 
the big achievements of all time in water system 
designing and construction. By permitting use of 
the same pump and tank for both shallow and deep 
well service, this new feature simplifies water sys- 
tem retailing in many ways. For example, it makes 
possible convenient packaging — saves space, saves 
time and work in stock maintenance. 


Pump and motor assembly —and all Ejector as- 
semblies — are packaged separately and plainly 
marked with catalog numbers for easy selection 
from dealer's stock. Pump and motor package and 
tank, plus the proper Ejector package for either 
shallow or deep wells, makes a complete water 
system. Fewer pump and motor units are needed 
to meet all conditions — which means lower inven- 
tory. New in design, new in construction, Myers 
“H" Series Ejecto offers many extraordinary feat. 
ures beyond the reach of competition. 


THE F. E: MYERS & BRO. COMPANY 
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COW, CAiF, ~~ 
BULL & HOG PENS 
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DOOR TRACK 
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A COMPLETE LINE OF MODERN BARN EQUIPMENT P The 


Steel Stalls and Stanchions - Water Bowls - Feed and Litter | B soli 
Carrier Systems - Ventilating Systems - Hay Unloading Tools . Lou 
Stable Fittings | 











Sliding Door Track- Hog House Equipment- Horse ond 
BARN PLAN SERVICE 
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A WARTIME 


Wut” 


A PEACETIME 



























LOUDEN <a4ex- Sanno 
BARN FQUIPMENT 















Every THING 















=| Over 20,000,000: 


LOUDEN 


ADVERTISEMENTS 


Will appear in the 
following FARM PAPERS 





Michigan Farmer 
Nebraska Farmer 

New England Homestead 
Ohio Farmer 


Ayrshire Digest 
Brown Swiss Bulletin 
Country Gentleman 


The Farmer : 

Farm Journal dar ngses Farmer 
Guernsey Breeders Journal aed tine Vedios 
Hoard’s Dairymian Successful Farming 
Holstein-Friesian World Wallaces’ Farmer 
Jersey Bulletin Wisconsin Agriculturist 


Every one of your customers will read these messages 
many times — thus building a strong demand and 
acceptance for Modern Louden Barn Equipment. 


CASH IN ON THIS HUGE ATTACK ON THE 


PROFITABLE FARM BUILDING MARKET 








@ Right now is the time to get set to increase 
your sales and profits in the years ahcad by 
cashing in on America’s future farm building 
market. 


Even before the war, thousands of new barns 
were needed. Many thousand more went with- 
out repairs, proper equipment, and modernizing. 
Then for many months during the war, no build- 
ing or improvements could be made. And today, 
the demand is so tremendous, even with in- 
creased output, hundreds and hundreds of orders 
remain unfilled. 


But the biggest demand lies still ahead... as 
American farmers everywhere begin to com- 
pletely modernize their worn-out and out-dated 
farm buildings. 


There is no better way for you to establish a 
solid beachhead in this field than to line up with 
Louden. Louden not only founded the barn 
equipment industry (1867) but Louden has 


MAKES YOU Mlore Lables and More Profits 


JANUARY 4, 1945 


pioneered and introduced practically every piece 
of modern equipment found in today’s barns. 
Over 50 years of consistent national advertising, 
good service, and superior quality merchandise 
assure you quick acceptance and demand. 

In 1945, Louden advertising (over 20,000,000 
messages) is going all out to get business for 
Louden dealers . . . and Louden has a clear-cut 
dealer policy which protects your profits. 

So today ... write for full details about Louden 
equipment and availability. 


THE LOUDEN MACHINERY CO. 
(Est. 1867) 
51 N. Court St#., Fairfield, lowa 
BRANCHES: Albany, N. Y. Toledo, Ohio St. Paul, Miaa. 


LOUDE ™ 


“EVERYTHING ©FoR FARM. BU/LDINGS* 

































What is the right 
brush position ¢ 


What makes a 
paint-film uniform ‘? 














We know! 

We know the answers to these and a whole 
lot of other questions about paintbrushes and 
painting procedures! 

We got the answers while conducting the 
most exhaustive research ever attempted on 
brushes! 

Next month—in this magazine—we’ll pub- 
lish the first in a series of reports based on 





our research. 
We shall explain how this research is being used to make the 
finest paintbrushes ever manufactured: 


RUBBERSET 
NYLON BRUSHES 


perfected by 
the Rubberset Company in 
Co-operation with the U.S Navy and du Pont \ ae 
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Name One, if you can, 





High hiding power 
Resistance to Moisture 
Resistance to fumes 
Resistance to heat 


that’s 707 important 


¢ “What’s the best paint for such-and-such?” 
¢ “How can I overcome this-and-that?” 

Like the corner druggist, the paint dealer is 
expected by his trade to know what to prescribe 
for every purpose. 

So it’s a good ‘idea every once in a while to 
stand back and take a fresh look at the paint 
you sell and the advantages it offers... all 
of them. 

Aluminum paint, for instance. It’s more than 
a trouble-shooting paint... 
a paint to stop bleeding and a 





paint that will “stay put” on hot surfaces. It 
has at least seven distinct advantages which 
no other one paint offers in equal measure. 
Because of that combination of advantages, it 
is often the best paint you can recommend for 
many different jobs. 

Your reputation as a dealer in high grade 
paints can best be enhanced by handling only 
aluminum paint containing Alcoa Albron Pig- 
ment, made from 99+% pure aluminum. 

Atuminum Company or AMERICA, 1984 Gulf 
Building, Pittsburgh 19, Pennsylvania. 


When you buy aluminum paint insist on getting 
Alcoa Albron pigment, made from 99+% 
pure aluminum. Purity is vital for best results. 


ALCOA ALBRON PASTE IS MADE UNDER PATENTS OF THE METALS DISINTEGRATING COMPANY, INC. 
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HALF-A-CENTURY ON A DOOR 


This is one of 
the hinges that 
swung the big 
front door of 
the old Bank of 
Manhattan, 

40 Wall Street, 
New York City, 
from 1880 until 
the old building 
made way for the 
present one. 
The hinges are 
still in excellent 
condition. 








LOOK FOR QUALITY IN BOMMER 


NOW and /BOMMER, posT-WAR 


BOMMER SPRING HINGE CO. Ine., Brooklyn, N.Y. 
Chicago Sales Office: 180 N. Wacker Drive 









Wr _ NEATSLENE 
(S STICK BELT DRESSING 


NEATSLENE CO. OMAHA, NEBR. 





Centeins no rosin. Made in stick and liquid. 


=} 





NEATSLENE 
Leather Oil 


“eon SHEPS WNEATSLENE HARNESS 
OIL made from seme formula for 


“ ever 30 yeors. Contains fish oll, 
= pure nectsfoot oil, and beef - 
. tallow. 
bot ye PRIME 





ie “BEST FOR LEATHER IN ALL 
“SEE KINDS OF WEATHER” 
a From the Foot Bones of beef | sorts smopnescaves 

an” enimals essed in Omoha LEATHER 
= Packing Houses, comes the Pure pat Pa 





























Made in three grades. Pure—Prime—Ne. 1 
Sottens—Preserves Leather 


Seld by jobbers everywhere. Inquire of salesmen 


NEATSLENE COMPANY 





OMAHA 8, NEBRASKA 














SPRING LOCK WASHERS 
MACHINE SCREW NUTS 
TAPER PINS 
COTTER PINS 

















Write for catalog 
for each of these 
STANDARD Products. 








STANDARD LOCK WASHER & MFG. CO., INC. 


17 VIKING TERRACE e WORCESTER 4, MASS. 
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Drafting, Reproduction, Surveying 
mipment and Materials 
Slide Rules, Measuring Tapes 
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Still Young at 99... 


Who wants a tracing paper that’s still good—and we 
mean good—still white, transparent, flexible—99 years 
later? Well, you can never tell. Maybe more tragic 
things have happened than having a drawing go to 
ruin in its sleep, but nevertheless, that can be awfully 
serious. That’s only one reason why we developed 
ALBANENE white tracing paper. It’s permanent, 
because it’s made of 100% long-fibre pure white rags, 
treated with Albanite. In drafting rooms today there 
are drawings on ALBANENE that are years old and 
still in perfect condition. 

What’s Albanite? It’s a crystal-clear, unaltering syn- 
thetic developed by the K&E Laboratories, and is 
simply tops as an impregnating medium for long-fibre 
paper stock. That gives ALBANENE extra trans- 
parency. And because ALBANENE stays white, it 
gives strong, contrasting prints. It’s fine to work on 
too, with pencil or ink—keeps clean and takes erasures 
well. That’s not the whole story; to get it all, write 
us on your letterhead for a sample sheet. Made in 
rolls, sheets, and pads. 


Cilbancene 


REG, U. 8, PAT. OFF, 


KEUFFEL & ESSER CO. 


NEW YORK « HOBOKEN, N. J. 


CHICAGO « DETROIT ST. LOUIS 
SAN FRANCISCO - LOS ANGELES - MONTREAL 








O manufacturer, no jobber and no dealer in business 
NN for a profit wants to turn his customers away with an 
abrupt “Sorry, we can’t supply you.” Nor do we. 

We at Corbin Cabinet Lock, in addition to experiencing 
NORMAL war shortages and restrictions, have had the very 
big job of “key” supplier to the Navy on locking equip- 
ment. Locks for battlewagons, cruisers, submarines — every- 
thing that fights and floats! 

On one order alone — for ninety-one hulls — we supplied 
198,000 locks. And overall since Pearl Harbor, we have 
equipped over eight thousand hulls! 

Naturally, we are pleesed that the Government — which 
wrote up its present specifications covering padlocks thirty 
years ago around the CORBIN EXTRUDED METAL padlock 
— should come to us. But we will be happy when we can 
say once again to our old friends, (we've cultivated no new 
ones) “Your order goes out today!” 


CARI CORBIN CABINET LOCK CO. 





NEW BRITAIN, CONNECTICUT 


THE AMERICAN HARDWARE CORPORATION, SUCCESSOR 
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It’s Powerful! It’s Dependable! 















It Lifts Quickly and Easily! 


It’s the Worker's Buddy 


It’s the Safety Director's Pet 


Timken equipped 


CHESTER 
Super Chain Hoists 


and Trolleys 


made in one of the most 
modern plants by old time, 
skilled Chain Hoist Specialists, 
in Lisbon, Ohio, the birth- 
place of Quality Chain Hoists. 


Send for latest Bulletin. 
Can be supplied by all Dependable Jabbers 
and Mill Supply Houses. 


CHESTER MFC. CO. - 
LISBON, OHIO 
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MODERN. STREAMLINED 
CASTERS .. . STRONG. 
DURABLE EFFICIENT. 





Back A 


After Pearl Harbor, our manufacturing fa- 
cilities were converted to production of 
war material. But, in the near future, 
““Aeme’’ casters will again be available 
to -hardware dealers everywhere. Keep 
‘*Aemes”’ in mind for quick sales and profits. 





THE SCHATZ MANUFACTURING CO. 
POUGHKEEPSIE, N. Y. 


eland: 402 Sv 


© Clev i 
5 ¢ Los Angele 

















Whatever your Washer needs may be, 
we can fill them! For more than 25 
years we have been faithfully serving 
the hardware trade. 


Our Washers are Master Products. 
Flat, clean cut, hand sorted—no scrap, 
no slugs, no miscuts. 


U.S. S. WASHERS « S. A. E. WASHERS 
RIVETING BURRS ¢ SQUARE WASHERS 
EXPANSION PLUGS « MACHINERY BUSHINGS 
AIRCRAFT WASHERS * DISCS 
LIGHT STEEL WASHERS * COPPER WASHERS 
BRASS WASHERS « ALUMINUM WASHERS 
STAINLESS STEEL WASHERS * Ete. 
and over 10,000 sets of tools for special washers 
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at the Convention 


Now—once again—the complete Dazey line of famous 
kitchen helpers will be on display in Room 659, Palmer 


House—new, improved, redesigned to harmonize with 


the streamlined trend of tomorrow. 


The Dazey family includes the Dazey De Luxe, Heavy 
Duty, Senior and Junior Can Openers—Dazey Super 
Juicer—Dazey Triple Ice Crusher and Dazey Sharpit, etc. 


Stop in at our room and let Daisy show you what Dazey 
has done. ... She and we will be looking for you! 


DAZEY **CORPORATION 


ST. LOUIS 7, MISSOURI 





a 
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FOR GARDENERS, 
TRUCK FARMERS, 
FRUIT GROWERS 
| AND HOME OWNERS 


Here is the ideal line for you to rec- 
ommend, and sell — it’s complete and 
it’s dependable! Includes insecticide 
sprayers and dusters of every practical 
size and style, both hand and power 
operated... also flame sprayers (for 
killing weeds or disinfecting and ster- 
ilizing) as well as hand planters, and 
other metal products. The DOBBINS 
Superbilt line is now being nationally 
advertised, too, and will attract the atten- 
tion of readers in BETTER HOMES 
& GARDENS, COUNTRY GENTLE- 
MAN, RURAL NEW YORKER, 
FARM JOURNAL, AMERICAN 
FRUIT GROWER, Etc. Make plans 
now to stock the complete DOBBINS 
line when production restrictions are 
relaxed to permit increased manufac- 
ture and distribution. 


DOBBINS MANUFACTURING CO. 
DEPT. 103, ELKHART, INDIANA 


HARDWARE ACE 





QUALITY is a major ingredient in Eagle Locks. Yow'll find it in our new, modern designs, 


in our materials, in our craftsmanship. Since quality has been the first consideration of 
Eagle throughout our over-a-century history, it is only natural that it should continue 
to be uppermost in our product planning. ... You'll find quality, too, in our sales policies 


and in our strict jobber distribution plan. We'll be glad to tell you about them and to 


show you the new Eagle designs. 


THE EAGLE LOCK COMPANY 
America’s FIRST Lockmakers 
217 Eagle Street « Terryville, Conn. 


JANUARY 4, 1945 











It Has Everything! 


SCYTHESTONE 


ASSORTMENT 
497-A 


The Pioneer Display 


33 STONES - - $4.97 


Suggested Resale $7.65 


Price Range 10c to 30c 
(Plus 2 big dollar Abrasive Files) 


Four Types 
(2 Artificial, 1 Natural, 1 Fabricated) 


Six Shapes and Weights 


(To suit anyone’s fancy) 


All in one convenient fibre carton, total weight 24 lbs. 


ORDER NOW, AVOID DISAPPOINTMENT 
AND BOOST YOUR SCYTHESTONE PROFITS 


BEHR- MANNING oisior of nonron commany TROY, N. Y. 


* $5.05 west of Denvet : 
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ET READY to ring up sales of these two 

Slaymaker padlocks! Your jobber will have 
them-ready for you soon...and the market has 
been ready for a long time. 

These Slaymakers sell better because they offer - 
customers sure protection and permanent good 
appearance. Slaymaker 800 and Slaymaker 900 are 
both genuine pin-tumbler padlocks. That means 
each individual lock can be opened only by the 
key that’s made to open it. 

Slaymaker 800’s and 900’s are better looking . . . 
and stay that way . . . because they’re polished to a 


Slaymaker Genuine Pin Tum- terials throughout. Shipped in high finish. There’s no paint to chip off and mar 

bler Cylinder Padlocks [illus- metal edge, solid fiber display 

trated) —No. 800 and No. 900. cartons containing one dozen the appearance. 

Die-cast special zinc alloy cases. padlocks individually boxed. Size For prompt delivery order Slaymaker 800’s and 
> 


Solid one piece bodies. Highly across case: No. 800—1'%2"; ‘ 
polished finishes. Non-rusting ma- No. 900—T%/”, Slaymaker 900’s from your jobber now! 


SLAYMAKER LOCK COMPANY pAl acks LANCASTER, PENNSYLVANIA 


SINCE 1888 
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“SPEE-DEE™ Utility Cement 


Selis well as a hardware item. Kt is not just an 
cement. Dee” Utility Cement is 
tranaparent. It is used for 


est distributor's name. 


OWOSSO PRODUCTS COMPANY 
Manufacturers of "Spee-Dee" Products 
OWOSSO, MICHIGAN 











batho a“ 
ROGERS Glu. 
Despite war-caused shortages, the equitable distribu- 
tion through Hardware Jobbers of Rogers Famous 
Fish Glue to you independent retailers has kept stocks 
at reasonable wartime levels. No retailer has ever 
needed to cut prices on Rogers Famous Fish Glue to 
meet chain store or other competition. Backed by fair 

tices, our national advertising, in your 
interest, takes the “compete” out of com- 
petition! Ask your Jobber. 








GLOUCESTER, MASS. 


MANUFACTURED BY 


WARNER BROODER AND APPLIANCE CORPORATION 


NORTH MANCHESTER, INDIANA 
Send inquiries and orders to SALES AND SERVICE. DIVISION 


THE NATIONAL IDEAL C0. Soreo0™’ *“oio 








back at em 


TREE TANGLEFOOT 
National Advertising 
enters its 4th year 


Residential tree owners and commercial fruit 
growers in every part of the nation again are 
being sold, through leading publications, on 
the fact that Tree Tanglefoot is the one reliable 
means of protecting their trees and crops from 
the ravages of tree-climbing insects that devour 
the buds and foliage. Get your share of this 
profitable business which is constantly increas- 
ing in volume. Banding should be done in 
spring before the adults emerge and lay their 
"eggs. Call your jobber now! 








2 


5 and 10 Ibs. in attractive cartons, 
ib. pails; and 6 oz. cartons in the 
ing display carton. Feature it. 


THE TANGLEFOOT COMPANY 
356 HEMLOCK ST., S. W. GRAND RAPIDS 4, MICH. 
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Typical of the many new marvels of heat-engineering being 
readied by MASCOT engineers for peace-time pr 

is this streamlined range. . . .It is designed to give users of 
wood or coal most of the ‘conveniences of present gas or 
electric ranges with many distinctive MASCOT features for 
additional service and comfort. . . .No pipes are visible to 
mar the beauty of this down-to-the-floor, back-to-the-wall 
model . . . and it is insulated top, bottom and side to con- 
serve fuel and keep the kitchen cool. . -This model is not 
available now, but others are. . .Write for full information. 


Cbcot STOVE COMPANY, Dept. A, Chattanooga, Tenn. 








BUY MORE BONDS MORE OFTEN (Het EF IVVAYHAAES | 
Ue 
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“AMES” SOLID SHANK retTuRNS FROM WAR 
Same Coustruction... Same Speeficatious 


For more than two years the entire 
production of our Solid Shank 
Shovels and Spades was assigned 
to the fighting ranks. Now these 
famous shovels are again available 
to the trade. 


ey win 
|] SHOCK BAND 


Pony, the Champion of all - 
Feather-weight shovels, and 
the leading Solid Shank, is 
again at your service. Ask 
your Jobber today! 


AMES BALDWIN WYOMING CO. 


PARKERSBURG; W. VA NORTH EASTON, MASS 











We've DOUBLED the ACTION- 

You'll DOUBLE Your SALES 
saith Lhe 

New “DOUBLE ACTION” 


EASY 
DUSTER 


The ACTIVATOR 
causes a small 
“dust storm” inside. 
the duster body so 
that a uniform 
dust cloud is 
expelled thru 

the discharge 








Write for dealer circular today! 
+ THE AMERICAN SPECIALTY CO. © AMHERST, OHIO 


A CROP-SAVER AND A BACK- ‘SAVER 
Insecticide powder may be easily applied most 
effectively under low growing plants without 
waste and without stooping. Duster barrel 
absorbs moisture from powders and thus pre- 
vents caking and clogging. Light in weight and 
smooth in operation. 
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The New Justrite Safety Flashlight 


Here is the new, handy all-purpose electric light that meets every 
flashlight requirement . . . for service and safety . . . Justrite. 

This mighty midget weighs less than a pound . . . it fits in the palm 
of your hand, on belt clip or stands alone on its own base. 1500 
candlepower . . . three standard cells for dependable service. The 
heavy duty plastic case “‘seals-in” all the Justrite Safety Features. The 
light that turns night into day and is always there when and where 


you need it and with safety . . . Justrite. 


“ Approved for Safety 


This Justrite Safety Flashlight number 17-S is approved for safety 
by Underwriters’ Laboratories, Inc., U. S$. Bureau of Mines for safe 
use in methane gas and air mixtures, and by the Bureau of Marine 
Inspection for safety in pump rooms of tankers. 


TWIN-BULB SAFETY LANTERN 


This all-purpose electric Safety Lantern is the finest of 
portable lights for rugged service. The “kick-out” bulb 
sockets immediately eject a broken bulb, breaking the cir- 
cuit in the socket. A flick of the switch moves the reserve 
bulb into place. A fixed guard protects the face of the lan- 
tern... with a movable guardbase and adjustable handle 
Model No. 17-S for additional protection and convenience. All parts 
are of the finest material. It is approved for safety by» 


Justrite Safety Products Underwriters’ Laboratories, Inc., and by the U. S. Bureau 
Justrite manufactures a complete line of Mines. Model No. 44-S 


of Safety Products. Justrite Saf 

acne Bama a JUSTRITE . . . FOR SERVICE 
raed ive oot y Baerass. sane Justrite portable flashlights, headlights and electric lanterns are built 
in industrial plants. For safety and to “take-it” in industrial, marine and railroad service. Dealers stocking 
service it’s always . . . Justrite. these lights give their trade the best . .. with a nice profit to themselves. 


Ask your jobber or write today for complete information on the Justrite Line. 


JUSTRITE MANUFACTURING COMPANY 


2063 North Southport Avenue, Dept. A-3, Chicago 14, Ill. 
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Lenya 


Impelling eye appeal. 


In Electro-Line, beauty is a good deal more than skin 
deep! Down even to small details you will find careful 
workmanship —competent handling —the unmistak- 
able trademarks of production skill and efficiency. 
Electro- Line controllers are supported ‘by national 
advertising. Every Electro-Line distributor and deal- 
er is receiving the benefit of Electro-Line’s consumer 
educational program. This expanding program is 
the result of careful study of stock-handling prob- 
lems of farmers, and is designed to prove the true 
worth of electric fencing. 

Let Electro-Line help you share the benefits of this 
new program by allying yourself with Electro-Line’s 
progressive policies. There’s an ever increasing con- 
sumer trend toward the Electro-Line controller— 
because it has so satisfactorily served so many of the 


nation’s farms. 

Electro-Line controllers are moderately priced and 

modernly styled — their impelling eye appeal in the 

dealer’s store demands attention —their satisfying 
a. 


service ntakes lasting friends. 
ELECTRO-LINE FENCE COMPANY 
n actunn CManufacturing Company CManufacturing Company 120 North Proadwoy Milwaukee 2, Wisconsin 


ERIE. PENNSYLVANIA a pasieisaath 


Agents: At . 
NEW YORK: 45 Warren St. CHICAGO: 162 N. Clinton St. J i 
SAN FRANCISCO: 703 Market St. 
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PLAN NOW TO IMPROVE your store front and store interior 
with Pittsburgh Glass . . . so you'll be ready to get your share 
of postwar business. This modern store in Gainesville, Ga., 
shows how effectively Pittsburgh Glass can be used to give a 
store eye-appeal. Architect: Norman F. Stambaugh. 





Start planning NOW. The earlier you plan modernization work, the earlier you'll get it when building restrictions are lifted. 


OU’LL wanta store interior that 

_ 4 is smart, modern, good-looking 
—full of the buy-appeal for which 
Pittsburgh Glass is famous. And 
you'll want a Pittsburgh front with 
the personality and attraction to 
turn sidewalk traffic into store traffic. 
That’s the combination that wins 
bigger volume, bigger profits, better 
business. And that’s the combination 


PITTSBURGH stands for Zualily Gi 


that thousands of retailers will be 
wanting when building restrictions 
are lifted. Remember . . . no store 
modernization work has been done 
for several years . .. and there’s a big 
backlog! 

So why not plan your new store 
front and interior now? Then your 
modernization job will be among 
the first we'll do when we're able to 
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start ithproving stores with Pitts- 
burgh Glass and Store Front Metal. 

See your architect to assure a well- 
planned, economical store design. 
Our staff will gladly cooperate with 
him. 

And send the coupon... today... 
for our free books showing facts, 
figures and photographs of many 
Pittsburgh modernization jobs. 


ass cad rind 


Glass Company 


Pittsburgh Plate sing, Pittsburgh 19, Pa. 


2052-5 Grant Bull 


ase send me, 
pee booklets on store ™ 


{ bligation, your illus- 
ae Siernization. 





RESTORE ROCK-HARD 
PAINT BRUSHES 
TO ACTIVE SERVICE 


AFTER 


This side was 
Prestorer 
cleaned. Tbe 
two halves were 
tied together 
and this is an 
unretouched 
photo of the 
two parts. 


This side of the 
photo shows 
actual condition 
of a hard-as- 
rock paint 
brush before 
Prestorer 
cleaning. 


> 


Use PRESTORER 
PAINT BRUSH REJUVENATOR 


No Fire Hazard — No Toxic Fumes — Easy to Use 

WILL KEEP YOUR CASH REGISTER WORKING EARLY AND OFTEN 

Peched——24 pints per carton Order sow for immediate delivery 
12 quarts per carton from ad jobber or direct from 
# ohe gal. per carton 


TECHNICAL DEVELOPMENT LABORATORIES 
Dept. J1, P. O. Box 65, Tenafly, N. J. 








Shelton 
Planes 


Smoothing the way to Victory! 
ALWAYS BETTER VALUE : 


"Shelton" means pre- 
cision - built, rugged 
construction, proper 
balance, and eye ap- 
peal. In addition, Shel- 
ton's tool steel cutters 
are scientifically heat- 
treated and ground for 
really "smooth" plan- 
ing. 


SHELTON PLANE & TOOL merc. CO. 
SHELTON, CONNECTICUT 








The right type of driver used on a 
particular job means time saved... 
better workmanship . . . less danger 
of sore hands, accidental cuts, etc. 
. hence more employee satisfac- 
tion. That is why Vaco Drivers are 
recognized as “tops” in hundreds 
of war plants, in thousands of 
homes and in retail shops all over 
the country. Write for catalog 


325 E. ONTARIO ST., CHICAGO 11, ILL. 


CANADIAN WHSE. 560 KING ST. W., TORONTO 2 

















DEARBORN 


WORLD'S FINEST, SAFEST 


GAS HEATERS 


* Increase your profits. Join the swing 
\ to Dearborn, the complete line of vented 
4 and unventea heaters offering = 


t. plus atebloss 
> it’s the Quality line that leads in sales 
_ trom coast to coast. 


FEATURES THAT SELL 


Ultra-smart Appearance— Air Insulated 
Cabinete—Hi Crown Burners—Aute- 
matic , ee Chasst-— 
Super Radiants — A.G.A. Ap- 
proval. | are features that make 
heaters truly Outstandiog. 
They Offer a Telkeble—Visible sad 
@Galeable difference. 
WRITE FOR LITERATURE 


FAMOUS HI-CROWN BURNER 
with Blue Flame Pilot Light 
Dearborn Heaters bave this costlier but definitely superior Hi-Crowa Burew 
cad Bice Flome Pilot You get unequalled burner performance plus ts 
eenvenience and safety of Automatic Lighting 


DEARBORN STOVE COMPANY 


8256 Milwaukee Ave., Chicage, Iti. 3625 S. Grand Ave., Les Angeles, Calif. 
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EFORE Uncle Sam got us up to our 

necks in essential war work, The E. 
Ingraham Company made about a third 
of all the clocks and non-jeweled 
watches produced in the United States. 
This merchandise was known in the 
trade for rapid turnover, reliability and 
low percentage of returns. Ingraham 
products sold fast and stayed sold. 


When we get through working for 
the Army, the Navy and the Air Corps 
for whom we turn out millions of critical 
parts every month, we will supply you 
with postwar merchandise which will 
be even better than before the war. 


THE E. INGRAHAM CO. 


Bristol, Conn. 








ESTABL 


JANUARY 4, 1945 


ISHED 1831 


et lle alanis PO SB ac 


The popu 
lar Viceroy 
Pocket 
Watch wit! 
attractive 
dust-tight case 
unbreakable 
crystal, silver 
plated dial and 
pullout stem set. 


The Cub Wrist 
Watch, an inexpen- 
sive spare for grown 
ups and ideal for 
youngsters. Cub has 
a curved wrist fit 
back, chromium 
plated case, unbreak 
able crystal, metal 
bracelet or strap and 
easy regulation 


Square, a@ One-Day 
Alarm Clock 45% 
inches high with 
convex glass, top 
shutoff and loud 
enclosed bell. Very 
successful pre-war 
model. 








HERE'S WHAT THEY WANT 
IN SPRING 


NATIONALLY ADVERTISED 
SPARKLING DISPLAY MATERIAL FREE 


ASSOCIATED SEED GROWERS, Inc. 


JEROME B. RICE SEED CO., CAMBRIDGE, N. Y. 


MODERN SCIENCE 
PROVES THAT 


GETS THE 
SMART RATS: 


It is being generally accepted by those study- 
ing the rat problem that prebaiting is about the most 
effective way to get the smart rats and make a thor- 

ough clean-up. 

KAZOO PRE-BATE Extract used 
with KAZOO RAT BREW solves 
that problem—the proof is in the 
rapid increase in sales and many re- 
peat orders wherever this combina- 
tion is tried. 


DEALERS 


MAKE MONEY 


One sale immediately enco' many 
more. National advertising 

ing your customers with this product. 
Be the first in to cash 
in on the profits already made 


hese products are 
Ask your jobber for Kazoo Rat Brew 
and Kazoo Pre-Bate Extract—or write 
direct giving jobber’s name. 


BAILEY, PRIHODA & CO. 
942 W. Kalamazoo Ave., Kalamazoo 11, Mich. 


MANUFACTURERS OF 

GAS SPACE HEATERS 

PORTABLE GRATE 
BASKETS 
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, PATENTS 


JANU 


ADVERTISING 
for 1945__ 


ul oO “L 
: > A 
= DVERTISEMENTS reproduced 
“ here are typical of those ordered 
for insertion in alb 1945 issues of 
rigHTLY ciose » magazines listed below. 


KEEP COVER ! 
AMERICAN HOME 
BETTER HOMES & GARDENS 
GOOD HOUSEKEEPING 
; HOUSE & GARDEN 
with HOUSE BEAUTIFUL 
LADIES’ HOME JOURNAL 
owderene McCALL’S MAGAZINE 
PARENTS’ MAGAZINE 
TE” WOMAN'S HOME COMPANION 
the origin al BRIDE’S MAGAZINE 


dry powder cleaner : 
in the Blue POWDER-ENE IS PROTECTED BY 
con * er PATENTS 2,344,247 AND 2,344,268 








VACUUM OFF 


...in the B@ceW 
° ° shaker-top 
no liquids «no suds e éiuaiiiigs 


POWDER-ENE is your solution to a troublesome problem. With its aid you ; 
can keep rugs and carpets clean, colorful and like new. And it’s so easy to —s —e : 


use. Give your floor coverings usual care. When they become dull or SF cece lair aadeto 
slightly soiled, sprinkle on Powder-ene. Brush it in. Wait an hour or rt 
longer. Then vacuum it off. You'll be pleased with the fresh, clean beauty, no liquids ¢no suds ° 


whether you clean the entire rug or areas at doors that are soiled quicker. Keep your rugs and carpets clean and col- 
orful. Care for them as usual, but once or 


And remember that Powder-ene never leaves a ring—never shrinks, mil- twice a month sprinkle on Powder-ene. 
: ° Brush it in. An hour or two later, vacuum 

dews nor fades the colors. Send badly soiled rugs to a professional cleaner. it off. It does not cause matting, mildew or 
Then keep them clean with Powder-ene, in the blue container. fading —does not remove curl from twist 
— pile. Leaves io ny when ~ — small 

VON RAD CTUR ‘ i ; areas. Keep them clean with Powder-ene. 

» metas cayenne ian Coy Bacine, WEecotae VON SCHRADER MANUFACTURING CO., 


ine, Wisconsin. 
Racine, FCCC 


Good Housekeeping 


Ce sna 





. PATENTS 2,344,268 AND 2,344,247 PATENTS 2,344,268 AND 2,344,247 
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(CIR... . ae : R ; : ' both pes: Bh 
| & not rags, but soft, ab- RETAILS 59¢ 
(« Lim sorbent, " downy YARN FAST AT. «« 

Bi. that molds into easily- 

- “a used balls. It licks up 

' f oe dust, og a - 

‘ PALE grime, soaks up water 

PARALLEL ACTION TOOLS co ee tes 

ae ” PS away when finished. 
Give Wore Power vo You! TRY IT YOURSELF 
FREE SAMPLE 
Your store nam 


THE WM. SCHOLLHORN COMPANY D recenrty wil Being is 





KAUDERS - STEUBER' CO. 
221 N. LA SALLE ST., CHICAGO 1, ILL. 


Dancin’ Sam 


aere’s A REAL VOLUME seer 


Whether your customer wants a —the funny-funny dancing man 
quality, all-purpose Plant Food...a | . y y 9 

safe, effective Insecticide-Fungicide | */ "ure" Sells on sight. Just tap the board 
...or @ Special Victory Garden ow and see him dance—buck and 


Fertilizer... you can serve him—and 
make profits — with the LOMA line. 


LOMA Quality Plant Food — with a 
5-10-5 formula—provides a balanced 
and long-lasting feeding throughout 
the growing season. For use on 
Lawns, Flowers, Vegetables, Fruits, 
Shrubs, and Trees. 

LOMA Victory Garden Fertilizer is 
made according to the formula es- 
tablished by the War Food Adminis- 
tration. 

Popular LOMA 2-in-1 Dust is an 
easy-to-use, efficient, and safe two- 
way Insecticide-Fungicide. 


TENNESSEE CORPORATION 


61 Broadway 
New York 6, N. Y. 


THE QUALITY PLANT FOOD 


wing, jive, etc. Packed individual- 
ly in display package, complete 
with dancing board and full in- 
structions. Wt. 4 ozs. OPA ap- 
proved prices. Write for price list 
today. 


Peed STILTS 
Priced 

Sure-fire sales on this popular boys’ 
and girls’ item. Made of hardwood, 
6 ft. long, steps adjustable to differ- 
ent heights. Red top and bottom, 
black steps, attractively varnished. 
Wt. 4% Ibs. per pair. Dealers! 
Jobbers! Write for prices and cata- 
logue of other fast-moving items. 


NOCKONWOOD INDUSTRIES, Lid. 


Dept. A, Bloomfield, lowa 
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What this means to YOU 


ri) It means few knives for you to sell for the 
time being — because pocket and fighting 
knives are urgently demanded by the Armed 
Forces. 


It means after the war you will sell more 

knives than ever before ... millions of men 
now are learning to use and depend on knives— 
because they must carry them as Soldiers, Sailors, 
Marines and Coast Guardsmen. 


a] It means you will sell finer quality, better- 
designed knives with tougher, sharper blades 
at lower relative cost ... new manufacturing tech- 
niques, superior craftsmen have been developed 
at Camillus—because our fighting men need the 
best and plenty of it. 





4) Because it was the first in the pocket knife 
industry to receive the Army-Navy Award 
and the first to receive two Stars for continued 
excellence in war production, it means Camillus 
has proved itself the leader in its field, and its 
production of top quality knives the most efficient 
in the Country. Be assured that Camillus will 
maintain this same high standard in post-war 
manufacture. : 


it means after the war men will ask for 

Camillus—because millions of Government- 
issue Camillus knives now serve them faithfully on 
the battlefronts. 


Camillus Cutlery Company, New York, N. Y. __—-—_~ 

Sole selling agents: Adolph Kastor & Bros., 

Inc., 60 East 42nd Street, New York 17, N. Y. C A B® | i i U % 
HAS THE EDGE 


¢ i w 
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UNDERDOOR 
DRAFTS 


NOISES 
DUST 
INSECTS 


SAVE FUEL! | 














““Automatic 
Weather-Stripping 
for Drafty Doors” 


IS AMERICA’S FASTEST SELLING 


AUTOMATIC DOOR BOTTOM 


WK Easiest to install. No Metal to cut. Fits all doors 
25%" to 36”—right or left hand. Paint or finish to 
match door. Never wears out—never needs attention. 


}& Automatically closes any gap up to ONE INCH 
even on warped or poorly cut doors or on slanting 
or uneven floors. Lifts instantly when door is opened 
—clears heaviest rugs. 


FOR UNIVERSAL USE ON—— 


BEDROOM, BATHROOM, CLOSET, 
CELLAR, PANTRY -, INSIDE DOOR 


and on VESTIBULE—STORM—SCREEN 
OR ANY OUTSIDE DOOR. 





Packed 20 to a carton with FREE Ad- gstablished 
vertising rmoterial. Attractive counter Price 
demonstrator with mounted THERMAL- 

GUARD $1. Standard dealer discounts. 4 


IMMEDIATE DELIVERY sie 


Through Thermal-Guard Jobbers Everywhere 


ATTENTION 
JOBBERS: 
Some excellent 


territory still 
open! Address 


AUTOMATIC 


>. 


THE ONLY 
HOUSEHOLD REPAIR 
CEMENT THAT 


gpm CA 
X-PANDOTITE 


How tt can Ge cold { Immediate deliveries 


to the American and Canadian trade — no priorities 
required . . . permission has been granted us to 
manufacture X-Pandotite in increasing quantities 
and to pack it in metal containers. Until now pro- 
duction has, of -necessity, been limited. The au- 
thorities ok’d production for X-Pandotite because 
X-Pandotite is a repair cement that replaces new 
materials and because it is so easy to use that it 
saves calling in skilled repairmen.’ X-Pandotite is 
the only cement that expands as it sets. The ex- 
pom action causes a permanent, perfect, strong 
d. No other cement has this amazing advantage- 


FOR THOUSANDS OF PERMANENT 
HOME AND BUILDING REPAIRS 


Vs Easy Ce Wee _ sod is, trowel it, oF 5 
pour it. Use X-Pandotite in any desired consistency. ' 
It’s so simple to use that home repairs become a 
pleasure. 


I's Economical _ You won’t have to make 


repairs a second time. Anyone can use it. A little 
goes a long way. 


Makes repaired last because it is leak- 
proof, moisture-proof, vibration-proof, and water- 
proof. It completely fills cracks in marble, plaster, 
tile, concrete, terrazzo and wood. A perfect anchor- 
ing material. It’s guaranteed not to shrink. It 
expands! X-Pandotite is unaffected by heat, oil, 
soap,®or caustic solutions. 


Order from your nearest job- 
ber. If his stock is short, write 
ws and we'll arrange for 
delivery. 





X PANDOTITE 


A High Profit, Quick 
Selling Repeat Item! 


Accredited Jobbers 


please write! 


DOOR BOTTOM X-PANDO CORPORATION 


43-15 36th Street ° Long Island City 1, N. Y 
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CLAUDETTE COLBERT, 

one of seven stars in David O. 
Selznick production “Since You 
Went Away,” is among famous 
Hollywood “greats” featured 
in Trimz magazine messages. 


* 


jen # 


TIE IN WITH BIG MAGAZINE AND RADIO PROGRAM 


There’s never been anything 
like it! 

It’sthe biggest advertising pro- 
gram for any wall covering, at 
any time, by amy company. And 
it’s paying off for Trimz dealers 
... keeping their cash registers 
singing as it backs them with: 


47 radio programs on 45 major 
stations with a listening audi- 
ence of 23 million homes. 
64 million full-page messages 
in ten national magazines— 
featuring Holly wood stars. 


Every ad drives home the conven- 
ience of redecorating with Trimz 
Ready-Pasted Wallpaper, Bor- 
ders and Cedar Closet Paper. And 
talk about success! Look what 


thick ae 


COC") BP A 


wi Ce MSH 


R/MZ WALLPAPER CAMPAIGN 


_ Seudational Succedd! 


“The TRIMZ patterns,” says Miss Colbert in full- 
page Trimzads appearing in leading publications, 
“offer a grand choice of smart designs and colors. 
And they solve today’s help shortage—anyone can 
put up TRIMZ.” This is Ivy Pattern No. 4200, 


the Elmo Roper research organ- 
ization discovered in a nation- 
wide survey among Trimz users: 


93% were completely satisfled 
and 80% will buy it next time. 
63% would not have papered 
except for the convenience of 
Trimz. 
37% will paper more frequently 
because Trimz is so easy to 
apply. 
Yes, the Trimz campaign is cre- 
ating a new interest in “do-it- 
yourself” home decorating. So 
get ready for your big Spring 
push now ... by tying-in with the 
Trimz campaign. If you aren’t 
already cashing in on Trimz, 
mail coupon below at once! 


READY-PASTED WALLPAPER 


Division of United Wallpaper, Inc. 
World’s Largest Manufacturers of Wallpaper and Ready-Pasted Decorations 


Chicago 54, TEAM OS covrarenr 1000, vwireo warcraren, we. 
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NOW RUNNING! 


FREE! rive eve-catcHinG HOLLYWwoop 
FEATURE TIE-INS TO BOOST YOUR TRIMZ SALES 


1, Window Display Set. Beautiful 24” x 28” 
full-color window card featuring lovely 
Joan Bennett—p/us complete auxiliary set 
of smaller cards. 

? 


2. Large Counter Card. A “‘stopper’’ that 
really sells! Features full-color reproduc- 
tion of full-page Trimz ad appearing in 
national magazines. 





3. Newspaper Ad Mats. A selection of 
hard-hitting messages whith tie-in with 
Trimz national advertising. Your choice 
of six different sizes. \ 


4. New Consumer Folder. Sure-fire sales 
stimulant for use as envelope stuffer, pack- 
age enclosure or give-away. Your name 


and address imprinted. 
5. Publicity Stories. The ready-pasted 
story as real news which your local news- 
paper editor will welcome. Give you free, 


Bl indirect advertising. 


TRIMZ COMPANY, INC., Devt, HA-145 

| Merchandise Mart, Chicago 54, Ill. 

| Quick Mister—rush me the details. Those big 
profits look good to me! 


IMPORTANT: If you are a jobber, state 
how many men you travel... ......s+eeee05 





HELP YOUR 


Customers 
AND HELP 


Yourself 


KESTER METAL MENDER 


This handy little item fixes hundreds of broken metal 
articles—home, shop, farm, and factory—at a cost of a 
few cents per item. It’s genuine Kester flux-filled 
solder, so handy to use that anyone can apply it. Even 
the housewife can mend leaky pots and pans, fix lam lamps, 
washing machines and dozens of other things with 
Kester Metal Mender. 


A good-will builder for you too; as well as a profit item. 
And once tried by your customers is a sure repeat. Na- 
tionally advertised for years. Comes to you in a handy 
display-carton for you to set out on your counter. 


Kester Metal Mender requires no special skill for appli- 
cation. Just apply heat and the job is done. And the 
solder-bond really holds, holds with the same tenac- 
ity that has earned Kester solders their high rating 
on great planes, mighty ships, tractors, autos and 
thousands of other industrial items, big and little. 

You're overlooking a bet if you are not pushing Kester Metal 


Mender. Almost every customer is a ey'll buy when 
you point out how a few cents spent on Kester Metal Mender can 


save dollars. 
If you have Kester Metal Mender on 


Check your stock today. 
hand, be sure it is out on your counter. If you don’t have it, list 


it to be ordered from your jobber. 


——— = eee ree 


x BUY WAR BONDS Ww 


KESTER SOLDER COMPANY 
4207 Wrightwood Avenue 
Chicago 39, — oy 
Plant: Newark, 


Eastern 
Conndion Plant: Sreatterd. Ost. 


“KESTER 


i oe A. ie Se ee, 2 








— and you Dealers are waiting for 


WORD FROM UNION 


when New-line Leaders 
can be released... 


New Sales-PULL is assured right now for 
the UNION Sporting Goods and tools you’ve 
found so profitable in the past. We’ve been 
planning for you while producing for War, 
—new plans by old hands who know what 
sells; evolved from the merchandising ex- 
perience of 80 years. 


All the items in which UNION excels will 
sell faster than ever by their new-feature 
appeal plus accumulated demand for UNION 


ROLLER AND ICE SKATES, FISHING 
TACKLE, *CHISELS AND SCREW- 
DRIVERS, *HACK SAW FRAMES, 
GUN IMPLEMENTS. 

(*Available on priorities.) 


HARDWARE COMPANY 


Bani LP Ed Sout au 
TORRINGTON, CONN. 


(CHAMBERS 


NEW YORK OFFIC 
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STANLEY HARDWARE 


for Restaurant 
Construction 


When your community is freed 
from building restrictions, be ready 


to serve all who need hardware — 








the builders in modern style as well 














as those who prefer the traditional. 











Stanley Hardware — always hand- 
some, efficient and enduring — will 
be available in variety to meet every 
choice. The Stanley Works, New 


Britain, Connecticut. 


_ — — _ _ —e 


Typical Stanley Hardware items for the Restaurant 






























































Riise Fit 
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Who Will Sell More Paint? 


@ It’s pretty obvious that oldtime, 
hit-or-miss methods of selling paint, or any 
other product, are no longer effective. 
Today, and in the stiffer competitive days 
ahead, the man who moves paint off 

his shelves fast, in volume, and profitably, 
will be the man who plans his mer- 
chandising. To come out on top, 

he will have to take advantage of every 
method of modern selling and 

promotion. And that’s a big order! 


To simplify that job for you, to make results 
sure-fire, Martin-Senour has developed a 
Paint Merchandising Program that’s 
realistically based on long experience with 
your problems... practical and easy to use 
... and employs every proved device of 
modern mass-market promotion. This, plus a 
complete line of paint products unsurpassed in 
quality, gives you everything you need to go 
after extra profits in paint. For details of the 
first promotion, read the description below. 


All the Screen Enamel you can sell, 
if you order quickly!/That’s Martin- 
Senour’s offer to you with the “BIG 
PROFIT” Screen Enamel Deal .. . 
plus complete FREE promotional 
materials to help you sell the “mass- 
market way”. Get set now for that 
profitable spring repair business with 
‘all the screen enamel you can sell” 
—ask your Martin-Senour jobber for 
full details on this “BIG PROFIT” 
Deal! Today! 
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HOLE CUTTERS 


FOR THE MECHANIC - HOMEOWNER «+ FARMER 
Because of simple cutting blade ad- a Baton bg wee 
justability, BRUNO HOLE CUTTERS * a) 
ceplace a long list of fixed-radius 
tools. Two Bruno Hole Cutters have 
' a cutting range of from 5%” to 21,” 
' in diameter. High speed steel blades 
make clean cuts in sheet metal, boiler 
‘ a J plate, Dural, plastics, wood, Masonite 
\' Ja die stock, hard rubber, fibre and other 
\ A aterials. Ideal for maintenance, re- 
al ‘ pair, workshop use, model building, 
- cadio work. May be used in drill 
presses, electric motors, hand drills or 
xand braces! Designed by cutting 
tool engineers of long experience. 


role Lahvane (=i eli alia pla if 


yr compressed materia 


SPECIFICATIONS 
Model Shank Expansien List 
No. Size Capacity Price 

100 %” straight shank %”-1%" $3.00 

100-B Square Bit Stock %”-1%" 3.00 

101 %” straight shank 1”-2%" 5.00 

101-B Square Bit Stock 1”-2%" 5.00 

JOBBERS & DEALERS 

No. 100-B Write Today For Generous Sree tales ceil) are 
Square Shank ; Discount Schedule HA-! ‘os a 


JANUARY 4, 1945 








NOKORODE SOLDERING PASTE 


Will fiux all metals except Aluminum. 

Takes the place of acid in all soldering 

jobs. Absolutely non-corrosive, safe as 

resin and rapid as acid. Not affected by 

heat and does not spatter. The solder will 
not turn dark after using, and the work has high 
tensile strength. 


NOKORODE SOLDERING SALTS 


Eliminates the use of corrosive soldering acid and is 
the remedy for all soldering troubles—makes perfect, 
lasting and non-corrosive joints wherever used. Ex- 
tensively used by plumbers, tinsmiths and leading 
manufacturers in all lines. Highly economical, and 
has no disagreeable fumes while under heat—will not 
burn the operator’s hands or clothing. 


NOKORODE SOLDERING FLUID 


Like Nokorode Salts, eliminates the use of corrosive 
soldering acid . . . ready for instant use. Packed in 
one and five gallon containers, also in steel drums 
equipped with faucets containing approximately 55 
gallons. 


No. 4373 Six Piece Cigarette Box 
and Ash Tray Sets. 


Made of gleaming, firepolished crystal glass, in a 
matching scalloped design. 


8% inches long, 33% inches wide, 134 inches high. Trays 
3 inches in diameter. Boxed individually. $12.60 per 


dow sets. 


We Carry a Tremendous Assortment 


of GIFT GOODS, ranging in price from $1.80 to $90. 
per doz. Complete Set Z of illustrated price lists 
— to any HARDWARE DEALER on applica- 
tion. 


When in Chicago be sure to visit our Display Room 


LEO KAUL h Market 


NO CHARGE FOR CONTAINER 


CORE SOLDERS, NOKORODE, IDEAL ACID, GEM 
RESIN SOLDERS. ALSO MANUFACTURED IN 
PLAIN STRING AND BAR FORM. 


THE M. W. DUNTON COMPANY 
678 EDDY STREET 
PROVIDENCE RHODE ISLAND, U. $. A 








Theol ban’ 


AGENCY, In 


South Market St. 
Chicago 6, Ill. 























RIDS livestock of 

zrub, lice, flies, ticks, 

mange, scab, and other stock 
pests! 


ESSENTIAL 
EQUIPMENT FOR 
EVERY STOCKMAN! 


Thousands in operation. 
Stock men swear by them. 
They curry and oil stock 
automatically, apply medi- 
cation in oil or powder 
form. Kill grub before 
they mature. Save hides! 
Save fences! Save labor! 
Make cattle gain faster! 


Military needs must have the right-of-way. 
Backed By 2 Years of 


The demand by the Armed Forces for Athletic 


Equipment, together with an acute shortage 
of essential raw materials, have created pro- 
duction difficulties. 


It is our hope that with the release of vital 
raw materials inereased production will again, 
in the near future, provide a surplus for our 
distributors’ needs. 


Remember that the Athletic Equipment st 
present not available to you is doing double 
duty with the Armed Forces on the home front 
and in every far-flung outpost of the world. 


THE DRAPER-MAYNARQO CO. 


400 VORK STREET CINCINNATI, OHIO 











National Advertising! 


Big ads in nearly every 
livestock magazine, pub- 
lished to tell stockmen 
about Automatics. The 
demand has already been 
created. It’s yours to 
cash-in on. 


LIBERAL MARGIN of profit 
may be yours on every unit that 
goes into your territory, and they 
are going into your territory 
right now! So write today for 
complete information and ex- 
clusive dealer proposition. 


404 Main st. Pender, Nebr. 
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WITH BUGS 


Bucs ARE most ambitious imps. Especially the domestic type. - 


Bugs—tests show they breed 12 months a year—spend most 
of their time making trouble. Especially in mattresses, and 
sofas, and rugs. 

Somehow, folks definitely do not like it. Apartment super- 
intendents and property owners, particularly. So they decide 
to get rid of the pests. That’s where you come in—with 
Peterman’s Discovery. ; 

Peterman’s Discovery makes people happy. And bugs dead. 
And Peterman’s Discovery puts $$$ into your cash drawer 
for each big-profit item folks buy. It’s an easy way to keep 
your register ringing up those sales! 

Because bugs, people, and Peterman’s Discovery are active 
365 days of the year...you should stock Peterman’s winter, 
summer, spring, and fall, beginning right now! 

And look what you get! To make it even more interesting 
for you (and more profitable, too), we will throw in 

2 extra units of Peterman’s Discovery 
with each 12 you buy. 

Don’t forget Roaches and Ants are active for you, too! 
People also don’t like roaches and ants. So when folks come 
in to buy Peterman’s Roach Food and Peterman’s Ant Food, 
be ready to make those sales. Peterman’s products are sud- 
den death to insects. 


This offer of popular Peterman’s Insecticides gives you 
your regular 3314% discount PLUS an extra 14+-%. 


Here’s how: For a limited time only—you get 


2 units extra of Peterman’s Roach Food or 
Peterman’s Ant Food with each dozen you order. 


Get Peterman’s orders in now! Mail the coupon end you will 
receive the Peterman Insecticides through your wholesaler. 


PETERMAN’S 


Insecticide Products 


WM. PETERMAN, INC. 
56 Ferry Street, Newark 5, New Jersey 
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it’s strictly 12 months a year! 


Bug Propaganda. Through extensive newspaper advertising 
campaigns, folks everywhere are reminded how effectively 
Peterman’s Insecticides exterminate pests. 

To help you cash in on this effective advertising, available 
to you are eye-catching window posters, counter cards, and 
pennants in color. 

So make the most of the Peterman promotion. Ask for it 
in the coupon below—and display it where you’ll make the 
most sales. 
































r sian cai con cam ex ct hig ies us cll ci ci ii gi tah atten abe dle dep ints is tatlilaal 7 
| Mail this coupon for | 
| | 
| FREE GOODS DEAL! 
| Please Ship the Following Order through my Wholesaler: | 
Wholesaler’s Name ! 
| Address I 
| ROACH FOOD ; 
| Quantity Size Per doz. Retail Price i 
SaaS Pee See | 
Mem, .. . 6 Gee Diets BOG es BRE 
Qeadi ct, 6) Gabe bi 6 ae 5 so ae 
| DISCOVERY 
| Quantity Size Per doz. Retail Price | 
TROR bh > wheres & 08 $4.80 ons #e | 
ana 4 até eh | 6UGER 5 3176 | 
ANT FOOD | 
Quantity Size Per doz. Retail Price | 
Qe. s+ Bes. . 228 Fee | 
au » « « @le os Settee 
a * 3 ee ae 
] YOUR NAME | 
] 
ADDRESS. | 
cry. 
ADD TWO UNITS FREE with each dozen ordered 
{ 
ONE GALLON FREE with each half dozen 
' 7 gallons | 
; [J Send display material in color ‘ 
ae; This offer good for a limited time only I 














KEEP BUYING WAR BONDS Same 
KEEP THOSE YOU BUY au 
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WICKWIRE SPENCER 
HARDWARE PRODUCTS 


There is no sweeter music to the retailer’s 
business ear than the ringing of the cash register. 
Nor is there any more satisfying feeling than being 
able to supply customers with what they want, when 


they want it. That kind of service creates good will 


(and profitable repeat business). 


But building prestige at home will have to await the 
destruction of Axis strongholds abroad. And that 
job calls for adequate supplies for our fighting forces. 


Insect Screen Cloth Hardware Cloth 
Famous.» “Clinton” 
“Clinton” and Brand 
“Gold Strand” Brands. 


Poultry Netting 
Hex Mesh and 


Straight Line Door Springs 
“ . ” “f 
Clinton” Srand “Perfection” 


Bra nd 


Like most American industries we are giving Uncle 
Sam the things he wants from us. What’s left over 


is being allocated as fairly as possible. We think 


you'll agree that it’s the proper thing to do. 


And we want to thank you for your patience. 


WICKWIRE SPENCER STEEL COMPANY 


and subsidiary, American Wire Fabrics Corporation 











500 FIFTH AVENUE NEW YORK 18, N: Y. 


Abilene - Buffale + Chattanooga + Chicago + Detroit - Houston « Los Angeles + Philadelphia - San Francisco - Tulsa + Worcester 
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ARASAN* 


2% CERESAN* 


New Improved 
CERESAN* 


SEMESAN* 
SEMESAN JR.* 
SEMESAN BEL* 


STOCK UP NOW! 


Seed treatment is standard recommended prac- 
tice. Stock up now with the full line of Du Pont 
Semesan Seed Disinfectants. Be ready to push 


RIEGEL 


them. They are sure sellers. 


Helping you sell: Advertised regularly in 70 farm 
magazines; timely radio reminders; nationwide 
articles and publicity; all the free booklets, counter 
cards and window streamers you need. 


WORK GLOVES 


These stron tective work gloves are the product of 

one of America's largest textile mills. They are Riegel- 

controlled --ia one plant — from raw cotton to finished 

glove. This single close supervision of every detail 

results in umexcelled quality — durability — economy. 
Sold by Leading Wholesalers 








#Reg. U.S. Pat. Off, i 


“The Right Glove ¥% AS) For Every Job” 
Riagel 

DU PONT SEMESAN CO. (inc.) 

Wilmington 98, Delaware 


APOKER 














342 Madison Avenue, New York 17, N. Y. 
8-PLACE 


FOLD-AWAY 
CARD TABLE 


THE BIT WITHOUT A 
CENTER SPUR.. 


The Forstner Augur Bit Is 
Guided By Its Circular Rim 


Tue Forstner 
Augur Bit bores at 
angles, cuts any 
are of a circle, and 


@ Folds down to 
only 4 inches 


Te clever new convenience for card players 
is the biggest selling, fastest moving game 
table in leading stores everywhere: Porta-Poker 
is the all-purpose portable playtable for small 
apartment, den or recreation room. This is a new, 
improved model. Attractively finished, substanti- 
ally made, sturdy leg construction. Nothing to 
loosen or wear out. May be sold with complete 
satisfaction. For year-’round profits, it will pay you 
to feature Porta-Poker! LIST PRICE $34.50. 
Dealer price 1 to 5, $23.00 each . . . 6 or more, 
$20.70 each, F.O.B. Shipping weight 44 Ibs. 





thick... 
@ Easily stored in 
minimum space 
@ Official size, 4 
foot diameter... 
@ Green felt play- 
ing surface ... 
e8 yn non- 
tip holders for 
glasses and ash- 
trays... 
@eMahogany- 
stained, alcohol- 


HOME EQUIPMENT MFG. CO., Dept. H-2 663 N. Wells St., CHICAGO 10, ILL. - 
World's Largest Manufacturer of Portable Game Tables 


— - i 


gan Paty. = 


\ ( 


AS ADVERTISED IN 21 NATIONAL MAGAZINES 





leaves a smooth- 
walled, flat-bot- 
temed hole in the 


toughest, knottiest 
woods. 


If your customers have war uses for 
these heavily demanded bits, you can 
get them with hand brace shanks, 
from 4“ to 114" by sixteenths; with 
machine shanks, from 154” to 3” 
by eighths. 


The PROGRESSIVE MFC. CO 


TORRINGTON De oem ££ Tt 6 iS 
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A SPECIAL MESSAGE TO DEAL 


readers of America’s 
t tapered ny 
c interest in them, 
on. Why not plan now to ma 
brushes. They will be availa 


ed to 150,000 painter- 
he press research behind these Du Pon oe 
ing campaign to capitalize on the enthusias : 
up for paintbrushes bristled with Du Pont ~ 
your community for these new nylon-brist — 
just as soon as wartime restrictions are removee. 


ERS! Below is the third of a 


leading trade magazin 


lon-bristled brushes, and with 
a large post-war 





series of advertisements 
es. With one of the greatest names 
a hard-hitting advertis- 
demand is being built 
ke your store headquarters in 
ble for civilian distribution 


NYLON-BRISTLED PAINTBRUSH 
USED 2450 HOURS 


“And good for that much longer!” 


writes Mr. H. G. Parsons, Master Painter 


Reporting ‘on a’ nylon-bristled 
paintbrush sent him for test pur- 
poses, Mr. H. G. Parsons of the 
Parsons Painting & Decorating 
Co., Nashville, Ohio, writes that 
after the brush had been used for 
2450 hours it was still “‘good for 
that much longer.” During this 
period approximately 37,000 
Square feet of wood, plaster, and 
brick surface were covered. 


'In a series of country-wide tests 
it has been definitely established 
that paintbrushes bristled with 
DuPont nylon havea combination 
of qualities not possessed by 
brushes made from any other bris- 
tle material! They’re uniform in 
taper, diameter, length and resil- 
jency . . . are unaffected by com- 
mercial solvents, thinners, cold 
water paints, calcimine, mold, 
mildew, moths or other vermin. 
They wear at least 3 times longer 
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than natural bristles! 


Du Pont does not make 
nylon-bristied brushes 
... Wesimply supply brush manu- 
facturers with nylon bristles. Uncle 
Sam is taking all the Du Pont ny- 
lon bristles we are today produc- 
ing; but when the present emer- 
gency has passed, nylon-bristled 
paintbrushes will be made avail- 
able for civilian distribution by 
leading brush manufacturers: 


FREE BOOKLET: Explains what 
nylon paintbrush bristles are, how 


*they cost less by lasting longer. 
Write E. I. du Pont de Nemours 
& Co. (Inc.), Plastics Department, 
Arlington, N. J. In Canada: Cana- 
dian Industries, Ltd., Box 10, 
Montreal. * 


Q Slim Bristle says: 
= “When available... 


Look for the brush 
with the word 
NYLON on it. 


[it’s your guarantec of bristles 
with better service!” 














DU PONT NYLON BRISTLES 


rp y 








DEALERS: 


A BRUSH CUTTING 
TOOL THAT SELLS 


OVER 100,000 IN USE 
THE WOODMAN'S PAL 


an entirely different and 
unique hand tool 


SELLS ON SIGHT TO: 
- Foresters 

. Farmers 

. Country Place Owner 


. Watershed Superinten- ° 
dents 


i 
. Park Supervisors i 
. SPORTSMEN ; immediate delivery to a i 
1 limited number of quality 
Ne. 284-G2—$3.75 retail 1 Hardware Dealers. Abso- 
i 
! 
! 
' 
! 
1 


Servi Finish — lutely unlike any other brush 
Sheath a ee cutter now on COm- 


Ne. 281-P2—$5.00 retail 
Deluxe Finish — Red Lacquer 
Safety Sheath 


WRITE FOR 64 PAGE MANUAL AND DISCOUNTS 














VICTOR TOOL COMPANY 


340 CHAPEL TERRACE READING, PENNA. 








The gleaming finish of Wright Hexagonal Netting 
shown in this stockroom photograph is one of the 
many reasons for the high reputation of this 
quality product. Multiple twist. Perfectly straight 
selvage. Even mesh—no bulges. Requires little 
or no stretching. Readily recognized by consumers 
because of the distinctive Rooster Trademark. 


GE WRIGHT wie co 


WORCESTER * MAS S. 





WATCH SNELL! After V-Doy we 
will supply auger bits of the same 
high quality as always, in a modern 
package produced on new modern 
equipment in our recently enlarged 














~ 
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HOPES HE AND THE BOYS 
WILL BE BACK IN "CIVVIES” 
IN 1945 


spring 
Then we will again be able to serve 
you by supplying Duck Bill Ballcocks. 


ROCKFORD BRASS WORKS 


ROCKFORD, ILLINOIS 
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YES, 17,000,000 ROOMS HAVE BEEN PAINTED WITH KEM-TONE! 
YES, THAT MEANS $17,000,000 IN PROFIT FOR KEM-TONE DEALERS! 
MORE MILLIONS OF ROOMS WILL BE PAINTED WITH KEM-TONE 
THIS SPRING!*.... WILL YOU GET YOUR FULL SHARE 
OF THIS ALL-TIME-HIGH PAINT BUSINESS?.... 


roe wit fF 4, 
SURVEY FACT! 


| ... YOU EFFECTIVELY IDENTIFY YOUR STORE AS KEM-TONE HEADQUARTERS! K 
em-Tone consumer sur- 


veys show that more fami- 
lies than ever before are 








7. .»- YOU DISPLAY KEM-TONE PROMINENTLY IN YOUR STORE AND WINDOWS! planning to use Kem-Tone 
this spring. 








3, --- You TIE IN WITH KEM-TONE ADVERTISING! 


4... vou MAINTAIN AN AMPLE STOCK OF KEM-TONE! 





BIGGER THAN EVER! Kem-Tone’s big 


spring 1945 advertising campaign begins soon! 





DISTRIBUTED BY: The Lowe Brothers Company 
Dayton, Ohio 
Acme White Lead & Color Works John Lucas & Company, Inc. 
Detroit, Michigan Philadelphia, Pennsylvania 
Detroit White Lead Works The Martin-Senour 
Detroit, Michigan Chicago, Illinois Opi 
W. W. Lawrence & Company The Sherwin-Williams Co. A) 
Pittsburgh, Pennsylvania Cleveland, Ohio Hoy 


One “R . 2: 
E COar a. To, WASHABLE 


@ As a sentinel reports conditions at 
his post, Sentinel Radio reports to the 
army of dealers: A knockout new line 
of Sentinel Radios ready for production, 
the moment war work releases facilities. 
Meanwhile Sentinel keeps right on ad- 
vertising nationally... Radio on a nation- 
wide scale, magazines of large circulation. 
For Quick Deliveries on a line with 
Consumer Acceptance...if you demand 
the soundest sort 
of proposition for a 
sure profit...depend 

on SENTINEL. 


One of Sentinel’s 
current consumer ads 
—latest of an un- 
broken series since 
Pearl Harbor total- 
ling 175,000,000 
repetitions of the 
Sentinel name. 


"EA 
tits RADIO 


QUALITY RADIO SINCE 1920 


SENTINEL RADI ORPORATION. 2020 Ridae Aven 
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Did You Know?.....4@ws 
ow c 


GOT ITS NAME FROM THE 
INITIALS,"G. PP.” STENCILED 
ON ITS SIDE MEANING 
“GENERAL eRe suf 
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GoT ITS NAME FROM ITS ToP 


WIRE PAINTED RED ------ ITS 
fEEPUTATION WAS GAINED 
FROM ITS LONG LASTING 
AND RUST RESISTING QUALITIES, 


RED BRAND FENCE is rue 
CHOICE OF THOUSANDS OF 

FARMERS EVERYWHERE GE- 
CAUSE OF THESE EXTRA VALUES- 
-FOR THE SAME MONEY_----- 


yee Steel 3 Wire Co. 


Peoria, oo nt 
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Accuracy learned 
yesterday serves 
him well today 


The accepted use of aperture rear sights on 
military rifles in this war will surely increase 
the demand for similar sights by sportsmen 
after the war. 

Lyman has pioneered in designing and 
adapting Aperture Rear Sights to rifles for 
sportsmen and soldiers for many years. 

There will be Lyman Aperture Rear Sights 
designed for shooters after the 
war. Jobbers and dealers who 
plan to handle Lyman Products 
will be offering their customers 
the best. 


The Lyman Catalog free to dealers. Also free 
folders on individual products 


LYMAN 


APERTURE SIGHTS 





One of the 
amous Lyman 


f 
THE LYMAN GUN SIGHT CORP. pee Se 


Middlefield, Conn. 








AVAILABLE NOW 


MISS THIS 
pow Mi” pppoRTUNIT 


A quick seller that is in great 
demand. Protects and renews 
beauty of floors, woodwork, 
linoleum, stairs or furniture. 





PROF! T / 


Z 


he 
prasti-Kueer 


pyastic COATING 


mms - =. ON 


ere care os mee 


AiMacleum 
PLASTI-KLEER 


A TRANSPARENT PLASTIC COATING 
for Floors, Woodwork or Furniture 


ye MAIL THIS COUPON TODAY wz 
U 


TICA PLASTIC CO., 227 Oriskany St., W., Utica 2, N.Y. 


| Please send me complete information about your PLASTI-KLEER 
Plastic Coating and other finishes.’ 


products also come in approx- 
imately 100 different... and 
beautiful colors for walls and 
floor finishes. Liberal discounts 
to distributors and dealers. 
Attractive advertising displays 
and material. 








Retails at 
2.95 a Quart 


Name 
i Firm 
Address PON eee « wy 







Palladium PLASTI-KLEER | 


oo + Bee ae i 







oe Buy Bonds and More Bonds for Victory! 7 | Make Your Store 











You can stand 
squarely back of 


KAY-TITE 


it will positively 
prevent the seep- 
age of water. 

It’s guaranteed to 
do the job. 


Any one can apply 
it. Goes on like 


| Waterproofing Headquarters 
| 








For— 


Stucco 
Fish Ponds 
4 Boller and Elevator 


Reservoirs 

Silos 

Field and Quarry Stone 
also can be used as a mor- 
tar for pointing up brick 
and masonry, also to patch 
concrete. 

Users are always enthusiastic boosters. They will boost your 
store as the place to get real waterproofing satisfaction. 
Kay-Tite is packed in 10 Ib. packages and 60 Ib. bags. It comes in 
Grey and White. A 10 Ib. package will waterproof 100 to 150 aq. ft. 


Write for complete information. Send your Jobber’s name, 


KAY-TITE COMPANY, West Orange, N. J. 











BRUSH-TOP 


SPOT REMOVER 
1O¢ ant 25¢ 





@ SafeWay Brush Top Spot Remover is preferred because of its 
Brush Top applicator, its non-explosive fluid in a spill-proof bottle, 
ready for instant use. Thousands of packages sold every day before 


the war—more thousands used today by men and women of the 
Armed Forces—and still more will be sold when the war is won. 
Plan now for your share of profitable Safe Way sales. Write for details. 





SAFEWAY CHEMICAL COMPANY 
6920 Lorain Avenue Cleveland 2, Ohio 
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an stand 
ry back of 
fe RE is your opportunity to share 
TITE Hi: the sales of a fast selling, 
positively profit making, modern streamlined design assort- 
So ment of top grade Cabinet Hardware. 
Made with the same high quality materials and 


ranteed to 
] 
oe — NATIONAL LOCK’S workmanship as used in our pre-war products, this 
s on like hardware line is now available for immediate 
BIG PROFIT LINE OF delivery in matched sets of distinctive and highly 
attractive designs. All items are Bright Zinc Plated 
CABINET HARDWARE with Lacquered finish. Immediate orders include 
the special anne) board deal described below. To 
insure early delivery we suggest that you place 
your order TODAY. 


- 





DRAWER PULLS 


A61-169 





AS8-2364E A5S8-2346T AS8-0328 


$5 ar- Be 


AG61-3327 SPRING CATCH AG1-204T *'SNAP GRIP'' SPRING AG61-3396 SPRING CATCH 
with 3 STRIKES CATCH with 2 STRIKES , 


# & gh Ok 


461-484 461-048 AG1-241 


INDIVIDUAL ENVELOPE ATTRACTIVE 
PACKING CARTONS 
To facilitate handling, expedite de- Sturdy space saving cartons - 
livery and prevent loss of parts, each are labeléd for easy identifi- 
item is individually packed in an at- cation. Each carton contains 
tractive strong Kraft envelope. Cata- one dozen products of one 
log number, illustration of product kind; each item is packed in 
and installation data are printed on ne a separate envelope complete 
face of each envelope for quick and with screws for mounting. | 
easy identification. 


FREE HARDWARE DISPLAY BOARD 


A silent salesman that works for you every minute of 
your working day. A real eye catcher in any store window or counter. 
Sells hardware on sight. Display board includes a sample of each item 


in the above assortment: You pay only for the applied hard- 
ware—display board and mounting of hardware is FREE. 
Ask for AssoRTMENT No. 3440. 
Your "All From One Source’ Hardware Manufacturer 
ak 


NATIONAL LOCK COMPANY 


BUILDERS HARDWARE DIVISION 
ROCKFORD, ILLINOIS 
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A Complete Line 
of Extra-Value 


LINOLEUM 
SUPPLIES 


For the home and commercial user, here is every 
item in linoleum adhesives and accessories for which 
there is a real demand. Packaged in convenient 
units. Priced to allow full margins for you and at 
the same time unusual value to your customers. Your 
name and address imprinted on labels — FREE — 
on minimum orders. 






Linoleum Paste 

Waterproof Cement 

Lin-O-Wax—Available in 7 beautiful colors 
(paste) 

Lino Wax—Self-Polishing Floor Wax (fluid) 

Fabrikleen——Foam Carpet Cleaner 

Fabrikleen—Dry Cleaner 

Dehydrated Linoleum Paste—2 Lbs. & 5 Lbs. 

Dampproof Cement 

Sink Top Cement 

Cove Base Cement 

Cotton Back Wall Adhesive 

Asphalt Emulsion 

Asphalt Tile Cement (Cut Back) 

Asphalt Primer 

Asphalt Felt 15 Lbs. 

Asphalt Felt 30 Lbs. 

Saturated Felt 62 Lbs. 

Saturated Felt 42 Lbs. 

Combination Linoleum Felt 42 Lbs. 

Dry Linoleum Felt ¥% Lb. 

Asphalt Tile Cleaning Powder—3 Lbs. & 10 Lbs. 

Prepared Mastic Floor 

Nutop Patcher & Resurfacer 


WRITE TODAY! 


For complete price list and name of nearest distributor. 
(Distributor’s Note: Some territory still open—write for details.) 


INO-PASTE CO. 


1948 CARROL AVENUE 
CHICAGO, ILL. 


“Largest exclusive makers of linoleum adhesives 
in the country" 








AND WE’RE 
NOT DEMOBILIZED YET 
















@ You couldn’t be any more 
anxious to get Lawson metal 
bathroom cabinets than we are 
to give them to you. 









But we enlisted for the duration. 
And Uncle Sam thinks that what 
we produce for the armed forces 
is too valuable for its production 
to be stopped. So we're still head 
over heels in war work and our 
metal cabinets will have to wait. 










We will say, though, that the 
next best thing to a Lawson 
metal cabinet. is a Lawson War- 
wood cabinet. These we are 
turning out in large quantities. 
And we really are proud of our 
Warwoods. For full informa- 
tion write to The F. H. Law- 
son Company, Cincinnati 4, 
Ohio. We'll guarantee you the 
finest non - metal cabinet on 
the market today. 










THE F. H. LAWSON COMPANY 


CINCINNATI 4, GHIO 
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"TO THE LOYAL MEW 


and WOMEN WORKERS at L&H! 


& H workers point with pride to their coveted 
Army-Navy “E” pennant that now flies over the 
plant — and to the “E” pins they wear. * Keep- 
ing faith with their co-workers now in the Armed 





Forces, L & H men and women appreciate this 
recognition of their satisfactory production of vitally 
needed war materials— as well as to bond purchases 
well in excess of their quotas. x A. J. Lindemann 
& Hoverson Co. is proud of its wartime production 
soldiers — and publishes this announcement as 
tribute to their outstanding achievement in pro- 


L&H PRODUCTION IS NOW DEVOTED duction and their “all-out” aid to the war effort. 
TO MAKING THESE WAR GOODS: 


Pins for tank tracks; anti-aircraft 
shells; electrical control cabinets; 
containers for bomb parachutes; 
cartridge belt webbing; assembly 
of air compressors on U. S. army ' 
trucks; steel cases for truck tools A. 3. LINDEMANN & HOVER SON CO. 
and parts; Radar parts. Since 1875 
es MILWAUKEE, WISCONSIN 


Manufacturers of ELECTRIC RANGES + ELECTRIC WATER HEATERS © GAS RANGES + O/L STOVES © PORTABLE OVENS © GIL HEATERS © WICKS 


a 
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TAKE BASIC SMALL ARMS TRAINING COURSE 











And here’s the very sound business reason. je 
When sporting firearms are available again (and we hope soon) there will undoubtedly " 
be a tremendous backlog demand from civilians . . . plus an additional demand from pt 
returning soldiers. The retail store in town which knows the most about firearms. and Ww 
has the best contacts will reap the harvest. That’s only natural, isn’t it? = 
MAKE YOURSELF THE LOCAL AUTHORITY be 
Get to know your neighbors who are shooting fans—for he who knows most sells most. 5 

dc 





Mossberg, in cooperation with the National Rifle Association, makes it easy through the 
BASIC SMALL ARMS TRAINING COURSE. It’s indispensable for those with 
limited experience and a fine “re- 
fresher course” for experienced 
shooters. 








new §, CONN 
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Just send for the free “Guidebook to Rifle Marks- 
icalty manship” and details on the government-approved 
from program sponsored by the National Rifle Association, 
s- and Washington, D. C.—the same training as given in the 

U. S. Army-approved Pre-induction Rifle Training 

Course. We are glad to bring you this grand oppor- 
wren tunity to better yourself and have a good time while 

doing it. 
h the . 
with 
1 “re. 
nced 





NEW HAVEN 5, CONN. 






. 7 we i 
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O. F. MOSSBERG & SONS, INC. 
51601 St. John Street, New Haven 5, Conn. 


Sirs: I am interested in the Basic Small Arms Training Course. Please send 
me your “Guidebook to Rifle Marksmanship.” 


eee Ree HHH EEEHESHEEOH HEHEHE RES E HEHEHE SHEE HEHEHE HHO HEEB 


City... ccccccccccccccccccccccsccseccccsscces eeeeeee State eeeeeeeeeeseee 


hem cn om sume oe me es ee es os ed 










JANUARY’ 4, 1945 59 





All frames forged of the finest special alloy 
steel * * * The new improved polished frame 
Micrometers in 1” and 2” sizes * * * The 
new black enamel finish Micrometers in all 
sizes from 1” to 6” ® * * Also available with 
ratchet stop, lock nut and 10,000ths gradua- 
tions * * * A full range of Metric Micrometers 
in addition to complete sets in leather covered 
cases—0” to 3”, 0” to 4” and 0” to 6” * * ® 
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YOUR CUSTOMERS NEED 
SEED STARTERS NOW! 


CASH IN ON THE 
WINDOW SILL TRADE 
WITH 





























A TESTED NEW LINE OF PRODUCTS 
THAT OPENS NEW MARKETS 


For years gardeners have wanted a simple, tidy 
method of starting their early plants indoors. 
Nationwide sales of the Window Sill Green- 
houses (2 models) prove how well they satisfy 
this demand. 

Cutworm Protectors and Plant Bands are com- 
panion products in this strong line. For quick 
start, order RM-1, an Assorted Case of four 
products retailing at 10c to 29c per item. 
Excellent counter displays for each product. 











RB-22 as Sold 
“GREENH 
re 


l 


PLANT SEED 


TRANSPLANT 
SEEDLINGS 
& hee prt 




















+ ORDER FROM THESE DISTRIBUTORS 


Butler Brothers, Chicago 80, Ill.; Baltimore 3, Md.; 
St. Louis 3, Mo.; Minneapolis 3, Minn. 
Vaughan’s Seed Store, Chicago 6, Ill.; N. Y. 7, N.Y. 
Bunton Seed Company, Louisville 2, Ky. 

Jos. Breck & Sons Corp., Boston 9, Mass. 
American Seed Corp., Detroit 16, Mich. 
Farmer Seed & Nursery Co., Faribault, Minn. 
Devoe & Raynolds Co., Inc., N. Y. 17, N.Y. 
North State Material Co., Asheville, N.C. 

The J. Chas. McCullough Seed Co., Cincinnati 1, O. 
Michell’s Seed House, $18 Market St., Phila. 5, Pa. 





WPA i 


Greenhouse as Displayed 


RM-1 ASSORTMENT INCLUDES 


24 Window Sill Greenhouses . . RB-11 
18 Window Sill Greenhouses . . RB-22 
18 Pkgs. Cutworm Protectors .. RA-12 
6 Pkgs. Cutworm Protectors .. RA-50 
12 Pkgs. Plant Bands........RA-118 
6 Pkgs. Plant Bands........RA-212.. 


. 


PhontBa m7 * — 
ow ah Plant 








I. W. Scott Co., Pittsburgh 22, Pa. 
Supplee-Biddle, Philadelphia 5, Pa. 
Naughton Farms, Inc., Waxahachie, Texas 
Botzum Seed Company, Cleveland 15, Ohio 
Caverhill & Learmont, Toronto, Canada 
Geo. Keith & Sons, Toronto, Canada 





BIRD 
PRODUCTS FOR 
HOME AND 
INDUSTRY 


(RE?) 


—— 


Nien who know 





BIRD 
GREENHOUSE 
GROWING 
Alps 

















Dupuy & Ferguson, Led., Montreal, Canada 











BIRD & SON, inc. EAST WALPOLE, MASS. 
NEW YORK SHREVEPORT, LA. CHICAGO, ILL. 


Asphalt Shingles 
and Sidings 
loor Coverings 


ing Containers 


the hest know 


Plant Bands 
| Sub-irrigators 
| Tom Thumb Flats 
| Cutworm Protectors 
Fibre Pots 


Seed Starter Sets 
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War commitments continue to 
control much of our production. 
Of the Parker Small Hand Tools 
which you have requested, only a 
few are again available. We wish 
there were more and that deliveries 
could be speeded. Every effort is being 
made in that direction, and to offer you 
the new quality tools in greater variety 
which will bear the Parker name postwar. 








MANUFACTURING CO. 
WORCESTER 1, MASS. 











There’s PROFIT in 
This TRAFFIC-STOPPING 
VOLUME PRODUCER 





HANDY PACK DEPARTMENT 


Remember the Milapaco HANDY PACK in lace 
paper Place Mats and Doilies! Already sales-proven 
in the country’s leading stores as the “outstanding 
merchandising idea in paper,” the Handy Pack boosts 
unit sales from two to nine times over the ordinary 
dime-a-package unit — and with less sales effort. 


You'll want to use this colorful, self-selling bargain 
package of beauty as the center eye-stopping, traffic- 
stopping display in your paper goods display — a 
volume-producing HANDY PACK DEPARTMENT. 
It will be your most profitable promotion when par- 
tially restricted production is again increased. Re- . 
member it — for future promotion and profits! 


TODAY... BUY MORE WAR BONDS... 
Plan for a Milapaco Handy Pack 


Department later. 





MILWAUKEE Lace Paper Co. 


1306 East Meinecke Avenue Milwaukee 12, Wisconsin 
Established in 1898 


SNitapaco | 
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EVERY Buyer 
HEART'S pope 








Leads the Paragon Twin Lines for 1945 


& 
Sead for arag on NEW featuring all-steel undersink cabinets 
and cast iron bowls. 


3 ala Tlow oun Display 
CHICAGO FURNITURE MART > SPACE 1545 
N. Y. FURNITURE EXCHANGE - SPACE 1613 
peed On FAST SELLING 
TWIN LINES: Steet... Wood [2 nat linagpat el 

Rp Units 

CALL, WRITE, or WIRE an Gy 
PARAGON UTILITIES CORP. + 50 Van Dam St. « Brooklyn 22, N. Y. pberaron 


Permanent Displays: N. Y. Furniture Exchange, Space 1613, Chicago Furniture Mart, Space 1545, San Francisco Exchange, Space 538 
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SALES OFFICES: 

A. E. Fuller, 16 Hudson St., New York 13, N. Y. 
Lynn-Paul Associates, 219 No. Jefferson St., Chicago, III. 
Fuller Tool Co., Ltd., 645 Wellington St., Montreal 

S. M. Davis, 6724 Mo. Smediey St., Philadelphia 26, Pa. 
Hardware Agency Co., 89 Broad St., Boston 10, Mass. 


SS 
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EVERY SCREW DRIVER BRANDED 
AND WARRANTED 


Note These “DeLuxe” Features 


HANDLES 
® Extra Large * 
© Sure-Grip, Deep Flute 
© Two-tone Unbreakable 


Amber 
BLADES 

© Full Ground 

© Mirror Finish 

© Oil Tempered Steel 

JOBBERS: Write for Catalog Pages for 
Salesmen's Use 
DEALERS: Fuller Line is Stocked by 
All Leading Jobbers 


FULLER TOOL CO. 
: 207 W. 25th Street 
New York 1, N. Y. 





































Propeller Fans Circulating Heaters / 


As the Company through the past twenty years has out- 
grown its former plants and equipment, so have our ac- 
tivities and products outgrown our name. The name 
Utility Fan Corporation was adopted when our principal 
activity was the manufacture of Fans and Blowers. 
UTILITY APPLIANCE CORP. will more fully describe 
the Company’s present and post war manufacturing and 
sales activities. 









Formerly Utility Fan Corporation 
4851 S. Alameda St. 
Los Angeles 11, California 





Jyatt 





Air Coolers Standard Blowers 


Effective January 1st, 1945, our new name will be 


UTILITY APPLIANCE CORP. 


Additional new appliances are being considered for man- 
ufacture after Victory. These additional items will better 
round out the Company’s line of products and will as- 
sure capacity production for our expanded facilities and 
enable us to do our part in providing more jobs for 
more people. 


to 





Peace-time manufacturers of the Famous Utility Air Koolers, Blowers, Fans, Floor Furnaces 


Circulating Heaters, Unit Heoter 









Forced Air Furnaces 
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National Hardware will play an 
important role in postwar building 


eee 


our engineers and designers 
have kept constantly alert as 
to just what homeowners 
will want and expect in the 
homes of the future. 


New materials and stream- 
lined production methods 
will enable us to supply this 
ever-increasing market with 
many new hardware prod- | 
ucts to facilitate longer wear, 
mechanical simplicity and 
ease of installation. 


d National 


Of course the majority of 
National productswhich have 
served so well in the past and 
have proved their merit in 
service will again be avail- 
able after the war. 


Many of these products 
already have such advance 
designs in working simplicity 
that they can scarcely be im- 
proved upon. Among these 
are the latest styles in cabinet 
hardware and the popular 


No. 900 Overhead Door Set. 
Until V Day we shall plan 


and work to cooperate with 
you on your postwar plans. 


STERLING 


National Manufacturing Co. itinois 













THE LOCAL DE LAVAL DEALER 


.. HEADQUARTERS FOR 


DAIRYMEN 





E LAVAL Dealers enjoy the invaluable confidence and friendship of the 
dairymen in the areas they serve. That is one of the advantages of handling 
the De Laval line which for almost 70 years has provided users with the maximum 


in quality and performance . . . 


enabling them to do their work better . . . more 


profitably . . . faster . . . and with important savings in time and labor. 
A line that represents good turnover and profit . . . makes friends and builds 


good will . . . and thus stimulates the dealer’s entire business . . . should receive 


your consideration. 


If we are not adequately representéd in your area please write to us. 


A De Laval Dealership Is a Solid Foundation 
for Tomorrow’s Business 





Consider the De Laval deal- 
ership in your planning for to- 
morrow. It is active and profit- 
able. De Laval products have the 
good will and acceptance that only 
years of quality products, service 
and square dealing can create. 













De Laval products will be in 
demand tomorrow ... and there 
are still some good territories to 


. be developed. Take the time to- 


day to write us regarding the pos- 
sibilities of obtaining the De Laval 
dealership for your trade area. 


THE DE LAVAL SEPARATOR COMPANY 


NEW YORK 6 
165 BROADWAY 


CHICAGO «6 
427 RANDOLPH ST 


SAN FRANCISCO 19 


61 BEALE ST 
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Other Thursday 
“The Hardware Dealers’ Magazine” 





Editorial and 
Executive Office Advertising Offices 
Chestnut and 56th Sts., 100 East 42nd St., 
Philadelphia 39, Pa., U.S. A. New York 17, N. Y., U. S. A. 


Established 1855, succeeding and embodying “Hardware” of 

New York; “Stoves and Hardware Reporter,” St. Louis; “The 

Western Hardware Journal,” Omaha; “Iron Age Hardware,” 

New York City; “The Hardware Reporter,” St. Louis; “Hard- 
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IS REFLECTED BY 


ERD ROY 














Always a “natural” for hard- 
ware store merchandising, de- 
mand for this product has been 
accelerated by tremendous in- 
terest in the nationally adver- 
tised $5,000 prize slogan 
contest. 


GET ON BAND WAGON - NOW 





ATTRACTIVE DISPLAY - FREE 
Ask for “VS-39” Deal 
Your wholesaler has this pop- 
ular unit-packed, field tested 
and proved assortment. Shows 


full 33445%. Quick turnover 
insures volume and profit. 


ASK YOUR WHOLESALER - OR 
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SAFETY « REGISTER « TENSO « AMERICAN ° 


PATTERN 


WELDLESS CHAINS 


-@ popular substitute 


chains shown above— American Pattern in steel, the 
others in steel and brass. This also applies to the ATTACHMENTS 
shown: “‘S” hooks, rope snaps, swivel snaps, rings, and certain 
special designs. 


@ COTTER PINS—-Campbell Hammerlock and Acco Regular—are 
available. These cotters are Precision-made, therefore easy to 
insert, lock and remove. Packed in substantial boxes, clearly 
labeled. 


© REPAIR LINKS—another timely item—are available in six sizes. 
ACCO links, with their long, tapering laps, can be closed cold or 
welded to make strong, safe repairs on broken chains. 


© We will continue working night and day to relieve existing 
shortages and meet increasing demands. 


AMERICAN CHAIN DIVISION 


York, Pa., Boston, Chicago, Denver, Detroit, Los Angeles, New York, 
Philadelphia, Pittsburgh, San Francisco, Portland 


LOCK LINK 


AIOTWIWWWH THEdwWy>D 
4¥VINOI Oddy 
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BRIDGEPORT 








Welding Wire « READING-PRATT & CADY Valves + READING ore 
In Business for Your Safety eA 

















— *TRU-LOC Aircraft Terminals * AMERICAN fs i 
caer ,and industrial Controls «TRU Machines » FORD Hoists, Trolleys 
ESSENTIAL PRODUCTS - TRU-LAY aewamnwa tienes ACCO Maelleable Castings > CAMPBELL Cutting 
‘ Chain + 
_ ‘TRU-STOP Brakes »* AMERICAN 


Shaped Wire, 

+ OWEN Springs + PAGE Fence, i 

* MARYLAND Bolts and Nuts + WILSON “Rockwell” Hardness Testers 

Service Equipment a Hoists, Cranes ; 
“OHATARD Wire Rope + MANLEY Auto prop sanaattis sy tam 
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Informal Editorial Comments... s 


Just Among Ourselves 


... By Charles J. Heale, ’ Editor of HARDWARE AGE 












1945 Is Here! 


This should be the year of victory 

at least in Europe and a most vital 

year for adjusting and planning for 
the post-war “and after” period 


ae com- 


ments are being written in the 
last few hours of the year 
1944—a most historical year 
which will be long remembered 
and one which will fill a very 
important niche in the world’s 
history. It has been a year of 
great gains and some serious 
setbacks, in both the military 
and economic sense. A year 
ago, 1943 seemed like an out- 
standing year for strenuous 
experiences and hopes were 
high for at least a victory over 
Germany early in 1944. Now 
we, necessarily and most hope- 
fully, transfer that high hope 
for a victory in Europe to the 
new year—1945. May God 
grant it. 

Our outlook, obligations, 
devotions, prayers and oppor- 
tunities as we approach 1945 
are closely akin to those of 
1944—only more so. There 
continues in our hearts no less 
determination that winning 
the war first, and then winning 
the peace, is our number one 
assignment—and the two .go 


hand-in-hand. It would be 
futile to win the war and lose 
the peace. 


For those of us who. must 


remain in the civilian ranks 
there continues a two-fold ob- 
ligation and opportunity. We 
must continue to protect the 
wartime civilian economy and 
prepare for the post-war 
period. This seems especially 
true of wholesale and retail 
hardware distributors whose 
normal interests are centered 
around such vital and basic 
human needs. A year ago it 
seemed that 1944 offered the 
acid test period for such dis- 
tributors but now we must 
recognize that 1945 will be 
the true proving ground. ‘Fun- 
damentally, those who have 
remained in’ this business up 
to the present time have. rea- 
sonable assurance that they 
can survive and be in position 
to meet the post-war situation 
with fortitude. What they do, 
think and plan in 1945 will 
have a great bearing on the 
future of the hardware busi- 
ness, 

The good will or ill -will 
that distributors develop and 
maintain between now and the 
close of hostilities will be a 
vital factor in the “post-war 
and after era.” The same is 
true of manufacturers’ rela- 
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tions with their trade custom- 
ers. 

The post-war era promises 
some new and _ formidable 
competition for the hardware 
trade. Consumer cooperatives 
are growing very rapidly and 
are planning on more com- 
plete “hard-lines” for their 
wholesale and retail units. 
The mail order houses have 
plans for heavy expansion in 
the branch retail store field. 
Several tire companies have 
decidedly ambitious programs 
already under way which, in 
a measure, present the most 
threatening of all post-war 
competition to be faced by the 
hardware dealer. 

The tire company chains 
are most threatening competi- 
tors because the prime interest 
of their sponsors is to have 
profitable and assured outlets 
for tires and related rubber 
products of their own manu- 
facture. The other phases of 
their retailing activities are 
relatively incidental to this 
major objective of protecting 
their major and original busi- 
ness. Such a situation could 
easily lead to difficult price 
competition in the post-war 
period. 

The various hardware, tool, 
housewares and paint manu- 
facturers who sell these tire 
company chain stores their 
non-rubber products can only 
do so with the full realization 
that they are aiding a new 
competitive factor which estab- 
lished wholesale-retail hard- 
ware distributors will have to 
meet. These producers should 
at least provide price equali- 
zation, if not outright fair- 
-trade price contracts. If they 
do not recognize and respect 
this situation there may come 
a very widespread realignment 
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“They shall beat their swords into plough- 
shares, and their spears into pruning hooks” 


between manufacturers and 
wholesalers. 

There are bound to be many 
changes in business relations 
in the post-war period. Due 
to real or imagined wrongs, 
wholesalers are angry with cer- 
tain producers, retailers feel 
the same way toward this or 
that wholesaler and consumers 
are hostile in their appraisal 
of some retail stores: The 
grass looks greener across the 
street and so some manufac- 
turers may have ideas about 
different selling policies and 
channels when the war is over. 
Such changes are bound to 
develop and are a normal 
part of life, particularly after 
such a world-wide upheaval as 
this great global war has occa- 
sioned. There will be give 
and take all along the line. 








Latest News on 


PRIORITIES 


and 


WAR-TIME ORDERS 


on page 118 








The post-war period issues 
a great challenge to our Ameri- 
can system of free enterprise 
and to our American way of 
living—a challenge that con- 
stitutes an inescapable obliga- 
tion, a great privilege and un- 
precedented opportunity for 
all. 

That American business, 
especially the hardware busi- 
ness, can, must and will meet 
the requirements of the post- 
war period demands _ goes 
without saying. Remember, 
we must not win the war to 
lose the peace. 

Back in November, 1943, 
this publication inaugurated 
the HarpwareE AcE Post-War 
Forum to encourage hardware 
men to think and plan for the 
even more strenuous times 
ahead which would come when 
all hostilities ceased. In every 
issue since that time (Nov. 11, 
1943) there has been a worth- 
while contribution from some 
retailer, wholesaler, manufac- 
turer or salesman in the hard- 
ware business. Many of these 
have been reprinted and wide- 
ly quoted. It has been a most 
popular, welcome and con- 
structive feature which we are 
planning to continue as long 
as our readers are interested 
enough to participate. 

It is the earnest hope of the 
editors that retailers, whole- 
salers, manufacturers and their 
salesmen will continue to give 
freely of their thoughts on this 
vital industry question. 

The columns of HARDWARE 
AcE are open for your 
thoughts on “Post-War Think- 
ing and Planning for the Hard- 
ware Industry.” The illustra- 
tion above will appear with 
each contribution on this sub- 
ject as an appropriate identify- 
ing symbol. 
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EMERSON P. 


pi 
HE retailer is a 


passive business unit, the recipient 
of the benefits of prosperity and 
the victim of depression. He is re- 
sponsible for neither and is just a 
pawn in the vagaries of the eco- 
nomic system.” This is a view 
commonly put forward, but it 
gives a wrong interpretation of the 
role which the retailer can play in 
making for sustained good times. 
Retailers, at times, have actually 
helped to create depressions. Quite 
an indictment! What are the 
facts? 

Strategic Role of 

the Retail Market 


The retail establishment is the 
spot where the supply of goods 
and the demand for them come 
into focus. The retailer is an im- 
portant source of “advance” in- 


‘They shall beat their swords into ploughshares, 


SCHMIDT 


formation for the wholesaler and 
the manufacturer. His “feelings” 
about the prospects for the future 
fan outward to the other links in 
the production chain. Minor shifts 
in his estimate ‘of business pros- 
pects, as evidenced by his pur- 
chases, translate themselves into 
much greater swings both up and 
down in the balance of the econ- 
omy, as we shall see. Of course, 
the retailers’ changing moods and 
buying do not move in a vacuum 
but are influenced by manufactur- 
ers’ estimates and behavior, the 
construction industry and other 
economic activities. Nevertheless, 
the retailer is not a mere pawn of 


_ the market—he helps to create and 


determine market forces. This 
article will show how and why. 
When retailers en masse are 
optimistic and place orders, this 
generates optimism backward to 





Retailers Can 


By EMERSON P. SCHMIDT 
Director, Economic Research 
Department, Chamber of 
Commerce of the U. S. A. 


the producers throughout the econ- 
omy; jobs expand; the demand 
for raw materials becomes more 
brisk and this improves workers’ 
incomes and thereby restores con- 
sumer confidence which reinforces 
retailers’ confidence—a full circle 
of action and reaction. Optimism 
and pessimism are both conta- 
gious. Can the retailer consciously 
do something to prevent unwar- 
ranted or irrational optimism and 
to prevent the growth of conditions 
which lead to pessimism and there- 
fore depression? 


Bunching Durable Goods 
Replacements 


In one sense, we are headed for 
the greatest depression in history 
because of the combination of 
circumstances which is piling up. 
During the war, inventories of 
goods in general, and especially 
durable goods, are below normal 
both in the hands of distribution 
channels and of ultimate consum- 
ers. Many goods are worn out, 
others are worn beyond the normal 
replacement condition. Thus, if 
reconversion to civilian production 
should occur rapidly, the demand 
for commodities will inevitably be 
at flood stage for some time to 
replenish inventories all along the 
line including the consumer, the 
retailer, the wholesaler and the 
manufacturer. We will, unfor- 
tunately, be building homes, build- 
ing and buying new motor cars, 
refrigerators, sewing machines, 
clocks and a host ofgother durables 
simultaneously. The replacement 
boom occurring for each product 
will pay into the hands of work- 
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Abate Depressions! 


IF enough businessmen learned about 
the dangers of multiple ordering and 
acquired a knowledge of the operation 
of the acceleration principle, their 
increased understanding should go a 
long way toward providing us with a 
more stable economy for the future 


men, material suppliers and others 
enormous quantities of cash pur- 
chasing power which will help to 
reinforce the boom in the others. 
Meanwhile, $100,000,000,000 of 
additional potential purchasing 
power has been accumulated in the 
form of currency, bank deposits 
and government bonds. Further- 
more, debts have been retired, pav- 
ing the way for the creation of new 
purchasing power through new 
debt creation. This may concen- 
trate further the bunching of re- 
placements in a short period. 


Scramble for Replacements 


Thus, we are likely to experience 
a very mad and very wild scramble 
to make replacements. Such a 
process of replacement creates its 
own purchasing power but on top 
of this purchasing power some of 
the surplus “savings” may also go 
to work. Thus, we have the mak- 
ings of an inordinate boom. Thou- 
sands of veterans will go into busi- 
ness at the war’s end. The mere 
stocking of their shelves with in- 
ventory and supplies may create a 
mild boom and spurious demand; 
when the inventory is once accu- 
mulated, then the demand will be 
limited to replacing goods actually 
sold. But more of the implications 
of this process for boom-depres- 
sion later. 

Thus, if in one, two or three 
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years we go through a process of 
“catching up” on our deferred de- 
mand, we may in fact pave the way 
for a deep and long dry spell. 
Business is making excellent plans 
to attain high levels of jobs, pro- 
duction and distribution but al- 
most no one is developing plans 
to maintain that rate of output. 
Perhaps the ideal way would be 
to try to stabilize the boom but 
alert businessmen and economists 
have always been aware of the 
fact that booms tend to generate 
their own collapse. This is where 
retailers can perhaps do something 
to abate such a degeneration. If 
enough retailers understood two of 
the basic reasons for the inevitable 
collapse of a boom it is quite pos- 
sible that the depth of such a col- 
lapse could be reduced but, of 
course, the boom itself would not 
rise to such dizzy heights. The 
first deals with pyramiding orders. 


Danger of Pyramiding 
Orders 


Suppose business picks up, or- 
ders rolling in each week are 
larger than those of the previous 
week and this continues for weeks 
and months, perhaps several years. 
Prices are bid up. Fairly quickly, 
certain bottlenecks begin to ap- 
pear. Deliveries become slightly 
delayed because of scarcities, here 
and there, of some special skill or 
raw material. If the boom persists 
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deliveries are further delayed. In 
time, some retailers begin to prac- 
tice a time-honored but dangerous 
custom of placing multiple orders 
or pyramiding their orders, with 
the intent of cancelling some of 
them when their requirements are 
met. ‘This multiplication of orders 
may fool the wholesaler and the 
manufacturer because he does not 
not know which, if any, of these 
orders will be cancelled. They de- 
cide to make hay while the sun 
shines. * Recently a hardware re- 
tailer boasted that he had placed 
orders for stoves with nearly every 
manufacturer in the land. How 
extensive is this practice at the 
present time? Is it dangerous or 
is it properly discounted? 
Newspapers report in extenso 
the accumulation of unfilled or- 
ders. If the wholesalers and 
manufacturers report to the news 
and trade papers and to the gov- 
ernment statistical agencies this 
piling up of orders, without dis- 
counting the spurious character of 
multiple ordering, a completely 
false impression of sustained de- 
mand is developed. New ventures 
are launched and existing plant 
facilities are expanded. This capi- 


and their spears into pruning hooks.”..... ii, 4; Micha, Iv, 3 
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tal expansion creates purchasing 
power and may even make good 
on some of the multiple orders! 

A boom is our way of expand- 
ing output and of getting new 
blood into production and no one 
would want to choke off the forces 
making for expansion and a rising 
standard of living. Unfortunately, 
however, none of us is equipped to 
know the course of future events, 
and therefore any exact distinction 
between genuine and pyramided 
orders is impossible. The retailer 
or wholesaler when he places such 
multiple orders can never know 
which and how many of these or- 
ders he will in fact cancel, until 
events make such cancellation 
necessary. 

Yet, if retailers generally as well 
as their suppliers were thoroughly 
familiar from time to time with 
widespread shifts from normal or- 
dering toward tendencies of mul- 
tiple ordering, this in itself would 
help distributors as well as manu- 
facturers to be more discriminat- 
ing in their appraisals of the pros- 
pects. A mere awareness of the 
tendency of multiple ordering and 
some intelligent estimates of its 
magnitude, as measured against 


Join the Hardware Age Post-War Forum! 


The necessity for post-war planning, if we are to avoid hardship and 
disorganization after the war. becomes more and more evident every 
day. When peace comes to the battlefields another war will begin in 
the field of commerce. Competition will be greater than ever before 
and many new factors will enter into the business of distribution. All 
branches of business—manufacturers, wholesalers and retailers—should 
start making plans now for the post-war boom times and the period of 
recession which will probably follow it. 

The Hardware Age Post-War Forum is devoted to an exchange of 
ideas on this vital subject of post-war thinking and planning. You are 
invited to take an active part in its deliberations and to contribute your 


ideas upon this important subject. 








actual retail sales during past 
periods which are judged to be 
comparable to the present and cal- 
culable future periods, would have 
a salutary effect. 

If retailers generally could be 
effectively informed of the fact 
that irrational booms, based in 
part on multiple ordering, tend to 
shorten and choke off prosperity 
and bring inventory losses in their 
trail, this would induce many of 
them to take a longer view, rather 
than the short view. That is, such 
irrational ordering tends prema- 
turely to bid up prices which, in 
turn, pulls up costs and, because 








1944 Was Steel Industry’s Highest Production 
Year in Its History 


ITH the steel industry wind- 

ing up the highest steel pro- 
duction year in its history —esti- 
mated to be at 88,500,000 net tons 
—activity on urgent war require- 
ments is increasing by leaps and 
bounds, stated The Jron Age in its 
Dec. 21 issue. This situation, be- 
cause of events abroad, is assuming 
such large proportions that it may 
eventually show up as a secondary 
war peak in steel output. The nature 
of demand from the armed forces, 
which is subject to sudden changes, 
forecasts a reappearance of produc- 
tion difficulties, last minute schedule 
changes and an alteration in the 
product-mix picture. Signs were ap- 
parent that the steel industry was 
well on its way to experiencing these 
variables. 

Market conditions suggested that 
no matter what plans may be made 
for first quarter steel distribution, 
they are subject to changes depend- 
ing on the progress of the war. Like- 
wise there seems to be little hope in 
the near future for any relief over 
and above what is already being 


74 


given for essential civilian needs 
and practically no encouragement 
for ordinary civilian requirements. 

This tightness in the steel situa- 
tion could melt away over night if 
Germany was definitely put out of 
the war. Until such time, however, 
it is apparent that the steel industry 
and its customers must return to 
that phase of steel deliveries and 
output which was prevalent some 
time ago when output of war goods 
was at its peak. 

The expected petition for price 
relief by the steel industry has been 
made to the OPA. About four to 
five weeks will be required for the 
industry to gather its cost data for 
the OPA. The Steel Advisory Com- 
mittee has requested the OPA to 
give as early a decision as possible. 
The resolutions presented to the 
OPA cover requests for price relief 
on increased costs exclusive of the 
latest wage award, increased costs if 
and when wage award becomes ef- 
fective and increased costs due to 
the retroactive feature of the recent 
wage adjustment. 


every one’s selling price is some 
one else’s costs, such increases may 
choke off demand. Such expan- 
sion is never uniform throughout 
the economy. Some prices and 
costs will lag behind others and, 
the more rapid the movements, the 
greater will the distortions and 
maladjustments in the cost-price 
structure be. 

The larger retailers with well de- 
veloped accounting and budgetary 
systems and with established norms 
of the relations between inven- 
tories and sales should be willing 
to disclose these norms as well as 
sales of the previous month, sea- 
son or year—whatever the relevant 
period—to their suppliers. This 
would go a long way toward help- 
ing the economists, market ana- 
lysts and government statisticians 
prepare more discriminating re- 
ports and to make recommenda- 
tions, if not forecasts, which will 
have more meaning than has been 
the case in the past. 


The Acceleration Principle 


The second reason for the in- 
evitable collapse deals with a close- 
ly related phenomenon known as 
the acceleration principle. Let me 
use an illustration to demonstrate 
what actually happens during a 
boom. Electric motors will be 
used in this illustration but we 
might just as well refer to refrig- 
erators, watches or other items. 

Suppose we have 100,000 elec- 
tric motors in operation in the 
United States with an average life 
of 10 years each and that 10 per 
cent of them are one year old, 10 
per cent are two years old, etc., 
including 10 per cent which are 
just 10 years old and ready to be 

(Continued on page 100) 
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The Wholesaler’s Position 
In the Surplus Goods Problem 


Two solutions present themselves. The original 
manufacturer of the merchandise should be given 
an opportunity to re-acquire it on a fair basis and 
look after his own distribution—or an industry com- 
mittee should be consulted and a price set on whole- 
sale commodity purchases with no strings tied to 
the proposition. Unless each commodity is evalu- 
ated by the Government, the merchandise must be 
sold to the highest bidder leaving the way open to 

the entrance of the speculator. 


By C. J. WHIPPLE* 


President, 
Hibbard, Spencer, Bartlett 
& Co., Chicago, Ill. 


Roni, few people 
realize the extent of the wholesale 
industry and the vital part it plays 
in our national economy. Accord- 
ing to the census of 1939, there 
are more than 200,000 wholesale 
establishments in the United States 
whose annual sales exceeded $55,- 
000,000,000. The wholesale in- 
dustry employs more than 1,500,- 
000 workers and pays wages of 
more than $2,600,000,000. The 
total inventory was a little short 


of $4,000,000,000. 


Serves All Types 


The wholesale field covers near- 
ly all commodities and serves near- 
ly every type of retail distributor. 
It is a constantly improving in- 
dustry with a strong financial 
background and offers stability as 
to employment of its workers and 
financial return to its owners. Al- 
though frequently referred to as 
a “middleman,” the wholesale 
function cannot be avoided, as it 


*An address before the National Mar- 
keting Conference, Domestic Distribu- 
tion Department, Chamber of Com- 
merce of the United States, at New 
York City, Oct. 23, 1944. 
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is impossible to get goods from 
maker to user unless the whole- 
salers’ function is performed. 
Sometimes the manufacturer sets 
up his own wholesaling establish- 
ment; even retailers group to- 
gether and do likewise, but the 
fact remains they are not eliminat- 
ing the wholesale function—they 
are merely transferring it. 

My company was founded as a 
partnership in 1855. After a few 
very successful years one of the 
junior partners withdrew because 
he felt, as the west became more 
thickly settled, the manufacturer 
would sell direct to dealers and the 
wholesaler would pass out of the 
picture. Accordingly, he sold out 
for a few thousand dollars. His 
interest today would be worth mil- 
lions. A year or so later another 
junior partner, after a year in 
which the business lost money, sold 
his interest, saying he was a part- 
ner for profit not for losses. He 
remained as a minor employee for 
a great many years. His lack of 
faith in wholesaling indicated a 
lack of vision that was borne out 
in later life. 

The wholesale industry has sur- 
vived and has been developed be- 


cause, in most lines, it is the 


cheapest, quickest and most efhi- 
cient channel for the manufacturer 
to use. Wherever the manufac- 
turer can distribute more effective- 
ly some other way, the wholesaler 
is by-passed, and every year we 
can see changes in the wholesale 
structure. It is not unusual in the 
hardware business to see a manu- 
facturer of a new gadget first sell- 
ing it through canvassers directly 
to the consumet. Later it may be 
sold to the larger retail stores and 
a demonstration provided, but 
eventually, in order to provide for 
volume manufacturing, it becomes 
necessary to use the wholesaler 
and thus economically serve all 
types of consumer. 


Interested in Commodities 


The wholesalers of this country 
are for the most part more in- 
terested in the disposal of surplus 
commodities than they are in the 
disposal of surplus plants. First 
of all, we want an orderly disposal 
and, if possible, a uniform method 
of disposing of the surplus stocks 
of lines that we have heretofore 
sold. We think our present chan- 
nels of distribution should be 
utilized, but we ask for no favors. 
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I say we ask no favors. By that 
I mean we are perfectly willing to 
meet the competition from any 
other method financed by private 
capital and paying its share of the 
tax burden. We protest against 
setting up a tax-free government 
financed project with its cus- 
tomary—shall I say “unusual” ac- 
counting procedures that seem to 
make unnecessary the use of red 
ink. We ask for complete in- 
formation and equal treatment for 
all. 

Experience of governmental 
methods to date has not been satis- 
factory. There has been no uni- 
formity. The goods offered for 
disposal sometimes have not been 
adequately described or segregated 
and some have not been in salable 
condition. The offering of vast 
quantities in job lots has attracted 














only the speculator. The pro- 
cedure of selling to the highest 
bidder results in confusion apd 
produces much uncertainty. 


Necessary Steps 


I have read the compromise bill 
that has just passed Congress. 
Parts of it are not clear to me, 
but I am sure it will require the 
cooperation of all in order to make 
it work effectively. I propose that 
the Government use the experience 
of our manufacturing industries 
and our vast distributive system 
for the disposal of surplus com- 
modities. First of all, a careful 
tabulation of surplus commodities 
should be made. Next, the manu- 
facturer from whom the Govern- 
ment purchased should be con- 
sulted and, if possible, be given an 

















UP IN THE MIDDLE AND PUT WINE IN IT ~~~ 
LEAVING ENOUGH SPACE FOR A BUBBLE. 
HE USED WINE BECAUSE IT WOULD NOT FREEZE 
AS EASILY AS WATER--HENCE THE TOOL TAKES 
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opportunity to re-acquire on a fair 
basis, extending if necessary over 
a considerable period of years. 
Then the manufacturer should look 
after his own distribution. If that 
is not feasible (and I realize in 
many cases it will not be) an in- 
dustry committee should be called 
in consultation and a price set on 
wholesale quantity purchases. By 
wholesale quantity purchases I 
mean the average quantity that the 
wholesaler would buy at one time 
from his ordinary source of sup- 
ply. This, of course, will vary 
with each industry and, in the case 
of bulk commodities, will probably 
mean carload lots. It is not in- 
tended that the government ware- 
house in which the surplus com- 
modities are stored should under- 
take the distribution function of 
the wholesaler, but rather serve as 
the manufacturer does or the 
original source of supply. 

In my opinion—and I realize 
some wholesalers will disagree with 
me—there should be no strings of 
any kind tied to the proposition. 
Any purchaser who has the money 
and can buy the wholesale quan- 
tity should have the right to make 
the purchase. I am _ personally 
strongly opposed to any type of 
legislation that tends to concen- 
trate distribution in any particular 
channel. My experience has been 
that you cannot legislate success 
and that success comes from initia- 
tive and resourcefulness. 


“Small Business” 


Reference has been made to 
“Small Business,” and I carefully 
searched the recently passed bill 
for a definition of small business, 
but I didn’t find any. If the small 
retail store is expected to par- 
ticipate in the disposal of surplus 
commodities, he must depend upon 
the wholesaler serving him. The 
small quantities that he would buy 
if he bought direct would mean 
that the Government warehouse in 
which the merchandise is stored 
would have to set up an organiza- 
tion similar to a wholesaler’s in 
order to handle small quantities 
and the excess transportation 
charges and handling costs make 
such a method impracticable. 

Some will say that the job of 

(Continued on page 100) 
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Novel Promotion Features Utility 
Of Non-Electrical Appliances 


Sprague Hardware uses 
window display and 

ad to emphasize 

the value of 

obtainable 

goods 





Pus, 5 i A. 


SPRAGUE, proprietor of the 
Sprague Hardware of Kalamazoo, 
Mich., believes in the value of 
novel promotions and he should 
for they have done much to in- 


SPECIAL ery SPECIAL 


We have more merchandise than many people suppose, so if 
you really need an item, come to Sprague's. 
t We have a larger supply right now than we have had 








for months . . . hammers, planes, chisels, pliers, drills, ete. . . . 
| and most of them are available to the public without priority 
| COOKING UTENSILS—Aluminum and stainless stee! are not to 
| be had, but we do have a large stock of Pyrexware, and there 
| 1s nothing better. We also have enamelware and Hall's china 
in beautiful red and blue shades. 5 
MISCELLANEOUS—if you should come into the store at just 
the right time you might even find a tea kettle, dish pan, water 
pail, coffee percolator or perhaps « galvanized pail, tub or 
} garbage can—or some fly screen. 
| We have received « nice supply of high grade milk palls, cool 
| ing cans and R.R. milk cans. We heave a large supply of poul- 
try netting, smooth wire and fence posts. We have 5-gal. oil 
| cans, post hole diggers, shovels, axes, barn door track, and so 
| many things needed on the farm. We have several makes of 
floor waxes, polishes, cleaners, dust mops, wet mops and mop 
| sticks: also the famous “Dri-Kleen.” 'e have ironing boards, 
pads and covers : . . Perfection oil stoves and oil stove wicks 
Water hose at $4.59 and $6.85 for 50-f%. lengths 
HOUSE PAINTS—We have B.P.S. (the Best Paint Sold)- for 
interior walls and woodwork, for porch floors and exterior sur- 
faces of the house. For interior painting we have gloss, semi 
= and flat paint. Ask Mr. Maters for painting suggestions 
DER YOUR STOVE REPAIRS NOW! 








We have so many things thet it will pay you to come in and 
look around! 


SPRAGUE HARDWARE 


244 W. MICHIGAN AYE. 





The line “Special very Special” at 
the top of this ad caught the eye. 
and the body did the rest. The ad 
was two columns wide by 6 in. high. 
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This display emphasized the present day lack of electrical appliances 
and helped to sell plenty of equipment of a non-electrical nature. 


crease traflic and sales in his store. 
One of his recent “stunts” was a 
“Modern Appliance Window,” 
created by John Maters of the 
store staff and designed to attract 
the attention of people who were 
seeking electrical appliances and 
had been unsuccessful in their 
search. 

This display featured a variety 
of articles which had been com- 
monly used before the introduction 
of electrical appliances and still 
are in homes unequipped with elec- 
tricity. Prominent signs lettered 
in black identified them as “elec- 
tric toaster,” “electric iron” and 
so on but in each instance the 
word “electric” was crossed out 
with a heavy red line drawn 
through the lettering. Crepe paper 
trim, the “Modern Home Appli- 
ances” sign and a War Bond 





poster completed this effective and 
eye-catching display. 

A sign “washers” was attached 
to a washboard while “sweepers” 
designated a broom. Non-electric 
items shown included an iron, a 
safety razor, a straight razor, a 
toaster and a waffle iron. This 
display succeeded in moving con- 
siderable quantities of the various 
items featured. In fact, several 
dozen flatirons were quickly sold 
and an old model- gasoline-heated 
iron took the place of several flat- 
irons while the photograph was 
being taken. 

Mr. Sprague, who enjoys using 
an occasional “unusual” advertise- 
ment in his regular Friday space 
in the Kalamazoo Gazette, says, 
“During the war it often has been 
difficult to know just what to ad- 


(Continued on page 99) 
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Glassware is dis- 
played upon wide 
glass shelves and 
is given space so 
that there is no 
crowding. Figur- 
ines are shown to 
advantage in this 
orderly display. 








Mass Displays Build Business | | 


considerable volume and wide ample opportunity for inspecting 


A service 


M ASS, segregated 


displays have helped the Waterloo 
Hardware Co. of Waterloo, Iowa, 
build a fine business in china, 
glassware and gifts. Stocked in 





variety, these lines have helped fill 
the wartime gap in sales of re- 
stricted items. , 

Much of the stock of china is 
displayed attractively on a long 
counter, so that prospects have 


the various patterns. 
for six people has a popular price 
of $7.98. In a service for eight, 
$11.95 and $15.98 are prices that 
appeal to customers, while the ser- 
vice for 12 persons sells for 
$24.95. Numerous farm families 
prefer buying two services for six 
of the same pattern, as this gives 
them two creamers, gravy boats, 
platters, etc., which is an ideal set- 
up for large farm families. 

White stock is in demand for 
use as replacements for many farm 
families who also are continually 
seeking mixing bowls, crocks and 
jars of various sizes. 

Ovenware is featured separately 
on an oval display stand located 
near the main wrapping counter. 
This stand has an opening at one 








Mixing bowls, glassware and salt 
and pepper shakers are shown on 
a table near the store’s center. 
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The glassware de- 
partment as seen 
from another part 
of the store. The 
shelves below the 
ledge are devoted 
to a display of 
various types of 
chinaware. 





ss | in China, Glassware and Gifts 1} 


ting 
vice 
rice 
ight, 
that 
ser- 

for 
ilies 
> six 
‘ives 
vats, 
set- 


for 
arm 
ally 
and 


tely 
ated 


iter. 


one 








end making it easy for a salesman 
to enter and serve customers 


around the entire area. The stand Waterloo Hardware Co. stresses 

is painted an attractive, light color ° P ; 

and makes an ideal spot for show- this type of display and gets , 

ing this line. impressive sales as a result 
Colored pottery cookie jars from ° 


59 cents to $2.95 have been in de- 
mand during recent months and 
colored teapots, selling in the 
neighborhood of $2.00, have also 
been popular. Other types of 
colored pottery have had a fine re- 
ception from the local trade. 
Glassware stock is arranged 
principally upon wide glass wall 
shelves, without any appearance 
of crowding. The merchandise is 
placed attractively in well planned 
arrangements and this has helped 
to attract many customers. Areas 


(Continued on page 99) 





Sets of china, china pitchers and 
a variety of odd pieces are upon 
another centrally located table. 





JANUARY 4, 1945 





Get Five Turnovers a Year 


On a 900-Gallon Paint Stock 


, win- 


dow displays and impressive in- 
terior arrangement have combined 
to help the Colonial Hardware Co. 
of West Hartford, Conn., get five 
paint turnovers a year on a stock 
of approximately 500 gallons. And 
volume in this department for 
1944 was greater than in 1943. 
The firm confines its sales to a 
single quality line of paints and 
enamels, wall paint and water 
paint. In normal times, it was the 
firm’s custom to conduct a store 
demonstration to aid in boosting 
sales in this department. These 





demonstrations were usually held 
in the spring. 

Wartime labor shortages have 
had an effect on many customers 
and people, who formerly depend- 
ed on others to do the work, now 
do a considerable amount of their 
own interior painting. T. W. 
Brazell, one of the proprietors, 
says, “Women who never before 
did any painting have dropped in, 
often with some timidity, to pur- 
chase enough material to take care 
of a single room. And, having 
had good results, they have made 
additional visits to the store for 
the purpose of purchasing more 
paint for other rooms.” 

Stock in this department is neat- 
ly arranged on the shelving and 
this display is supplemented with 
color charts and other aids which 


are displayed upon the uprights 
between the individual sections. 
The shelving itself is designed to 
suggest an early American style of 
woodwork which is in keeping 
with the firm name—Colonial 
Hardware Co. Samples of the 
types and grades of brushes now 
carried in stock are shown upon a 
combination wrapping counter 
and brush display unit. In peace 
time, every effort was made to sell 
appropriate brushes to each paint 
customer. Brushes are still given 
prominent display space, but to- 
day the firm endeavors, because of 
wartime conditions, to make an 
extra sale of brush cleaner. Sand- 
paper is also featured prominently 
so that customers will be reminded 
of the fact that it is one of the 
items necessary to the proper com- 
pletion of a painting job. 


Effective displays have gone a 
long way toward building sales 
for the Colonial Hardware Co. 








BE Ee 
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The paint department is located at the rear of the store back of the 
basement stairway. Location and appearance combine to pyramid sales. 
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“IT DON'T HAVE 
TO CLEAN IT 
ANY MORE” 


sportsmen. 





Yesterday, today, tomorrow . 


N 1926, a poster announced Remington ammunition with Kleanbore 
priming from counters and windows of dealers all over the country. 
At first, old-timers were skeptical. But it didn’t take very long to 
dispel their doubts, and Kleanbore rapidly became a byword with 


Indeed, Kleanbore priming was the most revolutionary develop- 
ment in the ammunition field in many decades, and its non-corrosive 
quality opened up a new market for the sale of small arms and am- 
munition. With the need of constant cleaning of gun barrels overcome, 
rifle shooting became much more popular throughout the country. 

. . Remington continues to make 
only high quality products and bends every effort to make even better 
firearms and ammunition for American sportsmen. 








THE NON-CORROSIVE ACTION OF “‘KLEANBORE” PRIMING 





When Kleanbore priming was intro- 
duced 19 years ago, a test was made to 
prove its non-corrosive qualities. Two 
rifles each fired 30,000 rounds of 22 am- 
munition. The cross section view of the 
rifle barrel on the left shows the poor 
condition resulting from firing ordinary 
ammunition. During the test, the bar- 
rel was carefully cleaned every day, yet 
the rifle was completely worn out at the 
end of 30,000 rounds. 
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The section view on the right shows 
the rifle barrel that shot 30,000 rounds 
of Remington 22 ammunition with 
Kleanbore priming. Notice the differ- 
ence. The barrel was not cleaned during 
the test, yet it remained free of corro- 
sion. Over a period of ten years another 
rifle fired 500,000 rounds of Remington 
ammunition with Kleanbore priming. 
This rifle remained free of rust and cor- 
rosion with accuracy unimpaired. 








REMINGTON ENTERS 
ITS 129th YEAR OF 
BUSINESS 


Bridgeport, Conn., January 4, 1945. 
*Way back in 1816, a boy named Eli- 
phalet Remington needed a hunting 
rifle. Money was scarce and guns ex- 
pensive. Being a handy young me- 
chanic, he decided to make his own 
rifle at his father’s forge. It turned out 
to be such a sturdy, accurate gun that 
neighbors asked him to make others 
like it for them. At first, he trudged 15 
miles to Utica to have the barrels rifled. 
Then he and his father devised ma- 
chinery to do the complete job. Like 
many other American business concerns, 
Remington Arms began as the result of 
a young man’s determination and me- 
chanical ingenuity. 
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When danger threatens the sun 
bittern, a pretty bird of the Ameri- 
can tropics, he flattens himself 
against the ground, throws back 
his head and sways back and 
forth, hissing ferociously, like a 
dangerous snake ready to strike. 


° * * * 


Did you know that most muskets 
of the Revolutionary War period 
had open sights or none at all? At 
Bunker Hill, British troops fired 
from the hip, without even sight- 
ing their guns. 





“He wants to know can he get 
a license to ‘shoot the bull.’”’ 











Kleanbore is Reg. U.S. Pat. Off. by Remington 
Arms Co., Inc., Bridgeport 2, Conn. 
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This booth adds distinction to the department and helps to stimulate sales. 





Work Clothes a Year ‘Round Line 


M:.. ’S work clothes 


are’ profit-makers at the McCabe 
Hardware Co., Petoskey, Mich. 
This line has been stocked for sev- 
eral years, according to T. E. 
Lesher, “president of the firm and 
has been of material aid in build- 
ing store traffic. 

The work clothes at this store 
has been given identity as a sepa- 
rate department by a special dis- 
play arrangement which separates 
it from the rest of the store sec- 
tions. A display booth, with an 
arched top has been built against 
the wall enclosing shelving which 
allows such items as shirts and 
overalls to be stacked neatly on the 
shelves instead of being placed in 
a heap on a flat counter. 

“This arrangement for work 
clothes has been very effective at 
our store,” says Mr. Lesher. “We 


At This Store 


McCabe Hardware Co. uses novel 
type of fixtures for showing 
line. Displays are traffic aids 


have made a booth like this for 
another department and may make 
others after the war. We sell work 


o oO 


Sport socks are on 
a special stand at 
the front and next 
to the stairway to 
the basement. There 
is always a demand 
for them and they 
bring many custom- 
ers to the store. 


clothing to both townspeople and 
the rural trade. We have many 
(Continued on page 103) 
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TRuE TEMPER 


THE KNOWN VALUE EIGHT STAR LINE 


® HATCHETS * AXES 
*® HEDGE AND PRUNING SHEARS 


* HAMMERS 


yy. gathering of ash for the handles of TRUE TEMPER 
Steel Goods and Shovels and its conversion into 
handles is a large and important industry. 

To purchase ash timber tracts, as well as available logs, 
we employ a manager, who devotes his full time to the 
operation of the timber procurement division. 

We employ 20 full-time buyers covering the 21 states in 
which good ash grows. In many cases we purchase entire 
tracts and log them with our own equipment and crews. 
We own outright thousands of acres of ash timber land. In 
addition, we purchase, ash logs wherever offered to us. 


To save transportation we have located a handle factory 
in each of the best producing areas—11 factories in 
all. At these factories the log is first cut into correct 
lengths to produce long handles. Then defects such as 
knots apparent on the surface are cut out. The short 
lengths thus produced are used to produce stems or short 
handles. The log is then cut into planks and the planks 
are ripped into squares. Great care is used to rip these 

lanks as near as possible with the grain of the wood. 

he squares are then turned into dowels which are sea- 
soned or cured before finally being turned into handles. 

The seasoning of these dowels is carried out in modern 
curing kilns in a fraction of the time required by the old 
air-drying process. The product is superior to air-dried 


*® SHOVELS 


* STEEL GooDs ® RODS AND BAITS 


® SCYTHES. WEED AND GRASS TOOLS 





Ash Handles 
for Steel Goods 
and Shovels 


wood because the timber dries from the inside out. 
Result, no checks or cracks develop as they do in air-dry- 
ing, where they dry from the outside in. 


The dowels are then dried to a normal moisture con- 
tent and graded for weight and grain. Many people still 
think that color of wood is an indication of its strength; 
this is not true—the strength of the wood is in direct pro- 
portion to its weight and closeness of grain. 


All TRUE TEMPER handles are graded three times. 
First, the dowels are graded before going in storage; 
second, the dowels are graded when they are taken from 
storage; third, after the dowels are turned into handles 
the handles themselves are again graded. 


After a handle has been turned to shape, we use from 
8 to 14 belts to give it its True Temper finish. 


The best ash grows in the North. Figures from all of 
our Northern plants show that the average yield of use- 
able domestic grades from Northern grown logs is as 
follows: best—25%; medium—36%; serviceable—39%. 


This large and complete operation from timber lot to 
finished handles is necessary so that we can maintain 
TRUE TEMPER quality standards in finished tools. Han- 
dies that do not meet these standards in grade are either 
sold domestically for other products or exported. 


THE AMERICAN FORK AND HOE COMPANY «+ CLEVELAND, OHIO 
Makers of 


Truce TEMPER ProoucrTs 
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“Let me out of here!” 





“Let me back in therel” 


The Trade-Mark— 


By GEORGE BURTON 


HOTCHKISS 


Professor of Marketing, 
New York University 


“The restoration of individual liberties 
after the war depends on many factors. In 
industry and trade, both foreign and do- 
mestic, the fate of individualism depends 
largely upon the fate of the trade-mark 
denoting individual sponsorship.” 


A. long ago as Sep- 


tember, 1933, Albert Einstein de- 
clared the basic principle of in- 
dividualism in these words: “Any 
power must be the enemy of man- 
kind which enslaves the individual 
by terror and force, whether it 
arises under a Fascist or Com- 
munist flag, All that is valuable 
in human society depends upon the 
opportunity fer development ac- 
corded to the individual.” 


In erder to escape this enslave- 
ment, Dr. Einstein and other great 


84 


European scientists came to the 
United States, the traditional cen- 
ter of liberalism. But since that 
day they have seen here and else- 
where an almost constant swing to- 
ward the suppression of the indi- 
vidual and the supremacy of the 
state. While this has been most 
pronounced in the European coun- 
tries, notably in Nazi Germany and 
Fascist Italy, and has there been 
carried to the most vicious ex- 
tremes, it has not been absent from 
the Western Hemisphere _alto- 
gether. The trend toward state 
control in the United States is 


clearly evident to the unbiased eye 
of the visiting foreign scientist. 


Omnipotent Government 


Such a scientist is Ludwig von 
Mises, and his recently published 
study, “Omnipotent Govern- 
ment,”* gives’ the truest over-all 
picture of the situation’ and its 
logical consequences that has yet 
appeared. In this great work he 
declares: “The most important 
event. in the history of -the last 
hundred years is the displacement 
of liberalism by etatism.” Etatism 
(pronounced ee-tat’-ism and de- 
rived from the French word etat 
meaning ‘state) is his word for a 
policy of government which “as- 
signs to the state the task of guid- 
ing the citizens and of holding 
them in tutelage. It aims at re- 
stricting the individual’s freedom 
to act.” Whether called by this 
name or by one of the various 
synonyms, such as statism, :authori- 
tarianism, totalitarianism, commu- 
nism, or nazism, the policy neces- 


* Omnipotent Government — The 
Rise of the Total State and Total War 
—By Ludwig von Mises. Yale Uni- 


versity Press, 1944. 
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sarily ‘involves a huge army of 
bureaucrats armed with discre- 
tionary powers and able to make 
use of coercion and compulsion in 
the enforcement of their decrees. 


The Swing Toward Etatism 
In the United States 


Every business and professional 
man in America, and many an em- 
ployee, has by this time discovered 
how seriously his own freedom of 
action is cramped by the restric- 
tions of a planned economy. Most 
of them accept the restrictions 
cheerfully, in so far as these seem 
necessary for the prosecution of 
the war. But many are disturbed 
by the possibility that war necessi- 
ties are being used as a pretext for 


fastening upon us permanently a 
system alien to us in America—a 
system that destroys free enter- 
prise. 

The regulatory official is usually 
in a position to extend favors, and 


' is therefore besought by various 


pressure groups. Obviously, the 


JANUARY 4, 1945 





ahten Pe 


of: 


‘> 2 





> 








GEORGE BURTON 
HOTCHKISS 
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The author of this article is an educator and 
author of note and the thoroughly realistic 
tenor of his writing is due, in part, to the fact 
that his background is firmly rooted in prac- 
tical business experience. He was a writer on 
the New York Evening Sun during the early 
part of the century and wrote copy for the 
George Batten Advertising Agency for a num- 
ber of years. : 

For nearly two decades, he has headed th¢ 
Advertising and Marketing Department of Ney 
York University. During this time he has bee 
the author of numerous books on marketi1 
and advertising, including one noted wo 
“Leadership of Advertised Brands,” publist 
in 1923. 


Copyright 1945, The Institute 


of Business Economics 








Symbol of Individualism 


interests of different groups sel- 
dom coincide. It is impossible to 
devise regulations that will give 
*higher prices to sellers and lower 
prices to buyers, or higher wages 
to labor at a lower cost for their 
services. A solution may then be 
found in subsidies which conceal 


counted in dollars—the candidates stick to their claims. 


the truth by passing costs on to 
present tax payers, or, worse still, 
to future tax payers. 

Where the failure of regulation 
is too obvious to be concealed or 
ignored, a favorite method is to 
offer a substitute. Thus the con- 
sumers’ ,complaint against high 

















b ‘Available 
on Priority 
for Stock 


Prompt Ship- 
ment ¢ Order from 
Your Jobber 





Sold Exclusively Thru 
HARDWARE STORES 


NONE-BETTER 


BOX END WRENCHES 






SOCKET AND 





prices has several times become a 
convenient opportunity to offer the 
gold brick of official quality regu- 
lation—A, B or C grades. Such 
regulation is not only more diffi- 
cult of enforcement than price 
regulation; it also offers more op- 
portunity for incompetent and dis- 
honest inspectors. Even if it 
could be administered justly, it 
still would be deceptive because it 
groups together in one grade, 
items that differ widely in their 
characteristics and values. 

Surprisingly, we find among 
teachers many who vigorously ad- 
vocate the extension of planned 
economy, even to such matters as 
officially regulating the quality of 
consumer goods and censoring the 
advertising representations of the 
manufacturers. It is surprising, 
because most advocate 
academic freedom and resist vig- 
orously any attempts by authori- 
ties to censor their classroom ut- 
terances. Nevertheless, of 
them are in favor of authoritarian 
policies that restrict business men 
and their utterances. 


teachers 


some 


The present war, of course, pro- 





vides the strongest possible reason 
for the temporary suppression of 
individualism. Limiting produc- 
tion of consumer goods, freezing 
models, simplifying styles, ration- 
ing scarce essentials and various 
other restrictions on individual en- 
terprise were all justified in the 
emergency. But the trend toward 
Ftatism had begun long before the 
war and indeed was a basic cause 
of the war. 


Individualism in Commerce 


Since von Mises concentrated 
his study upon the causes and con- 
sequences of Etatism, he passed 
over lightly the great progress in 
industry and commerce that oc- 
curred in the era of individualism, 
and scarcely touched upon the in- 
novations that revolutionized the 
methods of domestic trade. Yet it 
was no mere coincidence that the 
period that produced great liberal 
philosophers and great inventors 
saw also the rise of pioneer sales- 
men like the Manchester men in 
England and the Connecticut clock 
peddlers in America. To a larger 
degree than is commonly realized, 











or 





LOCAL DIRECTOR BUYS PAILS FOR RED CROSS SERVICE CLUB: John 


Kaczmarek, Milwaukee, Wis., director of the largest Red Cross Club in the 
Italian theater of military operations, is shown above trying to buy a few 
pails at a léwer price than that wanted by Italian merchants. 
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progress in production depended 
on individual enterprise in market 
distribution. 

One of the most important but 
least appreciated factors in the 
progress of trading methods, was 
the gradual change in the signifi- 
cance of trade-marks. Trade- 
marks, to be sure, are of great 
antiquity. But so long as official 
regulation of quality was prac- 
ticed by municipalities, states, or 
guilds, the function of the indi- 
vidual trade-mark was largely 
negative. It enabled the regula- 
tors to trace inferior or “false” 
commodities to the source and 
punish the sponsor. However, in 
all periods there were some crafts- 
men whose products gave greater 
satisfaction to consumers than 
others, whether by virtue of mate- 
rials, design, or skill, and whose 
marks therefore commanded pref- 
erence. 

For the great majority of pro- 
ducers, however, official price and 
quality regulation dictated the 
production of the cheapest goods 
that would meet the minimum 





standard. If a stock of spices had 
too high a percentage of husks to 
be accepted by the garbler as top 
grade, the sensible thing. was to 
add as much more husks as was 
permitted in the lower grade—un- 
less, indeed, the inspector could be 
persuaded by reasonable argu- 
ments or financial inducements to 
change his judgment of the grade. 


How Trade-Marks Stimulated 
Industrial Progress 


The abandonment of the old 
concept of “just price,’ and the 
adoption of market price, revised 
the scale of values. When con- 
sumers and merchants were free 
to compete for the consumer’s 
favor by offering a differentiated 
product at a differential price they 
had a new incentive. They might 
offer a superior product at a 
higher price, or a sufficiently good 

(Continued on page 94) 








Latest News on 


PRIORITIES 


and 


WAR-TIME ORDERS 
on page 118 
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AFTER THE WAR 
with the 


ADMAT .... CHICK FEEDER 


Sturdily made from tough, high grade 





wood fibreboard, impregnated with hot 
parrafin to repel moisture. Safer than 
metal—no sharp edges to cut ‘your 


fingers. Write today for samples. 


NO CLEANING . . 
¢ NO METAL... 
e NO WASTE... 


. you just replace them—they’re inexpensive. 
priority-free. Less weight, low freight rates. 


conserves nation’s metal, saves customer’s feed. 








CHICK FEEDER 


MANUFACTURED BY ADMAT, LTD. 
Sales Agents: DONHART SALES, LTD. 
CRICHTON (MOBILE) ALABAMA 
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GIFT AND 
PARTY 
HOUSEWARES 

WINDOW 


MERCHANDISE: 


Pottery table decora- 
tions, gourd wall 


ware. coffee makers, 
spice sets, salad 
bowls, flour sifters, 
candles, table mir- 
rors, muffin tins, 
cookie cutters, egg 
beaters, paring 
knives, strainers, 
paper goods, enamel 
ware, cutlery, etc. 


BACKGROUND: 
Center panel of dark 
blue decorative 
paper. Side panels 
of white decorative 
paper. Gut-out let- 
ters of white ma- 
terial. 


For Early February—Gift Housewares, 
Shades and Home Butchering Items 


HARDWARE AGE Original Window Display IDEAS 


WINDOW 





SHADE 
WINDOW 
MERCHANDISE: . 





Window shades in 
various types, quali- 
ties and colors, also 
accessories and hard- 





HOUSEWARES | 


FOR FESTIVE 


ware. S| FEBRUARY PARTIES 


HOME ‘ a 
BUTCHERING : ° 
EQUIPMENT & + 

WINDOW ta . 
MERCHANDISE: " 
Lard press, lard cans, 3 4) 
press stauffing at- - 
tachments, meat 

choppers, meat saws. > 

cutlery, liquid salt, 3 #7 ZF 
liquid smoke, cleav- i fn 
ers, meat syringe. 
etc. 4 


BACKGROUND: 


ST. VALENTINE’S DAY 
FEBRUARY 14*- 


ih gad . 
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GARDEN LAWN 
AND Gis TOOLS 
, Restricted 












Doing Our Best only as to 
to keep up with Quantity 
Victory Garden - +. not 





QUALITY 








Norcross Rotary 
(No.10-N) Cultivator 


It plows. cultivates, mulches, weeds! . Attractive, 
sturdy. does many jobs well, saves drudgery. Com- 
plete with attachments and 
leaf guards. Priced to move! 








HAND CULTIVATOR 
(No. 55-N) 


Practical, durable, Detach- 
vee = prongs. 4’ Pe ae — 
a neater appear- as! odle. e popular 
ing tool, designed seller. “ 4 

for action! Supe- AFTER VICTORY — back to 
rior to any on complete line of Garden and 
the market. Lawn tools 


{= ED 


Ask Your Independent Jobber 


C. S. NORCROSS & SON 
BUSHNELL, ILLINOIS 
Lu QUALITY GARDEN TOOLS SINCE 1891 


Asparagus 
Knife 



















1/10 Ibs. 


For the dairy farmer 
who requires accu- 
rate milk production 
records. Saves gnoney 
by weeding out non- 
producing cows. Ex- 
tra adjustable indi- 
cator can be set to 
deduct weight of 
milk pail. Large, easi- 
ly read graduations 
of one tenth pound 
simplifies computa- 
tion. Dimensions 8” HANSON 
x 2” x 17". Heavy SCALE COMPANY 
construction assures 

years of reliable 525 N. Ada St 
service. List $5.00 Chicago 22, Ill 


See your jobber 















CASEMENT 
WINDOW FASTENERS 


Series 
32-00-0 


Wrought steel base, 2” x 
1%"; smoothly rounded 
corners and edges. Height 
; of fastener, 1%". Mal- 

leable iron lever. Dull 
brass, bright zinc, and Parkerized black - finishes, 


Series 
Cc 32-00-0 
Fed. Spec. 
Elml32A 


Cast iron base, 2” x 
1 1/16"; square finish cor- 
ners and edges. Height of 
fastener, 15/6". Mallea- 
ble iron lever. Parkerized 
black finish only. 


Regularly packed with one strike—choice of Mor- 


tise, Rim, or Cast Surface types. Can be furnished 
with two strikes at additional cost. 


THE SHELBY SPRING HINGE CO., Shelby, Ohio 


Shek SINCE 1898 


HARDWARE 


BUILDERS 
Geod Lovks — Heller “ear 


{rim-and-Hammer 


“ARMSTRONG BROS." 


Pipe Vises are improved tools: quick-action 
‘‘Hinged’’ vises have unbreakable drop forged 
hooks. Like “Open Side’’ vise have solid 
lower jaw which prevents bending of small 
or thin walled pipe. The “‘Chain’’ Vises also 
have patented 1-piece jaws that prevent kink- 
ing of small pipe and are all steel construc- 
tion with drop forged jaws, base and 
handles and proof-tested chains. 
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Write for catalog C-39a 


ARMSTRONG BROS. TOOL CO. 


he Tool Holder People 
314 N. FRANCISCO AVE CHICAGO, U.S.A 
Eastern Warehouse & Sales: 199 Lafayette St., New York 
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WORK GLOVES 
ARE 

WAR GLOVES 
















THE BOSS MFG. CO., KEWANEE, ILL., U.S. A. 





RETAILS 





YOU CAN OFFER 


ABIG VALUE / 


+ and a natural for your paint and brush 
“Little Dec” Brush Cleaner re 


















department. 
news old brushes and keeps new ones in top 
condition. a 


your volume with thie 


GUS J. SCHAFFNER CO. 


534 California Ave 
Avalon. Ditsburgh £ Re 










Economize on Paper ! 


various forms of cardboard 
are number one essentials 

for the proper conduct of the war 
effort. Bearing this fact in mind, 
we should all do everything pos- 
sible to conserve it to the utmost. 

This means that you should 
save wrapping paper whenever 
possible. In all probability, you'll 
find that the majority of your cus- 
tomers will be glad to cooperate 
with you in every possible way. 

Whenever a sale has been com- 
pleted, put it directly up to the 
customer, and ask “Do you wish 
it wrapped?” Many of them will 
have but a short distance to go 
and will have no objection to 
carrying an unwrapped parcel. 
Others, particularly those in the 
country or in suburban towns will 
find it an easy matter to carry the 
merchandise in their cars. In any 
event, paper will be saved. 

Certain articles must, however, 
be wrapped. Conserve paper to 
the best of your ability in the 
process of making up a package. 
Learn to estimate accurately how 
large a sheet or piece will be 
needed for the job. Avoid making 
too many folds and long flaps. 
Certain articles, nails, for instance, 
cannot be carelessly wrapped and 
with these long flaps are more or 
less necessary if the package is to 
hold together. Practice will im- 
prove your judgment in this mat- 
ter of using the proper amount of 
paper for the particular package. 
And don’t use heavy wrapping pa- 
per for any job when a lighter 
grade will do. 


Gi PAPER! Paper and the 


Save Cartons 


Certain items come in individ- 
ual cartons. Save some of these 
cartons and use them for packag- 
ing the article. The customer will 
undoubtedly turn the carton over 
to the paper salvage authorities 
and it will not be wasted. Excel- 
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sior and shredded paper which 
come to your store in the original 
shipment will be excellent for use 
in preventing damage to easily 
broken articles. 

Consider the importance of 
string, cord and twine. It’s ex- 
pensive — much more expensive 
than it ever was before and it’s 
going to be much scarcer than it 
is at present—particularly any of 
the type made of cotton. Don’t 
wrap it around and around a 
package when you don’t have to. 
Save it’ wherever and whenever 
possible. 

Some articles, such as skillets, 
are difficult to tie up with string 
or cord, In such cases, a small 
piece, a very small piece, of ad- 


hesive cellulose tape will do the 
job with neatness and dispatch. 
And while we are on the subject 
of such items it might be well to 
remember the fact that a wrap- 
ping of light paper will protect 
such an item fully as well as will 
the heaviest grade of paper in 
your store. 


Wrapping Classes 

Many stores throughout the 
country have conducted classes in 
wrapping parcels for their em- 
ployees. It’s an idea that will re- 
sult in savings at any time. And 
instruction of this type would do 
much to eliminate wastage of a 
very valuable commodity at the 
present time. 








Test Your Hardware Sense! 


Grade yourself in the following manner to see how good 
you are. Each question correctly answered is worth 20 points. 
A grade of 100 is excellent; 80 is good; 60 is fair; 40, poor, 
and 20 very poor. The correct answers to these questions will 


be found on page 139. 


Work the problem first—then substitute the figures 

of your own business for those in the problem. 

1—A business borrows $5,000 from a local bank in Janu- 
ary to finance purchases of spring merchandise. Rate of in- 
terest is 5 per cent. On April 30th a payment of $2,000 was 
made; on May 31st $2,000 was paid, and on July 31st payment 


of the final $1,000 was made. 
the business paid for the loan. 


Figure the amount of interest 


2—Freight allowance on a 10-ton truck load of roofing by 
the manufacturer was at the rate of 9 cents per cwt. Actual 
freight paid on the load was $32 or at the rate of 16 cents 
per cwt. Figure the net freight paid by the dealer. 

3—Capital stock in a business is $20,000. Dividends of $3,- 
000 are declared on the stock at the end of the year. What is 


the dividend rate in per cent? 


4—If the base price on common wire nails to the dealer is 
$3.07 per keg, figure the cost of 8d, 16d, and 4d nails. 
5—Anti-freeze costs a dealer 55 cents per gallon in 54-barrel 
lots. In 5-gal. containers, he pays 61 cents per gal. The prod- 
uct sells to consumers at $1 per gal. Determine the margin 
earned in per cent of selling price in each instance. 
(Answers on page 139) 
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Repair Service Paves the Way 


For Sales of Stoves 


Bain & Miller cashes in on this 
feature and finds that it helps 
bring in many stove customers 





One ie in: Wevoted to a showing of stove parts and accessories. This 
dis: , ds almost always installed during the latter part of August. 


ate 
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Small wood stoves for fishermen arefeadtured on the wrapping table. 
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Ser repairs have 


proved to be decidedly profitable 
for Bain & Miller of Traverse City, 
Mich. Not only that but the con- 
tacts established by this depart- 
ment have also led to many sales 
of rationed and unrationed stoves 
by the firm. 

When it was difficult to obtain 
enough stoves to sell, even on ra- 
tion certificates, the Bain & Miller 
store did quite a business on small 
wood box stoves, including two 
small stoves of the type local 
fishermen use for ice fishing. These 
small stoves, ranging in price from 
$3.50 to $10, are large enough to 
give considerable heat inside a 
small shanty and afe in consider- 
able demand by fishermen. 

Small box stoves which burn 
wood are also in demand at many 
cottages and farm homes. The 
Bain & Miller store has always 
been known as a store which han- 
dles a large line of such stoves and 
stove repairs. 

One large display table in the 
store is devoted to a showing of 
stove parts and accessories, as well 
as some of the small box stoves. 
It is a favorite gathering spot for 
farmers during the cold months, 
many of whom are always buying 
stove pipe lengths and other items. 
The display of such items, put up 
in late August, reminds many a 
farmer that it will pay him to 
make his stove repairs early. 
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THE MASTIC STRIP OF 


Cele) Mity 3. 





JUST PUT IT ON THE COUNTER .. 


. IT SELLS ITSELF! 


HUNDREDS OF THOUSANDS OF BOXES SOLD over the counter by hardware dealers , 


from coast to coast since its introduction just a few months ago! 


That's cash-register proof of the enthusiastic, nation-wide acceptance of Strip-Seal, 


the new, streamlined, popular-priced mastic strip of a thousand-and-one uses. 
Here's a “loose change” item that's got what it takes to boost your winter season 
sales and profits . . . all you need to do is put it on the counter . . . if sells itself! 


Every home needs Strip-Seal . . . it plugs, putties, caulks, weatherstrips and seals 


everything . . . it keeps out wind, weather, water, draughts, dust, dirt, insects, 
vermin . . . it fills cracks and joints in wood, wallboard, masonry, metal, glass, 
tile . . . and no fools are needed, not even a putty knife! 


Everybody has 29c and every home has cracks and crevices that need to be 
plugged and sealed. Furthermore, Strip-Seal is 
Single Package .$ .29 cellophane-wrapped to keep it fresh and clean to 
Full Box. . - + 1.25 handle . . . it is packaged in short, non-wasteful, 
Case of 13 Boxes. 16.25 convenient and economical strips. 
hte oe eran ASK YOUR JOBBER SALESMAN ABOUT IT! He 
will tell you what a really hot winter number 
Strip-Seal is... . he will show you window 
streamers, advertising folders, counter displays 
and other merchandising helps that are yours for 
the asking. 
Don’t put it off ... 
and watch it sell! 


put it on your counter... 


THE TREMICO MANUFACTURING CO 


8701 KINSMAN ROAD CLEVELAND 4. OH 


. STR TRIP SEAL 


MOTINED @.4. PATENT OFFICE 


1945 
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PEEL STRIP OFF 
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product for its purposes.at a lower 
price. The latter palicy, of course, 
widened the. saarket and trans- 
formed many luxury items, pre- 
viously limited to well-to-do citi- 
zens, into convenience items, avail- 
able to the average family. 

In those days as always, con- 
sumers were eager to get the best 
available article for their money. 
And just as the farmers debated 
the merits of various breeds of 
cattle and varieties of apples, they 
argued for their favorite brands of 
tools, tobacco, and whisky. 

The sponsor of a trade-marked 
product could and did use the arts 
of persuasion to induce consumers 
to try his product. This was a 
slow and costly process, done 
largely by oral salesmanship, until 


The Trade-Mark—Symbol of Individualism 
(Continued from page 87) - 


the railroads gave means of reach- 
ing wider territory and cheap 
newspapers and magazines per- 
mitted national advertising. Prog- 
ress in the invention of new com- 
modities and improvement of old 
ones was accelerated enormously. 
The more widely the manufacturer 
extended his market, the more es- 
sential became the trade-mark, as 
an indication of its source and 
sponsorship. 

Naturally the persuasion of cus- 
tomers, whether by word-of-mouth 
or by advertising, often involved 
a good deal of exaggeration and 
misrepresentation. Honest busi- 
ness men who suffered from the 
falsehoods and deceptions of un- 
scrupulous competitors, sought to 
find a remedy. If they had re- 
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motely visioned the possibility of 
a return to Etatism in government, 
they might well have decided it 
was better to tolerate some lying 
by competitors than to subject all 
printed sales messages to’ censor- 
ship. They might also have con- 
sidered that they had no means of 
preventing oral falsehoods and, in- 
deed, under free speech a certain 
percentage of lying is. inescapable. 
But before the first World War 
neatly every American believed 
that the system of free enterprise 
was so firmly established in the 
United States that any variety of 
state socialism was impossible. 
And so business adopted, with the 
best of intentions, various policies 
that helped to pave the way for 
Etatism! 


Business Policies 
That Led Toward Etatism 


Advertising men formed a Vigi- 
lance Committee with the slogan, 
“Truth in Advertising,” and un- 
dertook to eliminate false and mis- 
leading advertisements. Some 
trade associations also adopted 
voluntary censorship of the adver- 
tising of their members. Although 
these committees performed: real 
services in decreasing the amount 
of harmful and objectionable ad- 
vertising, they opened the way for 
critics to claim that policing was. 
the proper function of government 
and could not be done so efficiently 
by interested parties. 

Some individual advertisers 
helped to weaken public faith in 
advertising by advertisements that 
aimed to discredit the claims of 
their competitors. Some of them 
even tended to discredit all adver- 
tising by boasting that their own 
advertising was truthful, as though 
this were a distinctive virtue. Some 
publishers were farsighted enough 
to refuse to publish advertisements 
that reflected unfavorably upon 
advertising generally, but others 
were willing to carry such mes- 
sages. In the lack of other media, 
a retailer could hire a sandwich 
man to parade with boards pro- 
claiming, “We sell cheaper be- 
cause we do not advertise.” 

The voluntary unofficial censor- 
ship of advertising probably help- 
ed to pave the way for the exten- 
sion of the powers of the Federal 
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Corbin gives you quality, 
price, delivery, packaging, 
labeling ...on a down-to- 
earth basis that you can use 
today! 

Corbin also gives you CORBIN-PHILLIPS or 
CORBIN SLOTTED, in a range of types and sizes for 
every essential need. : i 

Corbin is ready to help you now to start rebuilding 
your inventory of screws, nuts, bolts, chain... 

So that you can handle new erders, faster, and make 
more money. st-1 


CORBIN-PHILLIPS AND CORBIN SLOTTED 


Wood Screws, Machine Screws, Hardened’ 

Sheet Metal Screws, Self-Tapping Machine 
‘ Screws, Stove Bolts. Aircraft Screws to gov- 
ernment specifications . . . 

Also — Steel Drive Screws, Lag Screws, 
Cap Screws, Set Screws, Hex Semi-Finished 
Nuts, Machine Screw Nuts, Escutcheon 
Pins and Chain. 


THE CORBIN SCREW CORPORATION 
) The American Hardware Corp., Successor 
NEW BRITAIN, CONN. Warehouses: New York, Chicago 
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IT’S TRIPLEX 


Threaded fasteners are made to HOLD parts 
together. The better they hold, the more’ secure 
the finished job, and the more secure the finished 
job, product, or assembly, the better the finished 
product. 

If you can get better holding power and at the 
same time have free running threads, you also 
save time in putting threaded fasteners to work, 

Those Gre two reasons why so many experi- 
enced buyers of machine bolts, carriage bolts, 
stove bolts, lag screws, ond cap screws prefer 
TRIPLEX. Turn your attention to TRIPLEX today, 
and a lot of your problems will pass away. 


THE TRIPLEX SCREW COMPANY 
Cleveland 5, Ohio 
THREADED 
FASTENERS 


5317 Grant Avenue . 

















Trade Commission, whereby they 
were able to assume virtual censor- 
ship of advertising in general and 
of food and drug advertising in 
particular. The powers of the 
Commission in some respects ex- 
ceed those’ of the courts, for they 
can practically compel the accused 
to prove his innocence. 

Industrial groups and trade as- 
sociations, by cooperation in the 
adoption of voluntary standards 
and by their use of government 
standards for some products, have 
helped to encourage the demand 
for official standardization and 
grading of consumer goods gen- 
erally. 

Consumers have rather vague 
and largely incorrect ideas regard- 
ing the channels of distribution 
and the methods of marketing. 
They do not understand how wide- 
ly the marketing of raw materials 
and industrial products differs 
from the marketing of consumer 
goods. Consequently, they are 
easily led to believe that business 
men who use standards and grades 
in their commercial transactions 
and in their industrial buying are 
selfish in opposing the extension 
of such grades for the guidance of 
consumers. ° 


Are Individualistic 
Business men, being entrepre- 
neurs and risk takers, have gen- 


‘erally been individualistic. Cer- 


tainly they are less united than 
almost any other class of" society. 
However, among them are certain 
groups with common economic in- 
terests which are often in conflict 
with the interests of certain other 
groups. For example, small inde- 
pendent dealers in certain fields 
are antagonistic to the chains. 
Neither side in the competition has 
hesitated to secure whatever help 
could be obtained from the gov- 
ernment. Both have at times wel- 
comed legislation or regulations 
they thought would hamstring 
their rivals. Hence both, in some 
ways, have encouraged the growth 
of Etatism. 

Possibly the greatest harm to 
individualism has been done by 
those manufacturers who have 
deliberately lowered the quality of 
their trade-marked brands or have 
provided competition for those 
brands by making equivalent mer- 
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brands at a lower price. The pri- 
vate brand item is never precisely 
identical with their own, because 
the trade-mark itself is a differen- 
tiating element and to the dealer 
may make a great difference in the 
saleability of the goods. However, 
if the physical characteristics of 
the two products are practically 
the same, the consumer may rea- 
sonably conclude that when he 
buys the trade-marked brand at a 
higher price he is not getting his 
money’s worth. 

Very few manufacturers have 
deliberately debased the quality of 
their famous trade-marked brands, 
although many others have recent- 
ly been compelled to produce an 
inferior product because of WPB 
restrictions or shortage of neces- 
sary raw materials. This short- 
age has been helpful in another 
way, however, in that it has com- 
pelled some manufacturers to con- 
centrate upon their own trade- 
marked brands and discontinue 


production for private brands. So}. 


far as can be learned from market 
investigations that have been pub- 
lished up to this time, the public 
has not wavered in loyalty to the 
leading trade-marked brands. In 
many fields their preference for 
these has been accentuated by ra- 
tioning. 


The Revival of Individualism 


The restoration of individual 
liberties after the war depends on 
too many factors to be even enu- 
merated here. But in industry and 
trade, both foreign and domestic, 
the fate of individualism depends 
largely upon the fate of the trade- 
mark denoting individual sponsor- 
ship. Whatever depreciates its 
value and use is in the direction of 
Etatism. Whatever promotes its 
increased utilization by sellers and 
buyers encourages free enterprise 
and freedom of choice. 

Even in the domestic trade of 
the United States those manufac- 





Latest News on 


PRIORITIES 
and 


AR-TIME ORDERS 
on page 118 
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The world-wide reputation 





Briggs & Stratton has earned as manufacturers of 
“the world’s finest gasoline engines” was born of 
constant research in our plant and afield e 
constantly adding refinements — developing | 


advancements in design, engineering 


and precision manufacture. 
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Always striving for and building for the best in air-cooled power —quick starting, 
dependable and economical — insuring trouble-free performance — has resulted in a 
demand for more than two million Briggs & Stratton engines — during 25 years of 
continuous production. BRIGGS & STRATTON CORP., Milwaukee 1, Wis., U.S.A. 
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turers and canners who subordi- 
nate their own brand to a govern- 
ment, symbol are making a doubt- 
ful choice. Sponsors of old and 
famous brands are unlikely to 
commit this error. They know 
that the good will of their brands, 
built up by giving satisfaction to 
generations of consumers, is their 
most valuable asset. They know 
also that it carries with it the re- 
sponsibility for maintaining its 
integrity, which can be done bet- 
ter by their own loyal organiza- 
tion than by any outside agency. 
Any good business man must 
realize that the reputation which 
lias taken a century to establish 
could be destroyed in a single 
year, if he failed to keep faith 
with his public. 

The owner of a new and rela- 
tively obscure brand may quite un- 
derstandably be reluctant to un- 
dergo the long and difficult proc- 
ess of establishing it in the public 
mind, and may be tempted to look 
for short cuts. However, he will 
find that shifting the burden of 
sponsorship of his product gives 
only temporary advantages that 
are poor compensation for his loss 
of control. The mark that was 
established in 1939 cannot im- 
mediately acquire the value of 
“Established 1789” but it has 


equal incentive for keeping the. 


road open. 


The Future of Trade-Marks 


While there is some danger that 
the trade-mark system may be un- 
dermined by saboteurs who fail to 
maintain their standards of qual- 
ity, the greater dangers are from 
outside. The famous trade-marks 
have always suffered, and prob- 
ably always will suffer, from the 
sniping attacks of dealers who find 
a greater profit margin in un- 
branded lines or their private 
brands and whisper that these are 
“just as good.” Since most of the 
famous brands have been na- 
tionally advertised they are ana- 
thema to the critics of advertising 
and to the communists and their 
“fellow-travelers.” 

Fortunately, the choice of 
brands and of channels of dis- 
tribution still lies with the con- 
sumer. And this always involves 
trusting somebody. The house- 
wife may trust the neighborhood 


dealer or clerk she knows per 
sonally. She may trust the big 
department store or other large- 
scale distributor. She may trust 
the -manufacturer or wholesale 
house whose trade-mark she knows 
and respects. She may trust a con- 
sumer advisory service or any vol- 
untary adviser. She may trust the 
Government and its army of in- 
spectors. All of these types would 
like to be her chief adviser and 
may use persuasion to influence 
her choice. 

Only the Government could use 
compulsion! 

Few housewives are gullible 
enough to believe that all business 
men are equally trustworthy. In 
any group there are bound to be 
a few whose malpractices under- 
mine confidence in the group as a 
whole. And this is true also of 
government inspectors. 

The cry of monopoly, or quasi- 
monopoly, is frequently directed 
at the large national advertisers 
who are leaders in their several 
fields. Each does have a monopoly 
of his brand, just as any author or 
artist has a monopoly of his out- 
put. But this is far from being a 
monopoly of the market. If the 
leader enjoys a larger share than 
any of his competitors it merely 
means that a larger percentage of 
consumers have voted for his 
wares with their dollars. No 
monopoly that rests on the free 
choice of the people can possibly 
be so dangerous as the monopoly 
of an omnipotent government, In 
most fields leadership changes 
from time to time. Every brand 
is subject to perpetual referendum 
and recall. The leader can hold 
his position only by continually 
proving his right to lead. 





Manage—Men—(T) 


HE function of Management 

takes in a lot of territory. 
That’s the trouble with any defini- 
tion of it. Many think of it in terms 
of managing money, costs, methods, 
machines, systems and other ab- 
stract inanimate factors. But you 
will almost always find that the 
consistently successful Management 
is one which is unwittingly a purist 
in the field of etymology and con- 
siders the word Managemen(T) 
without’ the “T” to mean exactly 
what it says: “To manage men.” 


—The Horder Adviser 
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Mass Displays Build 
Business in China 
(Continued from page 79) 

below counter top level are used 

for storing additional merchandise 
and this section is kept clean and 
orderly at all times. 

Considering wartime scarcities, 
the store also has a large stock of 
gifts. A fine selection of flower 
vases is shown at medium prices. 
Figurines at from 59 cents up, 
have moved well during the past 
year while placques of various 
kinds have also gained in favor 
with many customers and have be- 
come an important item in this de- 
partment. Gift wrapping service 
is offered to customers and a small 
charge is made for it. 

“We try to keep this department 
stocked with items that appeal to 
both city and farm women,” says 
C. U. Chickering, owner. “We do 
a sizable volume of business on 
china, glassware and gifts, as is 
attested by the fact that women 
come from many nearby towns to 
make their purchases here. We 
pride ourselves upon keeping the 
department neat and attractive at 
all times and this helps sales con- 
siderably.” 

Frequent window, displays of 
china, glassware and gift items 
and occasional newspaper adver- 
tisements also contribute toward 
larger sales. In the post-war era, 
Mr. Chickering plans to enlarge 
the department for it has impres- 





sively demonstrated what it can do | 
in the way of volume and profit. | 





Promotion of Non- 
Electrical Appliarices 
(Continued from page 77) 
vertise. It is sometimes necessary 
to hold back stocks for a few days 
in order to avoid being sold out 
of an item before the ad appears.” 

One recent advertisement em- 
phasized the heading “Special very 
Special” to call the attention of 
shoppers to some previously “out 
of stock” ‘items in the store. Dozens 
of shoppers visited the store after 
reading, “If you should come into 
the store at just the right time, 
you might even find a tea kettle, 
dish pan, water pail, coffee percola- 
tor, or perhaps a galvanized pail, 
tub or garbage can—or some fly 
screen.” 
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Sun Flame Leaded Gas 
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WATER HEATERS 


Oil and gas fired automatic 
storage type. Beautifully 
styled and engineered. Oil 
has exclusive Econolite pilot 
burner using only .6 of a 
gallon of fuel oil in 24 
hours. 





FLOOR FURNACES 


Oil fired floor furnace 
with new performance- 
horizontal 
burner. Unbelievably 
compact. Fits between 
floor studs Requires 
little or no excavation. 


proved 


Albert Lea 


f Appliances for 


Minnesot< 


He 
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See the Sun Flame Line at Janvary Market—17th Fi. Furniture Mart, 118-119 
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SPACE HEATERS 


Complete line oil 
heaters featuring the 
quality construction and 
performance which the 
public has come to as- 
sociate with Sun Flame. 


HINE CO. 


g, Cooking and Lighting 
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Get SOILAX from your jobber. 
Retail Price: 25¢, 1% lb. 
Economics Laboratory, St. Paul, Minn. 








evaluating and setting a price on 
each item is too complicated— 
that it is unnecessary. If you are 

ing to have orderly distribution, 
it has to be done. It is.a big job, 
but there is plenty of talent avail- 
,able to do it and, as a matter of 
fact, when the merchandise was 
acquired, it was evaluated at that 
time, although, of course, that 
price does not represent its value 
today. 

If each commodity is not evalu- 
ated by the Government, it will 
obviously be necessary to sell by 
lots to the highest bidder. Here 
the speculator enters the picture— 
there may be two or three of them 
—who in turn sell to wholesaler 
and retailer, for in no other way 
can the consumer be reached. This 
is added expense and means either 
the Government gets less or the 
consumer pays more. The only 
advantage is less work for the gov- 
ernment agency. 

In my opinion, evaluating each 
item will result in a much higher 
return to the Government. I see 
no reason why merchandise that 
is in demand should be sold at a 
large discount. If an organization 
is set up that can promptly and 
efficiently handle orders, distribu- 
tors should be willing to pay a 
price about equal to their replace- 
ment cost of a similar item. 

From the wholesaler’s stand- 


The Wholesaler's Position on Surplus Goods 
ms (Continued from page 76) 





point, I think the matter of ab- 
sorbing surplus commodities 
should be planned so as to extend 
over a great many years—in some 
cases, where depreciation or 
obsolescence is unimportant, as 
many as 20 years. Each industry 
presents a separate problem; like- 
wise, each commodity. I have a 
distinct recollection after the last 
war of the confusion caused by 
surplus commodities getting into 
the hands of speculators and hav- 
ing an unfortunate influence over 
the market for several years there- 
after. The consumer did not 
benefit because the speculator 
made the money and the Govern- 
ment assumed the loss, 

The great specter of the post- 
war era is unemployment. We 
have relatively full employment 
only in periods of business pros- 
perity. I think the greatest single 
contribution to unemployment is a 
punitive attitude toward business. 
Even the improperly run business 
employs people, and when it is 
closed employees lose their jobs. 
Certainly in considering the dis- 
posal of surplus commodities, un- 
employment must be considered. 
To dump too quickly or at too low 
a price will eventually result in 
unemployment somewhere along 
the line. I am hopeful that a con- 
structive program will avoid this 
evil. 





Retailers Can Abate Depressions 
(Continued from page 74) 


scrapped that year. If business 
operates on an even keel, the man- 
ufacturers of motors will be called 
upon to produce 10,000 motors 
this year. If business operates 
smoothly over the years then, each 
year, about 10 per cent or 10,000 
of the motors will be replaced. 

Suppose in a given year that 
general business activity rises by 
10 per cent: Then the motor manu- 
facturers may be called upon not 
only to produce 10,000 motors to 
replace those due for the scrap 
heap that year, but an additional 
10,000 to take care of the new 
business. Thus, a 10 per cent in- 
crease in business involves 100 per 
cent increase in the motor manu- 
facturing business. 





But let us suppose now that 
business in a given year declines 
by 10 per cent. In that year ne 
motors will be required, because 
replacements will not be necessary. 
Thus, it may be seen that a 10 per 
cent drop in general business ac- 
tivity may produce a 100 per cent 
decline in the business of the mo- 
tor manufacturers. This is what 
is called the acceleration principle. 
This collapse, causing a decline in 
the demand for materials and 
labor in the motor industry, soon 
makes itself felt in every other in- 
dustry through a shrinkage in 
total purchasing power and may 
degenerate into a general depres- 
sion. 

This admittedly 


illustration, 
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KELLOGG Quality BRUSHES 
at the 


HOUSEWARES SHOW 
Chicago, Jan. 7 - 12 
ROOM 8002 


KELLOGG BRUSH MFG. CO. WESTFIELD, MASSACHUSETTS 





eBristles . . . genuine bristles... were one of 
war's first casualties, but now you can once 
more offer your customers the advantages 
of genuine stiff black bristles in Kellogg 
eww Brushes at no increase in price. 
nuine bristles are not only stiffer but 
they last longer, are more resistant to water 
absorption and they dry out quicker. ‘ 
eNotall Kell ¢Qu Quality Brushes will be filled 
with genuine + ack bristle, because Kellogg 
Quality Brushes are “tailored”’ in size, sha 
etc., to different cleaning needs and bristled 
with whatever material is best for the clean- 





be: A tala logg has aver led in point of Quality 


materi and design perfection. When 
better materials or improved design are 
possible, Kellogg will be first to announce 
them. That is one reason why more stores sell 
io Brushes than any other brand. 
eAsk Wholesaler about the 14-J deal 
with Free oi permanant counter merchandiser. 


wholesaler 


KELLOGG QUALITY BRUSHES ARE SOLD ONLY THROUGH RETAIL STORES 
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oversimplified, describes accurate- 
ly what happens in boom-depres- 
sion periods. Small bits of insta- 
bility, small shifts in demand, may 
translate themselves into major 
shifts and major instability. 

The motor manufacturers may 
rely on hundreds of other manu- 
facturers for parts and supplies— 
each of these may find his busi- 
ness rising or falling by 100 per 
cent from one year to the next. If 
retailers further pyramid orders 
(expecting to cancel some as soon 
as requirements are met) and in- 
crease inventories, for speculative 
or other reasons, this merely ac- 
centuates the boom as well as the 
depresion. Thus, a business boom 
creates a false optimism; it sets in 
motion a rate of expansion which 
in the very nature of the case can- 
not be maintained. It cannot be 
maintained because a part of the 
current demand is not normal, it 
is special, and as soon as the spe- 
cial demand is met, a shrinkage in 
demand sets in which also is ex- 
treme and in some respects abnor- 
mal. But this shrinkage may 
spread pessimism throughout the 
whole economy and thereby assure 
us of a general depression. 

What is true of motors is true 
of nearly all other durable goods 
—machinery, plant and equip- 
ment, housing, refrigerators, mo- 
tor cars, etc. 


Principle Is Related 


But the manufacture of every 
line of goods requires the use of 
durable goods-buildings, machin- 
ery, transportation equipment, etc., 
thus, this principle is closely re- 
lated to the demand for jewelry, 
soft goods and hard goods. Jerky, 
spasmodic demand and pyramided 
orders in any line may help set 
the stage for undue optimism and 
its inevitable counterpart—subse- 
quent contraction, inventory write- 
downs, and red ink. 

For this reason, every business- 
man should try to understand the 
principle of acceleration in terms 
of his own business and should try 
to see the danger of order pyra- 
miding. Every major business de- 
cision of his—whether to expand 
or to contract—will affect the econ- 
omy as a whole. And, if his de- 
cision is oriented only in terms of 
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his narrow field of business opera- 
tions and does not take account of 
the repercussions of his decisions 
on other businesses and the econ- 
omy as a whole, he must recognize 
that he has some responsibility for 
the instability in society. 

In 1919, right after the last 
World War, we had a year of 
thumping prosperity. Money was 
plentiful and goods were scarce. 
Prices rose and gave the appear- 
ance of heavy demand and solid 
prosperity. Multiple ordering flour- 
ished. Early in 1920 a collapse 
occurred. Wanamaker cut prices 
by 20 per cent and unloaded. 
Other retailers were slower to re- 
spond and many were driven to 
the wall. 

This is not an appeal to the re- 
tailer to put the country’s interest 
above his own. Rather, it is an 
attempt to show that the long-run 
inerests of the country and the in- 
dividual are identical. If enough 
businessmen learned the dangers 
of multiple ordering and the op- 
eration of the acceleration prin- 
ciple, this deepened understanding, 
while no cure-all, should provide 
us with a more stable economy. 





Work Clothes-—A Year 
‘Round Line 
(Continued from page 82) 


other items in stock for farmers 
and workers, and the sale of work 
clothing ties in very well with the 
rest of our stock.” 

Articles of men’s clothing ranges 
in price from $2.25 to $4.00. A 
small line of children’s overalls are 
in stock with a popular price aver- 
aging about $1.65. 

The store also carries a line of 
sport shirts and also a complete 
line of sport socks. A special dis- 
play stand for the showing of the 
latter has been placed near the 
front of the store. Male customers 
often stop and buy some of these 
socks. Up in this northern section 
of Michigan men go outdoors in 
all kinds of weather and need 
plenty of heavy sports socks. 

The McCabe Hardware Co. de- 
votes an occasional window dis- 
play to work and sports clothing 
and also advertises the line in local 
newspapers. This type of promo- 
tion helps to bring many custom- 
ers to the store for these lines. 
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“Tm not that kind 
of a girl!” 


(NOT ANY MORE) 


“Time was, Mr. Dealer, when I 
was a pushover for that line of 
yours... I mean that line of elec- 
trical appliances you sell. I just 
couldn’t say, ‘No.’ One look at 
those sparkling gadgets that whirl 
away a girl’s housework worries, 
and I was a goner. But no more. 
Now, I want to know what’s in- 
side. Here’s why! 


“But here I am. Handling tools like a 
man—electric tools. I’ve learned the dif- 
ference between doing things easily, with 
electricity, and doing them the hard way 
—by hand. 


“If anyone had even hinted before the 
war that this little gal would know a 
welding arc from a cutting flame, I'd 
have prescribed rest, country air, and 
plenty of sunshine. 





“T’ll be looking for some answers (may- 
be from you) when we buy our new food 
mixer. I’ll want to know more than just 
where to push the button. Wonder if you 
know how much I’ve changed?” 


“And when that man of mine comes 
home to stay, I’ll go right on putting 
electricity to work—at home. Our new 
vacuum cleaner will offer performance 
and functional design (things that were 
only words to me once). 


We’re sure Hamilton Beach dealers do, Ma’am. Their postwar vacuum clean- 
ers and food mixers will invite your most critical inspection. We'll make cer- 
tain of that. You see, we’ve learned a lot in these war years, too. Meanwhile, 
staying on our war job is the best way we can think of to help get that man 


you spoke about home sooner. ‘Hamilton Beach Company, Division 
of Scovill Manufacturing Co., Racine, Wis. = 


HAMILTON 
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e+ When Windows Filled with Tools 
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Every Allied victory hastens the day when the 
Nation will be able to divert its energy to 
pursuits of peace. But there are many bitter 
battles still ahead—battles in which all of us, 
you in your communities and we at Atkins, 
must continue to carry a share of the load. 
Atkins share of that load involves continued 
production for war and for industries wholly 
devoted to war goods manufacture. That 


Ee. Cc. 






Suggest Full Stocks Inside 


naturally doesn't leave enough manpower and 
materials to meet the demand for Atkins Saws 
and Cutting Tools. But month by month the 
time approaches when dealers everywhere 
will again be able to fill their windows with 
this wanted merchandise, and to recommend 
out of complete stocks, the exact Atkins tools 
that customers through the years have come 
to know as the finest their money can buy. 


ATKINS AND COMPANY 
415 S. Ulinois Street, indianapolis 9, indiana 


HARDWARE AGE 











ws 
he 
re 
ith 
nd 
Is 

















NOW IS THE TIME 


For Hardware and Implement Dealers 


To Get Into The Oil Business 


Every car, truck, tractor and agricultural implement in your community is old and badly worn—requiring a 


lot of oil and grease to keep them giving indispensable service. 


Filling stations and garages are fewer—shortages of man-power and tires have stopped tank-truck deliveries to 
consumers. This situation creates your opportunity—your store is the logical source of supply now—and in 


the future. 


Tou Products 


APEX IS THE LINE 


Film-X or Protex : 


Quality oils and greases, recognized for lubricating efficiency and value, priced to meet chain store competition. 





A full line of products for every purpose that represents important volume and full service for your customers. 
Attractive containers, of all required sizes, practical and easy to use—many with a utility that will serve for years. 


A promotion campaign that assures sales in your store—including a FREE Tractor Lubricating Chart that 
shows the farmer just the kind and exact quantity of a!l lubricants needed for his particular tractor. 


Apex motor and tractor oils, greases and miscellaneous farm oils are sold only through independent hardware 
and implement jobbers and their dealers. More of these jobbers sell Apex products—and more of them—than 
any other brand in America. There is an Apex jobber near you to give you the kind of service that will make 
you money. 


For 1945 profits get in touch with your jobber today or write us. 





RELIABLE SOURCE OF QUALITY LUBRICANTS THAT SELL AND REPEAT 
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The directors of The Sherwin- 
Williams Co., Cleveland, Ohio, 
recently elected Arthur W. 
Steudel, president of the com- 





STEUDEL 


ARTHUR W. 


pany, chief executive. M. J. 
Fortier was elected a director of 
the company and vice-president. 
He will serve as assistant to the 
president. Mr. Fortier is suc- 
ceeded by Gordon H. Robert- 
son, as vice-president and gen- 
eral manager of the Acme White 
Lead & Color Works, a sub- 
sidiary of the company in De- 
troit, Mich. Mr. Robertson was 
formerly general manager of in- 
dustrial sales, and he will be 
succeeded in that position by G. 
L. Hehl. 

At the time of his passing the 
late George A. Martin was chair- 
man of the board. Changes made 
in the Sherwin-Williams com- 
pany provide that the president 
shall be the top executive. The 
office of chairman of the board 
may, at the discretion of the 
board of directors be filled or 
left vacant. 

Mr. Steudel has been with the 
company for 37 years, having 
started as an office boy, and has 
been since 1940. Mr. 
Fortier: joined the company in 
1931 as @ sales representative in 
the New Orleans, La., division, 
where he became manager in 


Arthar W. Steadel Elected Chief 
Executive of Sherwin-Williams 
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named manager of the company’s 
Mississippi Valley sales district 
with headquarters in St. Louis, 
Mo. In 1942 he became man- 
ager of the north central dis- 
trict. 


HUTCHISON MANAGES 
‘KEM-TONE SALES 


J. R. Hutchison has recently 
been appointed manager in 
charge of Kem-Tone sales for 
The Sherwin-Williams Co., Cleve- 
land, Ohio. Mr. Hutchison was 
formerly director of the policy 
on Kem-Tone sales for the com- 
pany and its subsidiaries. He 
will be assisted by E. W. Wind- 
sor, in charge of sales through 
chain stores and jobbers; A. 
H. Burt, responsible for sales 
through the company’s authorized 
dealers, Kem-Tone dealers and 
department stores, and H. M. 
Krimbill, in charge of distribu- 
tion through the company-owned 
stores, 


————_—_ 


CARLSON & SULLIVAN 
TO MANUFACTURE 
STEEL TAPE RULES 


Fred O. Carlson and Andrew 
J. Sullivan have recently or- 
ganized a new company to man- 
ufacture steel tape rules in Mon- 
rovia, Cal., 501 W. Foothill Blvd. 
They later plan to expand the 
company’s line to include the 





manufacture of other high grade 
mechanics tools. Mr. Carlson for- 
merly was associated with theMay- 
hew Steel Products Corp., Shel- 
burne Falls, Mass., as general su- 
perintendent. Later he joined the 
Master Rule Mfg. Co., New York 
City, as chief designer and even- 
tually became executive vice- 
president, and general manager 
of the company. In 1942 he 
joined Jack & Heintz Co., Cleve- 
land, Ohio, as assistant to the 
planning manager, and in 1930 
developed what is said to have 
been the first pull-push steel 
tape rule to be made in the 





ANDREW J. SULLIVAN 


United States. Mr. Sullivan with 
21 years of manufacturing ex- 
perience, started with the Cleve- 
land Graphite Bronze Co., in 
1923, remaining with that com- 
pany for 19 years. The last eight 
of these years, he was assistant 
to the vice-president in charge 
of manufacturing. In 1942 he 
joined Jack & Heintz Co. as 
planning manager. The line of 
“Carlson” steel tape rules now 
being introduced by this com- 
pany, embodies patentable fea- 
tures not previously used by rule 
manufacturers. 





SINENBERG ELECTED 
PRES., SPONGE & 

CHAMOIS INSTITUTE ;, 

Robert L. Sinenberg, Florida 


Sponge & Chamois Co, Néw 
York City, has recently been 
elected president of the Sponge 








1935. Five years later he was 






FRED 0. CARLSON 











BAUMANN, ASS’T SALES 
MGR., WARREN TOOL 


Karl F. Baumann has recently 
been appointed assistant sales 
manager of the Warren Tool 
Corp., Warren, Ohio. Mr. Bau- 
mann was formerly assistant to 
the vice-president in charge of 
sales of Globe-Union, Inc., Mil- 
waukee, Wis., and had been with 
them for 14 years. Prior to that 
he was a statistician with the 
United States Department of 


Commerce, Bureau of the Census. 





HARRIS DIST. MGR. 
WESTINGHOUSE RADIO 


R. Don Harris has recently 
been named southwestern district 
manager of the radio receiver 
division, Westinghouse Electric & 
Mfg. Co., Mansfield, Ohio. Mr. 
Harris, has had 16 years of ex- 
perience in radio merchandising, 
10 years with distributor organi- 
zations, and six years as a fac- 
tory representative. He will main- 
tain headquarters in St. Louis, 
Mo., serving a district in which 
he was recently located in a 
similar capacity. 





UTILITY FAN CORP. 
NOW UTILITY 
08 APPLIANCE CORP. 

The Utility Fan Corp., 4851 
South Alameda, Los Angeles 11, 
Cal., has recently “announced 
that it has changed its name to 





& Chamois Institute, 


the Utility Appliance Corp. 
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To Step 


C. K. Davis, president, Rem- 
ington Arms Co., Inc.,: has an- 
nounced that to meet the War 
Department’s recent request its 
_military preduction schedules at 
| the Bridgeport, Conn., works 
' have been‘stepped up. The com- 
' pany has suspended ‘all ship- 
ments of shot shells, rim fire and 
center fire cartridges, which the 
company has been manufacturing 
in Bridgeport, for essential ci- 
vilian use, under Government di- 
rection. The company is also 
awaiting further advice as to the 
distribution of limited quantities 
of ammunition on hand and in 
process, it was said. At the 


Remington Stops Production of 
Essential Civilian Ammanition 


Up Military Schedales 


Remington-operated Lake City 
Ordnance Plant, Independence, 
Mo., three shift operations are 
being resumed as quickly as ad- 
ditional manpower needs are met, 
for military needs. 
Mr. Davis pointed out, quoting 
Brig. Gen. J. Kirk, chief of the 
Ordnance Department’s Small 
Arms Division, that “there has 
been no front-line shortage of 
such ammunition. The pipe line 
to the fronts has been kept full. 
With stock piles now being 
drawn on more heavily than an- 
ticipated, an increase in produc- 
tion is essential to prevent even 
the possibility of a shortage.” 








GREENFIELD TAP & 
DIE PURCHASES 
GEOMETRIC TOOL CO. 


The Greenfield Tap & Die 
Corp., Greenfield, Mass., has re- 
cently announced the purchase of 
the Geometric Tool Co., New 
Haven, Conn. The former com- 
pany was founded in 1912, and 
the latter in 1893. “Donald G. 
Millar, president of the Green- 
field Tap & Die Corp., in a state- 
ment said that the acquisition of 
Geometric Tool Co. will broaden 
the base of his company’s service 
to industry. He continued say- 
ing that it will enable the Green- 
field Tap & Die Corp. to furnish 





the proper type of thread cutting 
tool required or best adapted for 
jobs involving the production of 
threaded parts. The facilities for 
research, screw thread engineer- 
ing, and the production and dis- 
tribution of precision threading 
tools will also be expanded by 
this purchase. 

The Greenfield company plans 
to continue the operation of the 
Geometric Tool Co., in New 
Haven, as a division of the 
Greenfield Tap & Die Corp., with 
Albert S. Redway continuing in 
his former capacity of executive 
vice-president and general mana- 
ger. James W. Hook, former 
president and treasurer of this 
latter company will serve the 
company in an advisory capacity. 
In addition to its plants in 
Greenfield, Mass., the Greenfield 
Tap & Die Corp. also operates a 
plant in Detroit for the manufac- 
ture of special taps. 





MOTOROLA NAMES 
McGREW DISTRIBUTOR 


William H. Helley, general 
sales manager of the Galvin Mfg. 
Corp., Chicago, Ill, recently an- 
nounced the appointment of 
McGrew Distributing Co., 
Wheeler - Kelly - Hagny Bldg., 
Wichita 2, Kan., as wholesale 
distributors for Motorola radios. 


the warehouse at 1312 E. Doug- 
las, Wichita, the company will 
use a force of 10 to cover the 
territory, which includes the en- 
tire state of Kansas as far east 
as a line bounded by the coun- 
ties of Marshall, Pottawatomie, 
Wabaunsee, Lyon, Woodson, Wil- 
son and Montgomery. This new 
distributor will carry Motorola 
radio’s complete line. 





ROBERTSON VICE- 
PRES. GENERAL MGR. 
ACME LEAD & COLOR 


Groden H. Robertson has re- 
cently been appointed vice-presi- 
dent and general manager of the 
Acme White Lead & Color 
Works, Detroit, Mich., succeed- 
ing M. J. Fortier, who was re- 
cently elected a director of The 





GORDON 


H. ROBERTSON 


Sherwin-Williams Co., Cleveland, 
Ohio. In 1924, Mr. Robertson 
joined the Ault & Wiborg Co., 
Toronto, Canada. He remained 
there until 1926 when he moved 
to Cleveland, and became assist- 
ant instructor of the sales train- 
ing school of the Sherwin-Wil- 
liams Co. Later he was trans- 
ferred to the lacquer division in 
Chicago. Upon returning to 
Cleveland he became a member 
of the headquarters staff of the 
lacquer sales department, a posi- 
tion he held until his promotion 
to the varnish sales department 
of which he eventually became 
manager. In 1937 he was ap- 
pointed general manager of in- 


RUTHEMEYER MGR. OF 
CORBIN CABINET 
LOCK, CHICAGO 

L. H. Ruthemeyer has recently 


been appointed manager of the 
Corbin Cabinet Lock Co., Chi- 





L. H. RUTHEMEYER 


cago, Ill. He was formerly sales 
manager of the company’s Chi- 
cago office and previous to that, 
sales representative in the states 
of Ohio, Pennsylvania, Michigan, 
and Indiana. 


NEWTON WESTERN DIST. 
SALES MGR. MASTER 
METAL PRODUCTS INC. 


*W. C. Newton has recently 
been appointed successor to A. 
C. Mayer as sales manager in 
charge of the western district of 
Master Metal Products, Inc., 
Buffalo, N. Y., manufacturers of 
kitchen cans, tool boxes and pic- 
nic grills. Mr. Newton will per- 
sonally supervise the sales of the 
company’s products in California, 
Washington, and Oregon. Mr. 
Mayer resigned recently. Mr. 
Newton’s headquarters are at 656 
S. Los Angeles St., Los An- 
geles 4, Cal. 

CUNNINGHAM CO. MOVES 
TO LARGER QUARTERS 


The C. A. Cunningham Co., 
hardware manufacturers’ repre- 
sentatives, formerly located in 
the Harbor Bldg., Atlantic Ave., 
Boston, Mass., has _ recently 
moved to larger and more acces- 
sible quarters at 72-74 Pearl St., 











DONALD G. MILLAR 


JANUARY 4, 1945 


From the office in Wichita and 


dustrial sales. 


Boston, Mass, 


107 











HOFFMAN SPECIALTY 
NAMES SKINNER EXEC. 
VACE-PRESJDENT 

Neil D! Skinner. has recently 
been appointed’ executive vice- 
president of the Hoffman Special- 





NEIL D. SKINNER 


ty Co., Indianapolis, Ind. Mr. 
Skinner was formerly associated 
for eight years. with the Red 
Jacket Mfg. Co. Davenport, 
Iowa, in the capacity of general 
sales manager, and for 11 previ- 
ous years with the Crane Co., be- 
ing assistant to the manager of 
its heating and plumbing divi- 
s10n. 


AUTOMATIC WASHER CO. 
NAMES DISTRIBUTORS 


The following distributors have 
been appointed for the Auto- 
matic Washer Co.’s post-war line 
of automatic washers: Appliance 
Distributors, Inc., Chicago, IIl.; 
Bimel Co., Cincinnati, Ohio; 
Brandon Ca., Little Rock, Ark.; 
J. N. Ceazan, Los Angeles, San 
Diego, and San Francisco, Cal.; 
Electric Fixture & Supply Co., 
Omaha, Neb.; Graybar Electric 
Co., Denver, Col.; Graybar Elec- 
tric Co., Philadelphia, Pa.; Jen- 
kins Music Co., Kansas City, 
St. Louis, Oklahoma City, Tulsa, 
and Wichita, Kan.; Kane Co., 
Cleveland, Ohio; Luckenbach & 
Johnson, Inc., Allentown, Pa.; 
McKay Appliance Co., Seattle 
and Spokane, Wash.; Monroe 
Hardware Co., Morroe, La.; 
Radio Equipment Co., South 
Bend, Ind., Grand Rapids, Mich.; 
State Distributing Co., Inc., Mil- 
waukee, Wis.; Walther Bros., 
New Orleans. La.: Motitgomery 
& Williams, Inc., Peoria, Il. 





MYSTIC FOAM CORP. 
HAS LARGER QUARTERS 
The Mystic Foam Corp.. 
makers of Mystic Foam _ up- 
holstery and rug cleaner and 
Mystic Zip, all purpose cleaner, 


108 





has recently moved into larger 
quarters at 2003-07 St. Clair 
Ave., Cleveland 14, Ohio, where 
it has three times the production 
space it formerly had. 





GRAHAM-PAIGE MOTORS 
HAS MFG. RIGHTS 
TO ROTOTILLER 


The Graham-Paige Motors 
Corp., Detroit, Mich., has re- 
cently acquired manufacturing 
rights to, Rototiller, a. farm ma- 
chine which does the work of 
plowing, disking and harrowing 
all in one- operation, from Roto- 
tiller, Inc., Troy, N. Y. The 
latter company will continue to 
build a.small wheelbarrow-type 
model and. various attachments. 
Graham-Paige Motors Corp. 
plans to. utilize the. distributor 
and dealer organization built by 
the Troy company, and to expand 
the outlets. to handle the com- 
pany’s line of farm machinery. 

SCHELLY & BROS. 
PURCHASES WARE- 
HOUSE PROPERTY 


A. J. Schelly, president of the 
C. Y. Schelly & Bros., Inc., job- 
bers and wholesalers of hardware, 
paint and glass, Allentown, Pa., 
recently announced the purchase 





A. J. SCHELLY 


of warehouse property on N. 16th 
St. This purchase is the com- 
pany’s first move toward fulfilling 
its postwar expansion plans. The 
sale of the property was made 
through Martin A. Reinsmith, 
realtor. 


MOSHER PRESIDENT 
NAT. ASS’N. MFR’S. 


Mosher, president, Rus- 
sell Harrington Cutlery Co., 
Southbridge, Mass., a former 
president of the Associated In- 


Ira 


dustries of Massachusetts, and }-. 


formerly general manager and 
vice-president of the American 
Optical Co., was recently elected 
president of the NAM. Mr. 
Mosher succeeds Robert M. Gay- 
lord, who was elected chairman 
of the board of directors. 





SILEX WINS PACKAGE 
AWARD FOR BRETTON 
COFFEE MAKER PACKAGE 


The Silex Co., Hartford, Conn., 
was recently awarded a. blue 
ribbon for its Bretton — coffee 
maker package at the 8th An- 
nual Spice Mill. Food Packaging 
Show. The chief feature of the 
package which prompted the 
judges’ decision was the poten- 
tialities for an effective display 
through the use of a single color 
and its merchandising possi- 
bilities. 

WALTHAW CORP. 

ENTERS HDWE., TOOL 

DISTRIBUTION FIELD 


The Walthaw Corp., 1154 In- 
tervale Ave., New York City, 59, 
has recently announced that it 
has entered the hardware and 
tool, distributing business. Frank 
Greenberg and Harry Thaw, for 
many years associated with the 
hardware selling business, have 
joined the company. The com- 
pany will be glad to receive any 





trade literature or catalogs. 








Western Art ‘Toy Gift & Housewares 
Market Joins Western Market Week 


The Western Art, Toy, Gift 
and Housewares Market will be 
held concurrently in the Western 
Merchandise Mart, and the Civic 
Auditorium with Spring Market 
Week, Feb. 5 to 10, 1945°in San 
Francisco, Cal. Among the mer- 
chandise -will be lamps, pottery, 
china, glass, pictures, mirrors, 
housewares, furniture, leather 
goods, linens, stationery and 
greeting cards, gift wrappings, 
toys, jewelry, drug sundries, toi- 
letries, decorative items, and 
post-exchange merchandise. 





Show hours are 9 a. m. to 6 
p. m., with the exception of the 
opening day, Feb. 8, when dis- 
play rooms will remain open till 
10 p. m., following an informal 
dinner at the Mart Club for all 
exhibitors from both the Mart 
and the Auditorium and_ their 
buyers. Tickets for the dinner 
will be sold at $2.25 each, and 
sales are. limited to exhibitors, 
and art, toy, gift, and housewares 
buyers, their wives, or husbands. 
Dinner will be- served from. 6 
to 7:30. 








' 


POLAK, WINTERS 
TO REPRESENT VIKING 


‘CENTRAL, S.,AMERICA, ..... 


* At a recent meeting Mariofi I. 
Levy, president of the Viking Air- 


Conditioning Corp, 5600 Wal- ; 





DANIEL POLAK 


worth Ave., Cleveland, Ohio, an- 
nounced the appointment of the 
Polak, Winters & Co., San Fran- 
cisco to represent the company 
in Central and South America. 
The latter company was repre- 
sented at the meeting by Daniel 
Polak. 


DISTRIBUTORS FOR 
SENTINEL RADIO 


Sanford ‘Samuel, eastern terzi- 
torial sales .manager, Sentine> 
Radio Corp., Evanston, IIl., has 
recently announced the appoint- 
ment of the following distrib- 
utors: Stephens Wholesale Co., 
Phoenix, Ariz.; Lester Distribut- 
ing Co., Sacramento, Cal.; E. W. 
Reynolds Co., San Francisco, 
Cal.; The Parker Co., Denver, 
Colo.; Knapp & Spencer Co., 
Sioux City, Iowa; J. R. Hunt & 
Co., Calbert & Saratoga Sts., Bal- 
timore, Md.; B. & W. Distribut- 
ing Co., Grand Rapids, Mich.; 
Ozark Motor & Supply Co., 
Springfield, Mo.; Henkle & Joyce 
Hdwe. Co., Lincoln, Neb.; East- 
ern Electrical Supply Co., New- 
ark, N. J.; Allison-Erwin *Co., 
Goldsboro, N. C., and The Amer- 
ican Light Co., Inc., Zanesville, 
Ohio. 

SAVOGRAN CO. M 

CHICAGO OFFICE 


The» Savogran’ Co., Boston, 
Mass., recently announced that 
its Chicago affiliate,“The Savo- 
gran Co., of Hlinois,, will’ be lo- 
cated at 60 W. Superior . St., 
Chicago 10. Enlarged floor space 
at the new address gives the com- 
pany increased shipping ‘and 
manufacturing) facilities for) its 
business in the central and sobth- 
western states, . 


HARDWARE ACE 
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gross tack 


is A COOD TACK 


(AND THEY'RE ALL STERILIZED) 


TTT] 


Jacks and staples 
for new requirements 
a specially ~ ~ ~ 


W.W. (ross & CO. INC. 


EAST JAFFREY. N.H. 
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EAR LONGER 
EASIER TO ATTACH 


L. KARNO & CO. cnictconu 








Easy to SELL because 
it’s Easy to USE 


From your own experience, you know that you 
need never worry about moving an article for 
which there is real demand, when the product 
offers an easy solution, at a price that makes 
sense to the buyer. 

New, improved, Ready-Mixed K-R-O in Bis- 
Kit form fills the bill on all three counts. 

No need to take the census of the rat popula- 
tion. Even one such vicious pest can make the 
average housewife run for help or cause any 
farmer to yell, “Stop thief!” The need for 
K-R-O is real enough. 

As for an easy solution to the problem, Ready- 

Mixed K-R-O in Bis-Kit form couldn’t be sim- 
pler. Nothing-to-mix, ready-to-use baits contain- 
ing “fortified, standardized” red squill keep things 
tidy and kill rats without fuss or bother. 
Sensibly priced, Ready-Mixed K-R-O Bis-Kits 
come in two sizes: at 35¢ for ordinary home use; 
at $1 for farms and larger premises. 
So, for a product that fills a real need, that is 
easy to use, that is priced right for the customer 
(and also for you) call your wholesaler and order 
fast«neving K-R-O, now. 


tHE K-R-O co. 


SPRINGFIELD, OHIO 









SPEED THE WAY 
TO HIGHER PROFITS 
WITH THE 


No. 89-J 
Yo" DRILL 


$350 









For a light weight, handy, 
high powered, genera) utility 
%” Grill the SpeedWay 89-J 
is your best bet. Because 
SpeedWay Tools carry a hardware trade 
margin it means the best profit angle in 
the drill line. Ideal for close quarter drill- 
ing in tight places and for maintenance, in- 
stallation and repair work. Has stream- 
lined, air cooled Die Cast Case, specially 
wound torgue SpeedWay Drill Motor, self 
aligning oilleas bearings, Jacobs chuck and 
key, 500 R.P.M. operating speed, and every 
modern feature. 

Light weight (10% Ibs.) though sturdily 
constructed—it will give year-in-gear-out 
performance. 


SPEEDWAY MFG. CO. 
1836 S. 52nd ‘Ave., Cicero 50, Ill. 
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PLASTICONTEST 


ASt PRIZES FOR 


YOUR IDEAS 


WE'LL MAKE WHAT 
YOU WANT TO SELL 


"PLASINS 


How many times have you 
said “| wish such and such 
was made in plastics"? Here's 
your chance to say what you 
want in plastics ... to offer 
the items to your customers 
... to know that yours was 
a really good idea. 


ES 
— «, pROFITS 


PRIZES 


. + » « $250.00 
125.00 
50.00 


YOU 
WIN 











Ist Prize .-. 
Bae Prige®...< % v:0% 
3rd Prize. ..... 







HERE'S ALL YOU DO 
CONTEST RULES 


1, Just suggest a utility item, novelty, gad- 
get or ornament that you would like to 
see made of plastic. 

2. Describe your idea as completely as pos- 
sible (size, shape, color, purpose, suggested 
retail price, etc.), and include a rough 
sketch, 

3. Mail your entry to the F. J. Kirk Mold- 
ing Company, Clinton, Massachusetts, post- 
marked not later than midnight, January 31, 
1945, 

4. Submit as many ideas as you wish, but 
each idea must be entered on a separate 
sheet or blank. 

5. All entries become the property of the 
F. J. Kirk Molding Co. 

6, Judges’ decision will be final. 

7. Use your own stationery, or write for 
Entry Blank. 

In case of tle, equal prizes will be given. 


‘JUDGES: 


Lucian Bernhard, Lucian Bernhard 
Studio 


Dr. Leonard Carmichael, Pres., 
Tufts College 

A. A. Porcelain, Jordan Marsh Ce. 

F. J. Kirk, F. J. Kirk Molding Co. 


Take five minutes now to jot down 
your ideas. 


F. J. KIRK MOLDING CO. 


CLINTON, MASS. 


Zw kirxmoro ecasrics EY 
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BUHLER N. W. 
REGIONAL DIRECTOR 
PLOMB TOOL CO’ 

J. J. Buhler, formerly field 
engineer of the Plomb Tool Co., 
Los Angeles, Cal., has recently 





J. J. BUHLER 


been advanced to the position of 
northwestern regional director of 
the company. He will direct the 
distribution for the states of Ore- 
gon, Washington, Montana, Wy- 
oming, Idaho, Utah, and Colo- 
rado. His headquarters will be 
located in Seattle, Wash. 


M. L. SLOAN HEADS 
G.E. LAMP DEPT. 


Joseph E. Kewley has retired 
as vice-president and general 
manager of the General Elec- 
tric Co., lamp department at 
Nela Park, Cleveland, and M. L. 
Sloan has been elected vice-presi- 
dent to succeed him. In this ca- 
pacity as vice-president, Mr. 
Sloan will become general mana- 
ger of that department. 

L. R. Boulware, former oper- 
ations vice-chairman of the WPB, 
has been named to the staff of 
Charles E. Wilson, president of 
the company as a consultant on 
marketing and _ merchandising. 
Also announced was the retire- 
ment of N. R. Birge, a vice-presi- 
dent of the company, who for 
many years has been responsible 
for the operations of G-E affili- 
ated companies. 





KAHN, GEN. SALES 
MGR., AUSTIN CO. 


Harry J. Kahn, who was for- 
merly connected with Thomas & 
Betts for 15 years, has recently 
been appointed general sales 
manager of the M. B. Austin 
Co., 108 S. Desplaines St., Chi- 
cago 6, Ill. While with Thomas 
& Betts, Mr. Kahn was Cleve- 
land district manager, and also 
Midwest district manager with 
headquarters in Chicago. Arnold 
Friend, who has been sales man- 
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ager of the company since 1914, 
is retiring from active partici- 
pation in sales work, but he will 
continue as treasurer and as a 
director. 
CROSLEY NAMES 
THREE DISTRIBUTORS 


The Crosley Corp., Cincin- 
nati 25, Ohio, recently announced 
the appointments of three dis- 
tributors, The Legum Distribut- 
ing Co., Baltimore, Md., will dis- 
tribute for the company in Mary- 
land, and parts of West Virginia, 
Virginia, and Delaware, and the 
Arizona Appliance Mart of 
Tucson and Phoenix will repre- 
sent Crosley in the state of Ari- 
zona. In Georgia, the Georgia 
Appliance Co., Atlanta, Ga., will 
distribute for the Crosley Corp. 





KETCHUM SALES MGR. 
CALORIC STOVE WORKS 
Frederick T. Ketchum has re- 


cently been appointed sales man- 
ager of the Caloric Gas Stove 





FREDERICK T. KETCHUM 


Works, Philadelphia, and Top- 
ton, Pa. Mr. Ketchum was form- 
erly with the government for 
three years as consultant chief of 
the WPB Purchasing Policy di- 





vision, covering plumbing, heat- 


ing, and cooking equipment. 

He joined the staff of Donald 
Nelson in 1941, and since that 
time has coordinated planning 
and purchasing of supplies for 
the Armed Services as well as 
other governmental agencies. In 
March, 1944, he was named 
special assistant to the Deputy 
Vice Chairman of WPB, to ad- 
minister policies and procedure 
of the production urgency com- 
mittees. He was associated for 
about ten years in the public 
utilities field as a heating engi- 
neer and merchandising execu- 
tive. 


_—_— 


AEROIL WINS ARMY 
NAVY “E” PENNANT 


The Army-Navy “E” for ex- 
cellence in the production of war 
material has recently been award- 
ed to plant No. 1 of the Aeroil 
Burner Co., Inc., 5701 Park Ave., 
West New York, N. J. In addi- 
tion to manufacturing war ma- 
teriel for the armed forces, this 
plant also makes the Aeroil hot 
dip tanks for cleaning, degreas- 
ing, rust-proofing, hot wax dip- 
ping, plastic coating and similar 
industrial purposes. 





CRANDALL REG. DIR. 
WPB KANSAS CITY AREA 


Louis E. Crandall has recently 
been appointed regional director 
of the WPB for the Kansas City, 
Mo., region. This region includes 
the states of Missouri, Kansas, 
Nebraska, and Arkansas, and a 
small part of Iowa and Okla- 
homa. He succeeds W. B. Sat- 
terlee who has resigned from the 
board because of pressure of his 
private affairs. He joined WPB 
in 1941, was president of the 
former Simmons Hardware Co., 
wholesalers, St. Louis, Mo. He 
was also a former vice-president 
of the Wickwire Spencer Steel 
Corp., New York City, and of 
the R. M. Hollingshead Corp., 
Camden, N. J. 








Jobber Catalog Page Size 


84 By 11 In. Catalog Pages Favored 
By Jobbers For Post-War Catalogs 


The subject of catalog page sizes has long been a problem in 
the hardware field. A survey among its members by the National 
Wholesale Hardware Association—late in 1944—showed that 81 
per cent of those replying favored 8%4- by 11-inch pages for use 
in the. post-war era. Ten per cent expressed the desire for 7%4- by 
10%-inch pages and 9 per cent favored 14 different sizes. 

In announcing results of the survey George A. Fernley, Phila- 


delphia, Pa., secretary-treasurer, 


N.W.H.A., stated: “The survey 


shows there is a definite tendency toward the use of three columns 
to the page, with a number using both two and three columns. 

“For loose leaf catalogs. of course, an allowance is made for the 
loose leaf binding, this varying from % to 2% inches.” 





MAICHLE VICE-PRES. 

SALES MGR. NuTONE 

F. M. Maichle has recently 
joined NuTone, Inc., manufac. 
turers of door chimes and other 





F. M. MAICHLE 


signal devices, Cincinnati, Ohio, 
as vice-president and sales man- 
ager. He will make his head- 
quarters at the company’s new 
national sales office in the Mer- 
chandise Mart, Chicago, II]. Mr. 
Maichle was formerly merchan- 
dising manager of the industrial 
insulation and sound control di- 
vision of the U. S. Gypsum Co. 
for six years. Prior to this, he 
was district manager in Detroit 
and Pittsburgh for the Lincoln 
Electric Co., Cleveland. He is a 
graduate of the U. S. Naval 
Academy, Annapolis, and served 
as a lieutenant commander on 
active duty until 1928 in the 
United States, Europe, South 
America, Australia, and the 
South Pacific. His work will in- 
clude the direction of sales and 
promotional activities and acting 
as personal assistant to J. Ralph 
Corbett, president of the com- 
pany. 


CINCY PRODUCTS CO. 
NEW NAME FOR KUTOL 


Cincy Products Co. is the new 
name of the Kutol Products Co., 
Cincinnati, Ohio, manufacturers 
of wallpaper cleaner. C. Mce- 
Vicker is president and general 
manager. The company’s prod- 
ucts include “Cincy Cleaner,” 
“Royal Waterless Cleaner” and 
"Kutol Waterless Cleaner.” 





LUEKENS MEMBER OF 
CONTROLLERS INST. 


Norman F. Luekens, controller 
and assistant secretary of The 
Geo. Worthington Co., Cleveland, 
Ohio, has recently been elected 
to membership in the Controllers 
Institute of America. 


HARDWARE AGE 
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FOUR YEARS IN THE MAKING! THE GREATEST DEVELOPMENT IN YEARS! 


ae) 324: FILTER | 


The Modern PRACTICAL Clothless Filter 

* SPARKLING CHINA... virtually unbreakable! 
* SIMPLE, EFFICIENT... no cloth or paper! 
* SNAPS IN EASILY... can’t fall out! 






Special INTRODUCTORY 
Mes BONUS OFFER: 











= ty You get a bonus of one DUTCH Filter 
1 is Brilliant with each 1] that you buy. At 40%, off 
list, you pay $9.90 per case of 3 dozen. 
FULL-COLOR You retail them for $18.00, earning 

a generous . 


DISPLAY- 
DISPENSER 


BACKED BY DYNAMIC PROMOTION! 


1, BIG FREE COUNTER DISPLAY-DISPENSER! 


2. NATIONALLY ADVERTISED in 18 major 
periodicals (Life, American Weekly, 
Ladies’ Home Journal, Liberty, etc.)! 

3. Free window banners! 

4, , Free consumer literature! 





457 PROFIT! 





















ar your 
OBBER 


Now! “NOW! 


AT NO INCREASE IN PRICE 


[acuta 







WE CAN SUPPLY ALL THE DUTCH FILTERS YOU CAN SELL 


HILLSHAW COMPANY, Executive Offices: 311 North Desplaines Street, Chicago 6, Illincis * Sales offices in principal cities 
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Only Limited Supply of Vacuam Cleaners 
For Early 1945 Says Makers Association 


Following the annual meeting 
of the Vacuum Cleaner Manu- 
f cturers’ Association, 1070 E. 
152nd St., Cleveland 10, Ohio, 
held early in December, a state- 
ment was released to the effect 
that the manufacturers, realizing 
their responsibility of providing 
vacuum cleaners in greatly in- 
creased quantities to maintain 
the high standards of American 
homes, are prepared to resume 
production at a record rate at the 
earliest date feasible in. harmony 
with the war effort. The state- 
ment said in part: “However, 
some misunderstanding has 
arisen in the minds of the trade 
and public as to the likelihood 
of early resumption of quantity 


production of vacuum cleaners: 
It should be borne in mind that 


recently brought about greatly 
increased military requirements, 
which will definitely delay the 
production of vacuum cleaners 
and perhaps make available only 
a very limited quantity during 
the early part of 1945.” 

The statement further pointed 
out that some spot authorizations 
have been granted vacuum 
cleaner manufacturers under Pri- 
ority Regulation 25, but. that: 
“It is the prediction of vacuum 
cleaner manufacturers generally 
that large volume production 
must await the successful devel- 
opment of the war.” Fs 








MAJESTIC RADIO CORP. 
NAMES DISTRIBUTORS 


Majestic Radio & Television 
Corp., 2600 W. 50th St., re- 
cently announced the appoint- 
ment of the following companies 
as distributors of Majestic ra- 
dios: Kiefer Stewart Co., In- 
dianapolis, Ind., 555, Inc., Little 
Rock, Ark.; Woodson & Boze- 
man, Inc., Memphis, Tenn.; Mory 
Sales Corp., New Haven, Conn., 
and the Electrical Equipment Co. 
of Arizona, Phoenix, Ariz. 





W. M. SEARS FORMS 
HIS OWN AGENCY 


William M. Sears, formerly 
vice-president, The Tucker Co., 
New York City, manufacturers 
agents, has entered business for 
himself as a manufacturers’ 
agent, with temporary head- 
quarters at 551 Fifth Ave., New 
York 17, N. Y. Calling on indus- 
trial hardware and automotive 
wholesalers in the territory from 
Syracuse, N. Y., to Washington, 
D. C. Mr. Sears handles the 





lines of the Kropp Forge Co., 
and Kropp Forge Aviation Co., 
both of Chicago, IIL, and of the 
Owatonna Tool Corp., Owatonna, 
Minn. He will also sell through 
Horace H. Cleveland, and in the 
same territory lines of The Fair- 
mount Tool & Forging Co., Cleve- 
land, Ohio, and the Damascus 
Steel Products Corp., Rockford, 
Ill. 

At a later date Mr. Sears will 
also establish another office and 
warehouse for some of his lines 
at a downtown New York :City 
address. 


NAT. VICTORY GARDEN 
INST. MAKES AWARDS 
FOR FOOD EFFORT 


In recognition of the outstand- 
ing contribution of industry to 
the 1944 war food effort, the 
National Victory Garden Insti- 
tute announced recently _ its 
plaque awards to American in- 
dustrial companies. Lester J. 
Norris, chairman of the insti- 
tute, said that at least 2,000,000 
home or community gardens were 
grown as a result of industry’s 
effort, which is a substantial in- 
crease over last year’s figures. 
The awarding of the plaques 
was based on a survey which 
covered the number of company 
and home gardens, size of com- 
pany plots, acreage, pounds of 
food grown, cost of operation, 
promotional activities, and ad- 
vertising support. The institute 
presented plaques and certificates 
in 1943 for the first time. The 
bronze-finish plaque, which is 
comparable to the Army and 
Navy “E,” is the highest ‘award. 
Certificate awards will be an- 
nounced at a latter date. Among 
the hardware and other allied 
line manufacturers who received 
the award were the following 








W. M. SEARS 
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companies: Armstrong Cork Co., 


the changed war conditions have: 


Lancaster; Pa; Cambridge Rub- 
ber Co., Cambridge, Mass.; Car- 
negie Illinois Steel Corp., Pitts- 
burgh, Pa.; Corning Glass 
Works, Corning, N. Y.; The 
Crosley Corp., Cincinnati, Ohio; 
Dayton Tool & Engineering Co., 
Dayton, Ohio; The . Firestone 
Tire & Rubber Co., Akron, Ohio; 
General Electric Co., Bridgeport, 
Conn.; Guide “Lamp: Division, 
General Motors Corp., Anderson, 
Ind.; The Goodyear Tire & Rub- 
ber Co., Akron, Ohio; Hercules 
Powder: Co., Wjimington, Del.; 
Keystone: Steel “& “Wire Co., 
Peoria, Ill.; Kukens- Steel Co., 
Coatesville, Tae .; ‘The Manhattan 
Rubber Mfg. Div.,’ Passaic, N. J.; 
The Maytag Co., Newton, Iowa; 
Nashua Mfg. Co., Nashua, N. H.; 
Radio:Corp. of. America, Prince- 
ton, N. J.; Shell Oil Co., Inc., 


|'New York City; Standard -Oil 


Co. of California, San Francisco, 
Cal.; Westinghouse Electric «& 
Mfg. Co., E. Pittsburgh, Pa., and 
Wincharger Corp., Sioux City, 
Iowa. 


OMAHA HDWE. CLUB 
ENJOYS FILMS AT 
CHRISTMAS PARTY 


The Omaha Hardware Club’re- 
cently held its annual Christmas 
party at the. Regis -Hotel, in 
Omaha, Neb. Emil Pipal, presi- 
dent of the organization, wel- 
comed the members and ‘their 
ladies. Leland R. Reifschneider, 
chairman of the party, introduced 
Robert Paige of the North- 
western Bell Telephone 'Co., who 
showed three films, all of which 
were enjoyed by those present. 
E. Wilmoth, Jr., was Santa‘ Claus 
and distributed gifts. 





GILMORE BUYS CREWS’ 
HARDWARE BUSINESS 


Mr. and Mrs. Allen Gilmore 
have recently purchased the hard- 
ware store of the late A. J. 
Crews from his widow, who re- 
tains the building, in De Soto, 
Mo. The company was formerly 
called the Slawson Hardware. 


DAVIS, SALES ‘MGR., 
WHIZ HOUSEHOLD DIV. 
R. N. HOLLINGSHEAD 
-George F. Davis, sales mana- 
ger “of the Whiz Industrial divi- 
sion of the R. N. Hollingshead 
Corp., Philadelphia, Pa., will also 





Ss gsc F. DAVIS 
Hes ‘sales mandger of the Whiz 
Household .-division. Mr. Davis 
will be assisted by G.-C. Cul- 
shaw. Mr. Davis has been with 
the company since 1943, form- 
erly having been with the adver- 
tising and .sales departments of 
the Saturday Evening Post. He 
was also account ‘executive with 
the Aitkin-Kynett Co., Philadel- 
phia, Pa., édvettising Agency. 
Mr. Culshaw was formerly with 
the company’s special brands di- 
‘vision. ti 
NEAL & CO SOLD 
TO E. ‘CAMPBELL 


F. W. Neal and Stanley C. 
Reynolds have ‘ecently sold 
their company, F..W. Neal & Co., 
Dover, N. H., to E, P. Camp- 
bell, formerly with the University 
of New Hampshire. Mr. Neal 
founded the business in 1894, 
and continued until 1926, when 
Mr. Reynolds joined with him as 
a partner. The company will 





be known as Neal Hartware, Inc. 








Benjamin Abrams, president of 
the Emerson Radio & Phono- 
gtaph Corp., 111 Eighth Ave., 
New York City 11, stated re- 
cently that television is advanced 
far beyond the stage to which 
radio had been developed at the 
time the same number of re- 
ceivers had been sold to the pub- 
lic. He continued that the im- 
provements in television will 
come faster for three reasons, 





namely, the war has stimulated 





Rapid Television Advancement 
Predicted By Emerson President 


research in all fields, and par- 
ticularly in electronics, there has 
been an improvement in research 
technique itself, and there is 
more incentive now to build tele- 
vision sets than there was 25 
years ago to develop radio. 

In outlining Emerson’s post- 
war plans, Mr. Abrams said that 
three basic television receivers 
had been developed which would 
be produced as soon as materials 
and labor restrictions are lifted. 


HARDWARE AGE 
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Maine’s. New, Governor a Hardware Jobber 


The. Hon. Horace Hildreth 
elected Governor of the State of 
Maine, in last fall’s election, is 
an officer: and director of two 





HON. HORACE HILDRETH 


wholesale hardware houses— 
Emery-Waterhouse Co., Portland, 
Me., and Ricé & Miller Co., Ban- 
gor, Me. The Portland firm has 
the distinction of’ ‘being the 
seventh'or: eighth’ ~ wholesale 
hardwaré house to be established 
int this country dating from 1817, 
three years before Maine became 
a state in the Union. Emery- 
Waterhouse Co. was established 
more than a ceritury ago in 1842. 
Governor Hildreth, ruining as a 
Republican candidate, received 
72 per cent of the total vote, the 
highest margin any Governor of 
Maine has ever received. 

Prior to his election as Gov- 
ernor of Maine he was President 
of the Maine Senate, having pre- 
viously been a member of the 
Maine House of Representatives. 
In the Maine legislature he 
served on the Appropriations 
Committee and ajso was a mem- 
ber of :the first- Legislative Re- 
search Committee. A graduate 
of Bowdoin College and of Har- 
vard Law School he is also a 
partner in the legal firm of Cook, 
Hutchinson, Pierce & Connell. 
Governor Hildreth is a director 
of: Union Mutual Life Insurance 
Co., Portland, and of the Rock- 
land-Rockport Lime Co., Ine’. 
Rockland. He jis corporator of 
the Maine Savings Bank, Port- 
land, and of the Portland Maine 
General ' Hospital. A Mason, 
member of the Grange, and of 
Kiwanis; he is also a director of 
Children’s Hospital and Boy’s 
Club, both of ‘Portland, and of 
the Pine Tree Council, Boy 
Séoute of America, as well as of 
several © educational _ institutions. 
He was 1943 State USO Fund 
Campaign chairman and was 
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chairman of the board of the 
Maine Publicity Bureau for three 
years, He has also served as a 
director and treasurer of the 
Maine Division, New England 
Council. 


——e 


TODD DIRECTOR, DEP. 
DIRECTOR FRANCIS 
WPB STEEL DIVISION 


William B. Todd has recently 
been appointed director of the 
WPB’s Steel’ Division, succeed- 
ing Norman: W. Foy, who has 
resigned. Harry M. Francis has 
been named. deputy director of 
the same division, succeeding Mr. 
Todd. Mr. Francis had -been ‘as- 
sociated with the American Steel 
& Wire Co., Cleveland, Ohio, 


before he joined the Steel Divi- | - 


sion in. 1942 to serve as chief 
of the Wire Branch and assistant 
director of production. Mr. Todd 
has, had more than 40 years’ ex- 
perience in the steel industry. 
He:has been deputy director of 
the division since May, 194, 
and served for 15 months pre- 
viously as the WPB’s Steel Divi- 
sion: representative in London, 
England.-.‘The resignation of L. 
F. Miller, chief of the Sheet & 
Strip Branch of the Steel Divi- 
sion, ‘was also announced. He 
resigned after having served for 
three and one-half. years. 











H. W. SCHUMACHER 


whose appointment as successor 
to Harold A. Daschner, as man- 
ager: of the Michigan Retail 
Hardware Association, 1vas an- 
nounced in the Dec. 21st issue 
of Hanpware Ace, on page 116. 
Mr. Daschner has joined Morely 
Bros., Saginaw, Mich., whole- 
sale hardware distributors. to 
assist_in the development and 
direction of the company’s post 
war program and other «ales 


promotional activities for hard- 


ware dealers. 


















He never heard about 
Atlas’ cut Tacks . . 


— but nearly ‘everybody else has. 
He is not aware of the customer 
satisfaction that goes with every 
sale,ef' ATLAS TACKS but nearly 
everybody else is. He has a lot to 
learn about ATLAS TACKS but 
sooner or later — like’ everybody . 
else — he'll find out that ATLAS 
TACKS and all ATLAS products 
are the standard of compdrison for 
quality and uniformity. 


\ "Something to Crow About” 


We're rendering prompt 
sefvice on all cut tack 
orders— send us your 
requirements. 






























FAIRHAVEN, 
MASS. 
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DREIFUS JOINS 
NuTONE, INC., AS 
EASTERN SALES MGR. 


L. B. Dreifus, formerly as- 
sistant vice-president of Supplee- 
Biddle Co., Philadelphia, Pa., 
has recently joined NuTone, 
Inc., Cincinnati, Ohio, manufac- 
turers of door chimes and other 
signaling devices, as eastern sales 
manager. He will make his head- 
quarters in New York City. He 
began with Supplee-Biddle Co. 
in 1920 as a clerk in the auto 
accessories stock department, and 
subsequently became buyer of all 
house-furnishing electric items 
and auto accessories. In 1938 he 
was appointed assistant vice- 
president. His new position at 
NuTone will include the super- 
vision of eastern manufacturers’ 
representatives and of direct fac- 
tory employees who may be en- 
gaged to operate in the: territory 
from Maine to Florida. 





TREAS. PROCUREMENT 
DIVISION HEADED 
BY J. W. PEHLE 


John W. Pehle, assistant to 
the Secretary of the Treasury, 
has been assigned to supervise 
the Treasury’s Procurement Di- 
vision. He succeeds Ernest L. 
Olrich, who has returned to 
Munsingwear, Inc., Minneapolis, 
Minn., as president. Mr, Pehle 
has been with the Treasury De- 
partment for more than 10 years. 
His former duties included direc- 
tion of the Foreign Funds Con- 
trol. He is also executive director 
of the War Refugee Board, in 
which capacity he will continue 
to serve. 





BROWN DIRECTS OCR 
DURABLE GOODS & 
PRODUCTS DIV., WPB 


Roland P. Brown has recently 
been designated as director of 
the Durable Goods and Products 
Division of the WPB’s Office 
of Civilian Requirements. Mr. 
Brown was formerly deputy di- 
rector of the same division, and 
has been employed by the WPB 
since 1942. Prior to joining 
WPB, he was a marketing and 
merchandising consultant in the 
durable goods field in New York 
City. His former business con- 
nections included a position as 
sales director of the market re- 
search division of R. L. Polk & 
Co., and assistant advertising 
director of the General Motors 
Corp., Pontiac division. He will 
suceeed Henry A. Dinegar who 
resigned recently to accept a 
position as appliance division 
manager of the American Steel 
Export Co., New York City. 
Carroll Burton, formerly director 
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of the Metals and Minerals Divi- 
sion has been named director of 
the OCR Staff Bureau to replace 
Dr. George R. Taylor who is re- 
turning to Amherst College, Am- 
herst, Mass., as professor of eco- 
nomics. Paul S. Fiske, formerly 
chief of the Pulp and Paper Sec- 
tion, has been appointed acting 
director of the Forest Products 
Division of OCR to succeed Vic- 
tor Roterus, who has joined the 
planning staff of the city of Cin- 
cinnati, Ohio. 
CROSLEY APPOINTS 
DISTRIBUTORS 


The Crosley Corp., Cine¢innati 
25, Ohio, has recently appointed 
three peacetime distributors: in 
the western part of Texas, and 
New Mexico, Joseph E. Vaughan, 


El Paso; northeastern part of 


Texas, Normian-Young Appliance 
Co., Dallas, Tex., and Cincinnati, 
southern Ohio, northern Ken- 
tucky, and southeastern Indiana, 
The Modern Distributing Co., 


Cincinnati, Ohio. 








STEWART ROBERTS 


whose appointment as vice- 
president and general sales 
manager of the Trimz Co., Inc., 
Chicago, Ill., a subsidiary of 
United Wallpaper, Inc., Chica- 
zo, Ill.. was announced in the 
December 21st issue of Harn- 
WARE ACE on page 114. 





NEW EDITION OF 
SURPLUS PROPERTY 
BUYERS’ GUIDE 


A revised edition of the 
Buyer’s Guide for Surplus Prop- 
erty is now available at the 
Superintendent of Documents, 
Washington 25, D. C., at a price 
of 10 cents for each copy. 

The Buyer’s Guide is not a 
listing of surplus property now 
available for sale through dis- 
posal agencies. The function- of 
the pamphlet is to show the ad- 





‘dresses of the offices disposing of 
surplus property and the types of 
property that have been assigned 
to each agency for disposal. A 
reference tu the Guide will show 
a prospective buyer where to ap- 
ply for information regarding 
what is for sale and the methods 
of sale. Applications to be 
placed on mailing lists should be 
addressed to the offices desig- 
nated in the Buyer’s Guide. 

This latest edition of the 
Buyer’s Guide, is essentially the 
same as Senate Committee Print 
No. 19, issued in November un- 
der the auspices of the Senate 
Small Business Committee, but 
includes revisions required by 
organizational changes. 

The Buyer’s Guide contains 
sections devoted to each of the 
following agencies: Reconstruc- 
tion Finance Corporation, Pro- 
curement Division of the Trea- 
sury Department, War Food Ad- 
ministration, Foreign Economic 
Administration, United States 
Maritime Commission, War and 
Navy Departments, and Smaller 
War Plants Corporation. The 
material was prepared by the 
agencies themselves based upon 
the present disposal structure. 
Changes required by such regu- 
lations as the Surplus Property 
Board may issue will be reflected 
in future editions of the Guide. 





HATFIELD HEADS ENGINE 
PARTS CONTROL, WPB 


Harold Boeschenstein, opera- 
tions vice-chairman of the WPB, 
recently announced the designa- 
tion of Robert M. Hatfield, Jr., 
as his special assistant in charge 
of engine parts control. Mr. Hat- 
field will be responsible for 
securing vitally needed engine 
parts required by the Army, the 
Navy and other government agen- 
cies. He will supervise the pro- 
daction of distribution of parts 
for all types of internal combus- 
tion engines, through WPB rep- 
resentatives in the principal 
engine’ and engine parts manu- 
facturing plants. 


JONES HEADS OPA 
REFRIG. IND. COMM. 
W. Paul Jones, vice-president 
in charge of the Refrigerator 
division of the Philco Corp.. 
Philadelphia, Pa., has been 
elected chairman of the OPA do- 
mestic mechanical refrigerator 
industry advisory committee. 
Mr. Jones joined Philco in 
1938 to head the comnvany’s re- 
frigerator division. He had been 
a distributor with Frigidaire, ad- 
vertising and sales promotion 
manager for Servel. Inc., and 
executive vice-president of the 
home apnliance division of Fair- 
banks, Morse & Co. 





METCALF DIRECTS WOOL, 
CORDAGE, TEXTILE 
MACHINERY DIV. WPB 
E. R. Metcalf has recently 
been appointed as director of the 
Wool, Cordage & Textile Ma- 
chinery Division of the Textile, 





a 


E. R. METCALF 


Clothing & Leather Bureau, 
WPB. He joined WPB in De- 
cember, 1942, as chief of the 
Hard Fiber Unit, Cordage Branch 
and became chief of that branch 
in December, 1943, in which ca- 
pacity he has served until his 
present appointment. He was 
formerly sales manager and a 
director of the Columbian Rope 
Co., Auburn, N. Y. Franklin F. 
Kidd, has been named Mr. Met- 
calf’s successor as chief of the 
Cordage Branch. He has been 
deputy chief of the branch since 
August, 1944. A former banker, 
he has been in continuous gov- 
ernment service since 1933, prin- 
cipally .with the Federal Home 
Loan Bank Administration, 
Home Owners’ Loan Corp. and 


the Reconstruction Finance Corp. 





RECOMMENDATION ON 
STEEL LOCKERS READY 


Printed copies of Simplified 
Practice Recommendation R35- 
44, Steel Lockers, Single, Dou- 
ble, and Multiple Tier, are now 
available. The recommendation 
will be effective when materials 
which are now critical become 
available. The recommendation 
eliminates two sizes of single- 
tier lockers, and adds two sizes 
of double-tier lockers and three 
sizes of multiple-tier lockers. It 
also changes the size of one 
multiple-tier locker, and certain 
changes and additions have been 
made in the footnotes to the 
tables and in the text. Copies 
may be obtained from the Su- 
perintendent of Documents, Gov- 
ernment Printing Office, Wash- 
ington 25, D. C., for five cents 


each. 
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Tune In: C8S, Sundays, 2:30 P.M, EWI, 
for Admiral’s “World News Today” 


It’s a fact! The new Admiral auto- 
matic record changer will be ‘ool- 
proof. Even the kiddies’ impish 
curiosity won’t impair its auto- 
matic efficiency . . . and that’s rea- 
son enough to turn many a sale 
when you are selling again. In ad- 
dition, an entirely new type tone 
arm will give better reproduction 
and longer life to records. Chang- 
ing time between records will be 
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Admiral Electric Range Admirg! Refrigerator Admiral Home Freezer 
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Record Changer 


“CHILD-PROOF” 


i 


shortened. Trouble-free operation 
will be assured by a minimum of 
moving parts. 

These sales clinching features are 
just a few of the many improve- 
ments you will find everywhere in 
the complete Admiral line. Remem- 
ber, every Admiral product is built 
to outsell competition. So for fu- 
ture sales, act now to Get Aboard 
with Admiral. 


_... Admbral. Cosporation, eves 0,1. OE 


WORLD'S LARGEST MANUFACTURER OF RADIO-PHONOGRAPHS WITH AUTOMATIC RECORD CHANGERS 
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OBITUARIES 








CHARLES MAINS 
Charles Mains, 77, chairman 
of the board of directors of The 
American Pad & Textile Co., 
Greenfield, Ohio, passed away 





CHARLES MAINS 


recently. He was superintendent 
of schools in DePere, Wis., for 
several years, and in 1892 be- 
came associated with The E. L. 
McClain Mfg. Co. in the ca- 
pacity of sales representative. He 
rose rapidly through several po- 
sitions, and soon became secre- 
tary. The business was incor- 
porated in 1903 under the name 
of The American Pad & Textile 
Co. Mr. Mains became its presi- 
dent in 1913, in which position 
he served until 1931. Later he 
became chairman of the board 
of directors, which position he 
held until his passing. 





GEORGE SEALY 


George Sealy, 63, president of 
Black Hardware Co., Galveston, 
Tex., wholesalers, and member 
of the Texas State Prison Board, 
passed away in New York City, 
where he was to attend a meet- 
ing of the Foreign Trade Asso- 
ciation and the National Con- 
ference of Prison Officials and 
Parole Officers. 

Mr. Sealy was chairman of the 
board of the Galveston Wharves 
as well as the Hutchings-Sealy 
National Bank and the Interna- 
tional Creosoting & Construction 
Co. He was also president of the 
Cotton Concentration Co., the 
Gulf Transfer Co. and the Bay 
Cotton Bagging Co.; director 
and treasurer of the Sealy-Smith 
Foundation, chairman of the 
Galveston County War Finance 
Committee, and a life-long mem- 
ber of Trinity Episcopal Chureh. 
In addition to his widespread 





active part in the civic and so 
cial life of the southwest. 

He is survived by his widow, 
two sons, a daughter, two brothers 
and four sisters. 





HENRY P. KNISKERN 


Henry P. Kniskern, southern 
division sales manager for Lan. 
ders, Frary & Clark, New Britain, 
Conn., passed away recently at 
Little Rock, Ark., after a brief 
illness. He had represented the 
company in the south since his 
connection with the Universal 
sales organization in 1926. Prior 
to his association with the New 
Britain company, Mr. Kniskern 
was for many years general man- 
ager of the Clark-Witbeck Hard- 
ware Co., Schenectady, N. Y., 
wholesale hardware distributors. 





RICHARD J. LICKISS 


Richard Julian Lickiss, long 
associated in the hardware trade, 
passed away recently at the age 
of 68 in Percy, IIl., at the home 
of his sister. While a young man, 
Mr. Lickiss was associated with 
his father in the hardware and 
grocery business. He later was 
employed as a sales manager by 
the former Simmons Hardware 
Co., St. Louis, Mo., for 22 year, 
He then joined the former Geller, 
Ward & Hasner Hardware Co., 
wholesale hardware distributors, 
St. Louis, Mo., as a director of 
the firm, and as general manager 
of the sales department. In 1937 
he left this company to form a 
business of his own. After the 
passing of his wife in 1940 he 
disposed of his business and 
made his home with his sister in 
Percy, Ill. He was very active in 
the St. Louis Lodge No. 5 
1.0.0.F. as an officer and a mem- 
ber for 35 years. 





JAMES P. CARROLL 


James Payne Carroll, 75, presi- 
dent of the Charlottesville Hard- 
ware Co., wholesalers, Charlottes 
ville, Va., passed away recently 
in Reading, Pa. He was for many 
ears one of Charlottesville’s most 
active business men, and a former 
member of the City School Board 
and the Chamber of Commerce. 





M. TRUE McDANIEL 


M. True. McDaniel, 75, who 
from 1890 until last August was 
a member of the hardware and 
plumbing concern of Littlefield, 
Frary & Co., in Dover, N. H., 
passed away recently. He is sur- 
vived by his widow, one sister 
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J. FRANKLAND MILLER 


Although his associates hoped 
he had a fair chance to recover 
his health, the sudden passing on 
Dec. 13 of J. Frankland Miller, 





J. FRANKLAND MILLER 


vice-president, Bigelow & Dowse 
Co., Boston, Mass., wholesale 
hardware distributors was a 
shock to all of them. He had 
been ill for four months, 

Frank, as he was better known, 
to hundreds of hardware men, 
joined Bigelow & Dowse Co., in 
1900 as an office boy. Later he 
was promoted to the purchasing 
department and in 1915 he was 
named vice-president in charge of 
purchasing in which capacity he 
continued until the time of his 
demise. Mr. Miller’s keen judg- 
ment, his sense of values and his 
love and loyalty for his house 
had much to do with the com- 
pany’s progress. 

Mrs. Miller survives. 





CHARLES S. TROTT 


Charles S. Trott, 45, assistant 
treasurer and sales manager of 
the Parker-Kalon Corp., 200 
Varick St., New York City, 
passed away recently, Mr. Trott 
was connected with this com- 
pany and its predecessors for 29 
years, and directed its sales and 
advertising departments for 22 
years. 


EARL F. MAYER 


Earl F. Mayer, 56, general 
manager of the Clinton Lock Co., 
Clinton, Iowa, passed away re- 
cently after suffering a heart at- 
tack. Mr, Mayer had been asso- 
ciated with the lock company 
since 1906, starting as an office 
boy and working up to the post 
of general manager. He is a 
former member of the city coun- 
cil, of the board of directors of 
the Lyons independent school 
district, and he served 14 years 
as a member of the park board. 
He is a past director of the 
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chamber of commerce, past di- 
rector of the YMCA, was active 
in scouting, past senior councilor 
of Clinton council 331, past noble 
grand of the Odd Fellows and 
also participated in Masonic 


activities. 


WILLARD R. LESHURE 


Willard R. Leshure, 81, a pio- 
neer in the grinding wheel in- 
dustry and owner of a corundum 
mine in Franklin, N. C., died 
recently. Mr. Leshure was asso- 
ciated with his son in the op- 
eration of the Acme Abrasive 
Wheel Co., Thompsonville, Conn. 





E. J. MERRIFIELD 


Edwin John Merrifield, 86, 
owner and operator of the Bloom- 
ingdale Hardware & Implements, 
Bloomingdale, Mich., passed 
away recently after an illness of 
several months. Mr. Merrifield 
became affiliated with the Bloom- 
ingdale Hardware & Implements 
in 1887, and had also been con- 
nected with numerous other 
firms in the retail hardware 
field. He was a partner in the 
South Haven Hardware & Im- 
plements, and was interested in 
that firm for 41 years having 
been full owner for about half of 
that time. In 1902 he acquired a 
full interest in the Gobles Hard- 
ware & Implement and retained 
it for 26 years. He then formed 
a partnership in that firm, with 
Styles Bros., for two years. He 
later gave the business to his 
daughter and her husband, Mr. 
and Mrs. R. Curtis, in 1928. He 
was a partner in the Middleville 
Hardware & Implements for four 
years, at the end of which time 
he gave it to another daughter 
and her husband, Mr. and Mrs. 
Verne Congdon. He was also a 
partner in the Lawton Hardware 
& Implements from 1917 till 
1919. 

He had a partnership in 
a wood and coal business for 20 
years, and still maintained an 
interest in the Bloomingdale 
Lumber Co., until the time of his 
passing. He was a member of 
the Harpware Ace Fifty Year 
Club, member of the village 
council and school board. 





E. J. MERRIFIELD 
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LATEST REPORT SHOWS $91,000,000 
HELD IN SURPLUS GOODS BY TREASURY 
DEPARTMENT’SPROCUREMENT DIVISION 


Clayton's report expresses belief surplus goods can 
be disposed of without harm to national economy. 
More informational policies on sales of lots sold 
outside regular trade channels. Surplus Reporter 


issuance will answer criticisms of distributive trades 


if it actually. lists all surplus goods 


(Washington Bureau 
of HARDWARE AoE) 

Expressing firm conviction that 
surplus war property can be dis- 
posed of without damage to the 
national economy, former Surplus 
War Property Administrator Will 
Clayton in November submitted 
to James F. Byrnes, Director of 
War Mobilization, a report on 
the activities of the Surplus War 
Property Administration ~ based 
on its first seven months of oper- 
ation. The report to Justice 
Byrnes deals comprehensively 
with the activities of SWPA in 
preparation for the enormous dis- 
posal problem that lies ahead. 
In his report Mr. Clayton refers 
to the salient features of the 
Baruch-Hancock report and ex- 
plains the steps taken by his 
agency to carry them out. 

According to the report sur- 
plus property held for disposal 
by the Procurement Division on 
Sept. 30, the latest date for which 
data are available, totaled ap- 
proximately $91,000,000. More 
than one-half of this amount, or 
$51,000,000 (appraised value), 
represented surplus in the so- 
called “confirmed” inventory, 
which consists of property that 
has been classified and ap- 
praised for disposal. The “tran- 
sit” account, consisting of prop- 
erty not yet classified nor ap- 
praised, amounted to $33,000,000 
(cost) and the small remainder 
or $4,700,000 of property, repre- 
sented miscellaneous old ac- 
counts. 

During the four-month period, 
June to September, the Procure- 
ment Division received declara- 
tions of surplus property from 
the owning agencies, chiefly the 
War Department, that totaled 
$98,000,000. Dispositions of sur- 
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plus consumer’s goods in the 
same period amounted to $37,- 
000,000 (appraised value), nearly 
two-thirds of which represented 
salés, The remainder was al- 
most entirely transfers to gov- 
ernment agencies. 

The report says that inasmuch 
as acquisitions exceeded disposi- 
tions during the period, the 
amount of surplus property for 
which the Procurement Division 
has disposal responsibility, al- 
though still small, rose appreci- 
ably and was three times greater 
on Sept. 30 than it was four 
months earlier. Moreover, about 
one-third of. the property held 
on Sept. 30 was in the “transit” 
account, awaiting classification 
and appraisal. The Procurement 
Division recognizes that the two 
problems, the rapid growth in in- 
ventories and the size of the 
“transit” account, represents a 
challenge to the ingenuity and 
resourcefulness of the disposal 
personnel to improve current pro- 
cedures in order to meet the 
more acute problem of surplus 
disposal anticipated after Ger- 
many falls. 


Ready for Disposal 


Surpluses ready for disposal 
by the Procurement Division on 
Sept. 30, consisted of a wide 
variety of products, those classes 
exceeding $2,000,000 each (ap- 
praised value) being: miscel- 
laneous manufactured end prod- 
ucts, chiefly surgical and medical 
supplies ($7,600,000): motor ve- 
hicles and parts ($7,400,000) ; 
metal industry products, except 
machinery ($3,900.000); furni- 
ture and fixtures ($3.500,000). 

The principal. problems in- 


volved in disposing of most con- 





available. 


sumers’ goods, the Procurement 
Division has found, according to 
the report, consist of determin- 
ing (a) the outlet or trade chan- 
nel to be used, (b) the size of 
the lots in which the property 
should be offered, and (c) the 
method by which the property 
should be priced and the sale 
executed. Thus far, these deter- 
minations have been made 
largely by considering the par- 
ticular conditions of each case 
and making decisions accord- 


ingly. 
How Offered 


Property may be offered to the 
manufacturer, wholesaler,  re- 
tailer or consumer, or any com- 
bination of these. It is claimed 
that for practical reasons, how- 
ever, the Procurement Division 
makes no sales directly to the 
consuming public. No attempt 
has been made to establish Gov- 
ernment-owned and operated re- 
tail outlets. 

The Procurement Division also 
does not sell surplus consumers’ 
goods in the United States di- 
rectly to foreign nationals. After 
consulting with representatives 
of the State Department and 
FEA, the Surplus War Property 
Administrator recommended to 
the Procurement Division that a 
disposal agency should not deal 
directly with foreign importers, 
inasmuch as such action would 
place the disposal agency in the 
position of an exporter and thus 
be in direct competition with 
United States exporters. No ob- 
jection was found, however, to 
the Treasury’s dealing with an 
agent, or branch office, of a pros- 
pective foreign buyer, if the 
agent were situated in the United 





States and could handle the de- 
tails of export clearance and 
shipping. 

Customarily, the Procurement 
Division offers the merchandise 
to the manufacturer when the 
product is one which has to be 
reworked or altered in some im- 
portant respect, when its value 
lies in the component materials 
to be reclaimed from it, when 
service in connection with the 
sale is important and must be 
rendered at the manufacturer 
level, when brand reputation 
might otherwise be jeopardized, 
when quick and equitable distri- 
bution can best be obtained by 
this method, or when sale to 
distributors and dealers might be 
so disruptive as to cause unem- 
ployment at the manufacturing 
level. 


Approach to Wholesaler 


The wholesaler is approached 
when conditions such as those 
just cited are not present and 
when the property is of a type 
usually distributed through suci 
channels. The retailer is ap- 
proached when the property is 
the type which the retailer usu- 
ally buys direct from manufac- 
turers. Generally, the larger the 
available surplus, the greater is 
the likelihood that all three 
levels of trade will be ap- 
proached. 

The section of the report on 
consumers’ goods surpluses de- 
voted to lot sizes is the one most 
open to effective criticism. This 
section says that in conformity 
with the policy of SWPA, the 
desire to enable small concerns 
to participate in the marketing 
of surplus property has been the 
principal factor governing the 
determination of the lot size. The 
practice, however, has been to 
offer consumers’ goods in lot 
sizes which have been established 
for small businesses by trade 
custom, although not always in 
such small lots as to be neces- 
sarily attractive to the smallest 
retailers. It has seemed desir- 
able to cater to the smallest re- 
tailers of consumers’ goods 
through their wholesalers. 

However, in many cases sur- 
pluses in average-sized lots were 
never offered to a renresentative 
section of either the wholesale or 
retail trade, and consequently 
were sold outside regular trade 
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channels. Nor has information 
been available on many of the 
lots until] after they were sold, 
much to the dismay of the trade 
press assigned to Washington. 
Promises on more adequate in- 
formational policies have been 
made countless numbers of 
times. 

It is hoped that with an ever 
increasing number of employees 
this awkward situation will be 


remedied. The Office of Surplus 


Property of the Procurement Di- 
vision increased its force by 1079 
employees between March 1 and 
Oct. 1, 1944. This number repre- 
sents additions to the Washing- 
ton office as well as the regional 


offices. 





It is also hoped that the issu- 
ance of the Surplus Reporter by 
each of the 11 regiqnal offices 
will provide adequate informa- 
tion on available surpluses. 

The Reporter advises firms 

what is being offered, where it is 
located and the method which 
will be used to sell it. 
- If the sale is to be made by 
invitation to bid, forms will be 
sent. If sale will be made by 
fixed price, negotiation or other- 
wise, the prospective purchaser 
will be advised. 

The new system which is 
aimed at coordinating surplus in- 
formation on a _ national basis 
will make it no longer necessary 
to automatically send invitations 





to bid. In the future, those inter- 
ested will request invitations on 
items wanted. 

If the Surplus Reporter publi- 
cation actually lists all available 
surpluses much of the criticism 
of the distributive trades will 
have been answered. However, 
at the time of this writing the 
policy of the. Procurement Divi- 
sion still seems to be to make 
available only information on 
surpluses that are difficult to 
merchandise. 

In regard to prices the Pro- 
curement Division has operated 
under OPA and SWPA policies 
when determining the prices at 
which goods are to be sold. An 
effort is being made by the Divi- 





sion to furnish OPA with more 
information on surplus commodi- 
ties so that transactions in such 
surpluses may be removed more 
rapidly from price control when- 


ever possible. Conversely, OPA 
has issued pricing orders specifi- 
cally designed to cover govern- 
ment surpluses. 

The sealed-bid method for sale 
has been used far more than 
negotiated-sale or auction. How- 
ever, recently there has been 
greater emphasis on the nego- 
tiated sale method because, if 
carefully employed, the Treasury 
feels it can result in distribution 
as equitable as the sealed-bid 
method and because it may bring 
a higher price and involve less 
expense. 








WPB LIMITS CIVILIAN ITEMS TO 
1944 FOURTH QUARTER PRODUCTION 


ORDER APPLIES CHIEFLY TO HARD LINES 


General ‘policy of WPB not to approve amend- 
ments or revocations of “L”’ or ““M"’ orders that 
would increase production over levels author- 
ized in fourth quarter of 1944 except for quan- 
tities of goods clearly needed for essential 
war supporting effort or essential export needs. 


War Production Board pro- 
grams for the manufacture of 
civilian items will, in general, 
restrict quantities to the level 
allowed during the fourth quar- 
ter of 1944, WPB announced 
Dec. 16 in taking further action 
to prevent reconversion from in- 
terfering with production for 
military needs. 

This restriction is one of sev- 
eral set up by a new WPB in- 
ternal policy order issued to 
establish the level that civilian 
production will not be allowed 
to exceed. The order applies 
chiefly to hard goods and end 
products rather than to soft 
goods, primary materials and 
components. Other points set 
forth in the order include: 

1, Increases in programs will 
not be allowed in excess of the 
quantities clearly required to 
maintain essential war-supporting 
activity in the civilian economy 
and to fulfill essential exp&ft re- 
quirements. 
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2. If military requirements for 
items on the order’s List A that 


are also programmed for civilian 


production are decreased, no in- 
crease may be made in the level 
of production of that item for 
civilian use unless the area pro- 
duction urgency committee de- 
termines in each factory the fact 
that a decrease in total produc- 





tion would not release workers, 
either locally or interregionally. 
List A covers: trucks and truck 
tractors, off-the-highway trucks, 
truck trailers, motorcycles, power 
cranes and shovels, heavy motor 
graders, tracklaying tractors, bi- 
cycles and powercycles, commer- 
cial electric food equipment, 
cutlery, industrial power trucks, 





typewriters, commercial laundry 
machinery, 35 mm. motion pic- 
ture equipment, locomotives 
(steam and diesel), railroad 
cars, buses and bus bodies. 

3. Any production authorized 
in excess of the approved level 
shall be undertaken under Pri- 
orities Regulation 25, the “spot 
authorization” procedure, which 
has already been sharply re- 
stricted. This production would 
be given a deferred allotment of 
controlled materials and no pri- 
orities assistance, except that a 
rating of AA-5 would be granted 
on materials for items on the 
“preferred list” of essentials. 

4. It will be the general WPB 
policy not to approve amend- 
ments or revocations of “L” 
and “M” orders that would re- 
sult in any jncrease of produc- 
tion over the levels authorized in 
the fourth quarter of 1944, un- 
less the increase is clearly jus- 
tified under point 1 above. 








Permit Manufacture of Alfalfa Forks 


Alfalfa forks conforming to 
stated specifications may now be 
manufactured, the War Produc- 
tion Board announced Dec. 16. 
Action is taken by an amend- 
ment to Schedule V of the hand 
tools simplification order, L-157, 
which lists the types, kinds, 
grades and sizes of hand forks, 
hand hooks, hand rakes, hand 
hoes, hand eye hoes and hand 
cultivators that may be manu- 
factured. A manufacturer is per- 





mitted to produce either alfalfa 
forks or header forks, but not 
both. 

This amendment also exempts 
certain items from the restric- 
tions of the Schedule, that is, 
they need not conform to the 
specifications of the schedule’s 
Appendix A. Exempted items in- 
clude: 1. hand forks, hooks, 
rakes and hoes made especially 
for the sea-food industry, which 
require highly specialized items 





not used for other work; hand 
broom rakes and hand cultivators 
with handles less than 18 in. 
long. These items can be made 
from scrap material and are 
usually produced as _ factory 
“fill-in” or by small concerns. 
No increase in manpower require- 
ments will result from the modi- 
fications made by this amend- 
ment to Schedule V, WPB offi- 
cials said. 
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CONTINGENT ON GOVERNMENT REGULATIONS 


K aay for Cage 
Hands 7twarting 


Your cus- 


A brighter day is here 
tomers can soon enjoy those famous 
Kromex Specialties in aluminum, 


thanks to W.P.B.’s spot authorization 


‘ 

Pat BRIGHTER TOMORROW js HERE TODAY, 
However, the supply of Kromex items 

is naturally limited. So place your 
orders for such outstanding numbers 

as the Kromex Kakover, Cookie 
Sheet, Serving Tray, Sizzling Broiler 
and other new items. Distributed by 


Tole lTate Malelaehazela-Mi(e)*) o\-163 


WRITE FOR DETAILS AND NAME OF 


The KROMEX Corporation 


118 St. Clair Ave., N. E. * Cleveland 14, Ohio 
New York Office: 


JOBBER NEAREST 


1150 Broadway 
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Self-rationing of insect screen 
cloth (fly screen) has been re- 
quested of all dealers, the War 
Production Board’s Office of Ci- 
vilian Requirements announced 
Dec. 15 as it became evident that 
increased military demands would 
cut deeply into supplies that are 
already below pre-war levels be- 
cause of labor shortages in the 
factories. The severe shortage of 
screen cluth was outlined in the 
Dec. 7, 1944, issue of HARDWARE 
AcE on page 136. 

WPB officials anticipate that 
material available for the main- 
tenance and repair of screens will 
fall to about one-third of normal 
requirements for the next six 
months and that only minimum 
essential supplies will be ayail- 
able for screening on new con- 
struction until fairly late in 1945. 

Production during the 1943-44 
period was 30 per cent below 
that of 1940-41, WPB officials 
said. Plenty of facilities and ma- 








WPB Requests Dealers To 
Use Self Rationing On 
Insect Screen Cloth 


terials, except copper and bronze, 
are available, but 1200 workers 
are needed to bring production 
up to the necessary level to meet 
all demands. 

In order to fill essential re- 
quirements, storekeepers and 
other dealers are being urged to 
carefully self-ration their sales of 
insect screen cloth so it will be 
distributed as widely as possible 
among those most urgently in 
need of it. During the coming 
year, retailers are being asked to 
sell only a limited amount to 
any householder. Preferences will 
be given to hospitals, schools, in- 
stitutional buildings and places 
where food is processed or sold, 
including restaurants where there 
is an urgent need of insect screen 
cloth for maintenance and repair. 
Those on the preferred list are 
being requested to check care- 
fully their requirements so that 
the curtailed supply will go as 
far as possible. 











Dealer Stocks of Most Rationed Stoves 


Sabstantially Decline Under Rationing 


Dealer inventories of most types of rationed stoves have declined 





substantially since rationing began, Max McCullough, OPA Deputy 
Administrator for Rationing, said Dec. 21, 1944, in releasing 
figures on estimated stove inventories in dealers’ and distributors’ 
stocks. 

Nation-wide rationing of all types of coal, wood, oil and gas 
cooking and heating stoves began on Aug. 24, 1943. After a little 
more than a year—Oct. 16, 1944—coal and wood stoves were re- 
leased from consumer rationing because of improved supply condi- 
tions and the better distribution that had been achieved through 
the rationing system. Al] oil and gas cooking and heating stoves, 
however,.remain on the rationed list. 

The following table lists the number of certificates issued to 
consumers during the year ended Sept. 30, 1944, and the estimated 
rationed stove inventories in the hands of the trade Nov. 1, 1944, 
and at six-month intervals from October, 1943, to October, 1944: 








Certificates Trade Inventories 
issued during dea 
year ending and distributor etocks) 
Types Sept. 30, Oct. 1, April1, Oct.1, Nov. 1, 
of Stoves 1944 1943 1944 1944 1944 
Heating Stoves 
Coal-Wood* . 843,075 507,000 423,000 487,000 ...... 
OD in caisidr . 316,239 181,000 160.000 103,000 75,000 
Gas .........-. 571,404 215,000 143,000 228,000 131,000 
Cooking Stoves 
Coal-Wood* . 411,951 71,000 98,000 128,000 ...... 
,, ree . 632.306 55,000 000 79,000 84,000 
G 618,570 101,000 ,000 00 74,000 


ae ae At eee 75,0 
*Removed from consumer rationing, Oct. 16, 1944. 
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WPB Issaes Clarifying Bulletin 
On Fractional H. P. Motor Baying 


Despite heavy military demand 
for fractional horsepower motors, 
some increase in output is mak- 
ing it possible for manufacturers 
to ship several thousands each 
month for the most essential 
farm and civilian replacement 
use, the War Production Board 
said Dec. 13. Repair shop owners 
were advised by WPB to shop 
around for suppliers who can fill 
their orders, and to urge sup- 
pliers to file an application with 
WPB each month for allocation 
of small motors. 

Repairman needing small mo- 
tors for replacement in refrig- 
erators, commercial refrigeration 
systems, washing machines, oil 
burners, coal stokers, pumps, etc., 
should use the AA-3 rating as- 
signed to them by Controlled Ma- 
terials Plan Regulation 9A in 
placing orders with motor sup- 
pliers, WPB officials said. These 
suppliers include washer, refrig- 
eration or industrial machinery 
jobbers, electrical wholesalers, 
motor dealer agencies, factory 
branches, and mail order houses. 

Clarification of procedure to 
aid both repairmen and suppliers 
in obtaining small motors fol- 
lows: 

1. Suppliers who have frac- 
tional horsepower motors in stock 
are. required to fill repair shop 





orders carrying AA-3 ratings if 
the motors are not needed to fill 
higher rated orders. The buyer, 
however, must meet the seller’s 
regularly established prices and 
terms of sale. 

2. Suppliers are not permitted 
to demand an old motor in ex- 
change for a new one as part 
of the purchase price on orders 
with AA-3 ratings. 

3. Motors may be sold only on 
rated orders, excent when needed 
for replacement of disabled mo- 
tors. In such cases, the old motor 
must be taken in exchange, re- 
paired if practicable, and re-sold 
under similar conditions. 

4. Suppliers who are regular 
sellers of fractional horsepower 
motors should file Form WPB- 
547 each month stating one 
month’s requirements, instead of 
at irregular intervals. They will 
thus place themselves in a bet- 
ter position to obtain their share 
of the supply available for ci- 
vilian use, since motors are allo- 
cated on a month-to-month basis. 
This is considered the best pro- 
cedure for equitable distribution 
through jobbers and dealers. 

5. Small motors are allocated 
and ratings for their purchase 
are assigned only to firms that 
have regularly carried such mo- 
tors in stock. 








Announce Pricing Formala on Unplated 
Polished Brass Plumbing Items 


A simple pricing formula ap- 
plying to all sellers of unplated 
polished brass plumbing fixture 
fittings and trimmings was an- 
nounced Dec. 22 by OPA. This 
action became effective Dec. 23, 
1944, follows revision of a War 
Production Board limitation 
order that previously prohibited 
production of the items, OPA 
said. 

Although manufacturers may 
now resume production of the 
brass fittings and trimmings, the 
use of chrome plating as a finish 
for the products has not been 
allowed. 

This formula permits manu- 
facturers and resellers who had 
prices in effect for chrome plated 
brass plumbing fittings and trim- 
mings during March, 1942, to use 
those prices for the unplated 
polished articles. The same dis- 
counts, allowances and price dif- 
ferentials to the various classes 
of purchasers in effect during 
March, 1942, for plated items re- 
main in effect for the unplated 
articles. Manufacturers who were 
not producing the fittings and 
trimmings—either plated or un- 
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plated—in March, 1942, will es- 
tablish maximum prices under 
the building materials regulation 
(MPR No. 188). Resellers who 
did not handle the commodities 
during March, 1942, will estab- 
lish their ceilings under the Gen- 
eral Maxiaum Price Regulation. 
Both these regulations have a 
base pricing date of March, 1942. 





RESTRICT SALES OF 
METAL WINDOWS 


Restrictions on the sale of 
metal windows have been estab- 
‘ished to take the place of re- 
strictions on their manufacture, 
WPB announced Dec. 16. This 
action will enable manufacturers 
to make standard and economic 
runs and to utilize labor more 
effectively, WPB said Dec. 16. 
The change, effected through an 
amendment to Order L-77, per- 
mits manufacturers to sell or 
deliver metal windows to fill 
orders rated AA-5 or better. For- 
merly, they were permitted to 
manufacture metal windows only 
to fill orders from the military 
or those with AA-5 or better 
ratings. 
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This Gilmer “Eye-Ful” 
Tower Assortment (No. 
350) contains the 35 most 
frequently requested V-Belts. It’s a complete belt 
department in space-saving size...small enough 
to go on counter or in window without crowding, 
and firm enough to stand on floor without tipping. 


Many of your customers, with washing machines, oil 
burners, power tools, and other small appliances, 
need V-Belts for replacements. With the Gilmer 
Assortment you can supply them, for it will take 
care of 887 different light-duty requirements. 


Cash in on this profitable replacement market now. 
The Gilmer Assortment, with its selling accessories, 
goes to you complete at a cost of only $21.01. Your 
profit is $14.01. Just sign and mail the coupon below. 


L. H. GILMER COMPANY 
’, Tacony, Philadelphia 35, Pa. 


Division of United States Rubber Company 


— eee" 


OMPANY 
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L. H. GILMER © 
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Here’s two pounds of tempered 
steel that’s carried an old Maryland 
name all ’round the world. 

Briddell of Crisfield. Meat men 
say that mame on a cleaver means 
the best cleaver they’ve ever swung. 
Fine balance, perfect temper, an 
edge that stays keen. From down 
Crisfield-way, meat men know, 
comes a tool they can rely on. 

Might say in closing that Briddell 
workers can’t forget that the cleav- 
ers and other hand tools they make 
must help other workers make a 
living. For further details ask your 
supplier. 


Flog ewarded January 4, 1944 Wx Stor aworded June 24, 1944 


KEEP ON 
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WARTIME MAKERS OF ROCKET PROJECTILES 


BUYING WAR BONDS 
Ss. D. BR 
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Maryland + Craftsmen in Metal since 1895 














Higher Ceilings Planned 
By OPA on Rifles, Shotguns 


Ceiling price increases shortly 
to be authorized for manufac- 
turers of rifles and shotguns can 
be absorbed by jobbers and deal- 
ers to such an extent that only a 
small increase in prices to con- 
sumers will be necessary, officials 
of the Office of Price Adminis- 
tration told representatives of 
these two distributive groups at 
two recent informal meetings in 
Washington, D. C. 

The forthcoming increases in 
manufacturers’ ceiling prices, 8 
per cent on rifles and 9 per cent 
on shotguns, result from a recent 


| industry study, and are based on 


the “product standard.” This 
standard, used when over-all in- 
dustry earnings are satisfactory, 
permits price increases on a par- 
ticular product or line to the ex- 
tent necessary to cover the out- 
of-pocket costs — in this case 
found to be equal to factory 
costs—of the highest cost stable 
producer of the product. 

Using standards parallel to 
those applied to the manufac- 
turers, OPA says that it first 
found that the over-all earnings 
of hardware wholesalers and re- 


| tail dealers, the principal sellers 


of firearms for civilian use, had 
increased very substantially in 
comparison with the 1936-1939 
base period. Hardware whole- 
salers showed net earnings before 
taxes of 6.6 per cent on sales in 
1943, according to trade associa- 
tion figures, it was pointed out, 
as against 3.74 per cent in the 
base period. Retail net margins 
on sales, before taxes, increased 
from 3.46 per cent in 1936-1939 
to 10.68 per cent in 1943. Sales 
volume for both groups in 1943 
was larger than the pre-war aver- 
age. 

The product standard as ap- 
plied to wholesalers and retailers, 
OPA said, cannot practically be 
figured in precisely the same way 
as it is for manufacturers. The 
number of firms and variety of 
products involved preclude the 
keeping of unit cost records on 
individual products in most 
stores. In adapting the product 
standard to hardware dealers 
OPA has used a margin sufficient 
to cover the average total oper- 
ating expense of the hardware 
trade. The same standard was 
applied to wholesalers. 





For wholesalers this figure was 
found to be 16.25 per cent of 
sales and for retailers 20.75 per 
cent, in 1943, according to trade 
association data. Those present 
at the meetings with the trade 
groups were given assurance that 
OPA did not intend to cut the 
distribution margins on firearms 
below the total cost of doing 
business on them as measured by 
these figures. Since over-all earn- 
ings are highly satisfactory, and 
firearms represent only a few of 
the many articles handled by 
hardware stores, these new prices 
are generally fair and equitable, 
OPA said. 

On this basis, it was estimated 
that on rifles the jobber will 
absorb 2.65 per cent out of the 8 
per cent increase given the manu- 
facturers; the dealers will absorb 
3.15 per cent; and 2.2 per cent 
of the manufacturers’ increase 
will be passed on to the con- 
sumer. On shotguns, the jobber 
will absorb 2.46 per cent out of 
the 9 per cent granted the man- 
ufacturers; the dealers, 2.84; 
and 3.7 per cent will be passed 
on to the consumer. 

Average increases in prices of 
rifles sold by wholesalers will be 
4.3 per cent; the consumer will 
pay 1.4 per cent more on the 
average. For shotguns, the aver- 
age increase by wholesalers will 
be 5.3 per cent; the consumer 
will pay 2.3 per cent more on the 
average. 

The jobbers asked that the new 
price regulation not be issued 
until they could present figures 
in connection with their request 
for the continuation of the cus- 
tomary mark-up. OPA stated 
that immediate action was neces- 
sary because some shipments of 
firearms are ready to be made, 
and, therefore, the best data now 
available must be used. How- 
ever, OPA agreed to make ad- 
justments should data submitted 
later warrant such action. This 
applies to dealers as- well as 
jobbers. 


INVALIDATE TIRE 
CERTIFICATES WHICH 
PREDATE APR. 1, ’44 
Tire ration certificates dated 

March 31, 1944, and earlier were 
invalidated Dec. 23, 1944, by the 
Office of Price Administration. 
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WPB Acts to Speed Production 
Wood and Steel Farm Hames 


To speed up production of 
farm hames, the War Production 
Board has required manufactur- 
ers to produce minimum quanti- 
tie of this essential harness 
equipment by March 31 and 
June 30, 1945, it was announced 
Dec. 19, 1944. 

Manufacture of hames for the 
year July 1, 1944 to June 30, 
1945 was approximately 44 per 
cent behind schedule for all types 
of hames, as of Dec. 1, 194, 
WPB revealed. The year’s pro- 
duction quota for hames (Sched- 
ule B of the Farm Machinery 
Order, L-257) was set at approxi- 
mately 470,000 pairs, or 100 per 
cent by weight of the base pro- 
duction period. Individual man- 
ufacturers’ production programs 
up to Dec. 1, 1944, showed lags 
in production schedules of from 
25 to 70 per cent, WPB said. 

Direction 5 to Order L-257, 





issued Dec. 16, requires each 
manufacturer of hames to pro- 
duce at least 40 per cent by 
weight of his uncompleted quota 
as of Dec. 16 by March 31, 1945, 
and at least 80 per cent by 
weight by June 30, 1945. Man- 
ufacture of hames shall be given 
precedence over all other pro- 
duction in the manufacturer’s 
plant except orders rated higher 
than AA-2, the direction adds. 

Appeals from the provisions of 
Direction 5 may be made on the 
ground that compliance will re- 
sult in production at a loss, if 
application for price relief on 
this ground has been first filed 
with the Office of Price Admin- 
istration, the direction states. 
Appeals may also be made on 
any other grounds directly to 
WPB. 

Both wood and steel hames are 
in extremely short supply. 








Ease Copper, Copper Base Alloy Uses 
For Fire Hose Couplings, Etc. 


Restrictions on the use of 
copper and copper base alloy in 
the manufacture of 1% inch and 
2% inch fire hose couplings were 
removed Dec. 21 by the War 
Production Board through issu- 
ance of Order L-39 as amended. 
Malleable iron, formerly used, is 
in critically short supply, WPB 
officials said. Manufacturers will 
be able to make a better product 
with copper and copper base al- 
loy and to use manpower and 
machines more efficiently. 

Other principal changes made 
in the amended order, which 
covers fire protective, signal and 
alarm equipment, follow: De- 
flectors on sprinkler heads, for 
which copper castings were form- 





erly required, may now be made | 


of copper sheet. 

Alloy containing 2 per cent 
fin is now permitted in the man- 
ufacture of lever arms of auto- 
matic sprinkler heads. No tin 
was formerly permitted. 

Restrictions on the manufac- 
ture of stirrup pumps and in- 
cendiary bomb control equip- 
ment have been removed from 
the order. Also removed are 
restrictions on the manufacture, 
sale and delivery of air raid 
warning devices requiring motors 
larger than 3 horsepower, and on 
the manufacture, purchase, sale 
and delivery of smoke, fire or in- 
tiusion detector equipment em- 
ploying photo-electric principles. 








Materials Restrictions Eased for Flashlight 
Cases and Other Types Portable Elec. Lights 


Restrictions on the types of 
steel permitted to be used in 
the manufacture of flashlight 
cases and other types of portable 
electric lights have been relaxed, 
but over-all production will not 
be increased, the WPB said on 
Dec. 15. 

Limitation Order L-7], as 
amended, permits the use of any 
type of steel, except stainless 
steel, for portable electric lights. 
The only types of steel previous- 
ly permitted to be used for this 
purpose were tin mill blackplate 
rejects and wasters, which manu- 
facturers found difficult to fabri- 
cate. Ziac, previously permitted 
to be used only for electrical 
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contact fittings and _ reflectors, 
may now be used freely for any 
portable electric light part. Mag- 
nesium may also be used without 
restriction in making portable 
electric lights under the amended 
order. 

This amendment deletes the 
provision prohibiting the distri- 
bution of certain types of bat- 
teries for use in standard wave 
length radios. However, produc- 
tion of all dry cell batteries is 
authorized on Form WPB-2719, 
and WPB does not intend to 
permit at this time any further 
expansion of production of these 
types of batteries for use in 
standard wave length radios. 
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China and pottery prices — 
China and pottery manufacturers may 
apply to OPA for increases in their 
ceilings of certain items, under an 
amendment issued to Regulation 116 re- 
cently—to encourage continued produc- 
tion of certain lines, A manufacturer is 
eligible to apply if: his china or pottery 
is not sold to household consumers in 
any form, but to persons such as pro- 
fessional, industrial or commercial con- 
sumers who use it in the conduct of 
their business; or if his china or pot- 
tery is sold to a small number of pur- 
chasers (for resale) one of whom buys 
at least one-third of the manufacturer’s 
entire output of the article. These pur- 
chasers must agree to absorb such in- 
crease. 

* * * 

Tire ceiling increases ex- 
tended—-OPA has announced that all 
temporary increases in manufacturers’ 
and branch owners’ ceiling prices for 
civilian replacement tires, which were 
to have expired Dec. 15, will remain 
effective until April 15, These tempo- 
rary increases are 8.9 per cent of the 
maximum retail price on passenger car 
and motorcycle tires and 6.5 per cent 
of the maximum retail price on all 
truck and bus and certain special ser- 
vice type tires. 

. > . 

War-model bicycle prices — 
Amending price regulations 158 and 
188, OPA has issued ceiling prices, in 
line with those of March, 1942, for 
newly authorized war model light 
weight and balloon tire conventional 
and war model folding bicycles, for sales 
by manufacturers, wholesalers and re- 
tailers. Typical) retail ceiling prices for 
the four types of bicycles, without head- 
lights, when sold in the Eastern states 
are: Lightweight folding bicycles, 
$41.75; balloon-tire folding - bicycles, 
$44.50; lightweight conventional _bi- 
cycles, $32.50; balloon-tire conventional 
bicycles, $34.75. Certain sellers, in- 
cluding mail-order houses, have special 
provisions for computing their ceilings, 
and ceiling prices are set slightly higher 


124 


in specified Middle Western and West- 
ern areas because of the additional 
freight costs. A typical retail price in 
the Middle Western area for a light- 
weight bicycle will be $1.00 higher than 
the corresponding eastern zone price, or 
$1.10 higher in the case of a balloon- 
tire bicycle. In the western zone, retail 
prices would be $2.00 and $2.20 higher 
than’in the eastern zone for the same 


bicycles. 
7” . 7 


Linseed oil pricing—Linseed 
replacement oil may be sold in 55-gal- 
lon drums on a drum-included basis— 
with an extra charge for drums—pro- 
vided the purchaser is willing to buy in 
this manner, OPA announced Dec. 21. 
This amendment, which became effec- 
tive Dec. 26, 1944, provides that for 
sales of linseed replacement oil made 
with drums included, the extra charge 
made for drums will not exceed the 
ceiling prices for raw used drums ap- 
plicable under MPR 43 if the seller of 
the replacement oil were considered as 
the emptier of the drum. Prior to 
this action, no extra charge could be 
made for drums, but sellers were per- 
mitted to require a’ reasonable deposit 
to insure their return. Since drums 
were scarce, the requirement for their 
return was designed to make it possible 
for the industry to operate with fewer 
new containers. This amendment per- 
mits a seller to offer his buyers the 
option (which must be indicated on the 
invoice) of buying linseed replacement 
oil in 55-gallon drums either on a 
drum-included basis or on the basis of 
a deposit to insure return of drums. 
Amendment No. 196 to Revised Supple- 
mentary Regulation No. 14 makes these 


provisions. 
S @ 6 


New watch pricing—Recently 
OPA announced that a new price regu- 
lation will save purchasers of imported 
watches an estimated $15,000,000 over 
the next six months. Effective Dec. 13, 
the ruling became applicable to a large 
number of watches just arrived in the 
United States, principally from Switzer- 


land. OPA says the calculated retail 
saving will result from a “tightening up 
of pricing at importer levels.” 
. 7 * 
Pricing new lines—Effective 
Dec. 4, for new items of durable goods, 
manufacturers’ applications for maxi- 
mum prices may, in certain cases, be 
referred to its field offices for final ac- 
tion. The “fourth” of the pricing 
methods under the general OPA regu- 
lation 188, provides a means for new 
manufacturers, and for old manufac- 
turers going into an entirely new line 
of business, to secure a specific author- 
ization of maximum prices before 
offering an item for sale. There is no 
change in the pricing standard itself, 
but for the first time, field offices may 
be called upon to authorize the prices 
instead of the Washington OPA Office. 
An applicant, however, must continue 
to send his application for a price to 
the Durable Goods Branch, Office of 
Price Administration, | Washington, 
D. C. The national Office will deter- 
mine if the application is one that can 
be handled by a field Office. If the ap- 
plication is forwarded to the field for 
handling, the manufacturer will be 
notified. 
. * + 
Genera! Electric slimline 
Mazda fluorescent lamps—General 
Electric Lamp Dept., Nela Park, Cleve- 
land, Ohio, established the following 
list prices for its Slimline Mazda Fluo- 
rescent Lamps, effective Dec. 13: The 
42-inch G-E Slimline Mazda F-lamp, 
$1.55; the 64inch size, $1.75; the 72- 
inch size, $2.00; and the 96-inch size, 
$2.70. This new line of four extremely 
“thin” fluorescent lamps was announced 
Oct. 30 “to help lighting equipment 
manufacturers in planning for the time 
when priority limitations are lifted.” 
. * ¢ 
Metal ammunition boxes — 
These boxes no longer suitable for the 
armed forces that have been sold by the 
Government for civilian use were pro- 
vided with ceiling prices by the OPA 
on Dec. 20. These ceilings, effective 
Dec. 21, 1944, are 85 cents each at re- 
tail, 55 cents each at wholesale, and 40 
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FOR QUICK SALES 
AND RECORD PROFITS 





DATOM'S Oblong 
Utility Roaster 


% Heat-Resistant Glass 
dist'nctively beautiful 
%& Dual-Purpose Cover 
can be used as serving platter 
¥%& Popularly Priced 
for volume sales 
%& Sensationally New 
but a sure money-maker 


#13 


Capacity: 7 Ib. roast Packed: 8 to carton 
Size: 13/2"x7%4"x5%4"” Weight: 50 Ibs. 





THE DATOM CO. 


200 Fifth Ave., New York 10, N. Y. 
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WIREGRIP Belt Hooks that can 
be applied with any make lacing 
machines, have double (patented) 
aligning cards that hold hooks in 
perfect alignment, prevent han- 
dling and card-end loss — every 
hook saleable and usable. Made in 
6 sizes. 


STEELGRIP Belt Lacing is applied 
with a hammer. Comes in 8 sizes, 
in standard boxes, handy packages 
or long lengths for wide conveyor 
= Have 2-piece hinged rocker 
pins. 


Priority Business 
—is waiting on belt lacing at local 
plants, and schools. 


Write fer Catalog 


ARMSTRONG-BRAY & CO. 
“The Belt Lacing People” 
5348 Northwest Highway, Chicago, U.S.A. 
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HOME GUARD 


(BBO. U. 8. PAT. OFF.) 
wood trigger 
mouse trap 


McGILL METAL PRODUCTS CO. 
- +» Marengo, Illinois 
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Come RAIN, HAIL oz 
HI 





Order through 
your jobber 


WARSAW, N.Y. 


You Will Profit 
by, Featuring 


DRAKE 


SOLDERING IRONS | 





Outstanding quality values backed 
by 25 years of soldering iron man- 
ufacturing experience, DRAKE 
Soldering Irons have the built-in 
customer satisfaction you find 
profit in selling. There is a 
DRAKE Soldering Iron just right 
for every purpose. 

INDUSTRIAL BUSINESS 


The long-lived stamina of DRAKE Sol- 
dering Irons makes them particularly 
valuable for busy war plants. You can 

sell DRAKE Soldering Irons to those 
plants. 

Illustrated here is No. 701—100-watt g 
DRAKE Soldering Iron. This same type 

ef iron also comes in 60 and 150-watt 


ratings. ASK YOUR 
GB JOBBER 
Write for latest 
a ae information about 
= securing priorities 


DRAKE ELECTRIC WORKS, INC. 


3656 LINCOLN AVE., CHICAGO 13, Itt 































POINT ‘= 
PROMOTION PLAN BRINGS 
IMMEDIATE PROFITS 


Here's everything you need to build 
a substantial increase in Spring busi- 
ness—plus extra all year ‘round 
sales: a product so outstanding in its 
results that it has quickly become 
America’s No. 1 Upholstery & Rug 
Cleaner; and a promotion plan that 
moves the merchandise out of your 
store. 

Get in touch with your jobber, or us 
(mentioning his name) at once. 
JOBBERS: Write or wire for full 
details TODAY. 


P.S. A companion product, MYSTIC ZIP, helps 
double profits. 


MYSTIC FOAM CORPORATION 
2000-7 ST. CLAIR AVE. CLEVELAND 14, OHIO 
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cents each on sales by the Treasury 
Procurement Division to wholesalers. 
On any sales by Treasury Procurement 
to retailers the 55-cent wholesale ceil- 
ing applies. At present the available 
supply of these boxes has been disposed 
of by Treasury Procurement. The ceil- 
ings are for ammunition boxes in new 
condition or having serviceability equal 
to that of new boxes. They do not ap- 
ply to damaged boxes such as those that 
are rusted or dented, that cannot be 
closed, that require painting or other 
reconditioning, or that have similar de- 
fects. 
. . * 

Ammunition carriers—Maxi- 
mum prices for Army-rejected ammuni- 
tion carriers to be sold as tool boxes, 
stationery boxes and safe boxes for valu- 
able papers by approximately 15 manu- 
facturers were announced Dec. 20 by the 
Office of Price Administration. The 
boxes are .50 calibre M-2 ammunition 
carriers, 12 inches wide, 14 inches high 
and 7% inches deep. The manufac- 
turer’s maximum price to retailers is 
$1 each. The prices are set f.o.b. ship- 
ping point and are subject to a cash 
discount of two per cent for payment 
within 10 days. Order No. 3149 to 
Maximum Price Regulation No. 188—- 


Manufacturers’ Maximum Prices for 
Consumers’ Durable Goods other than 
Apparel—effective Dec. 21, 1944, makes 
these provisions. 

* . ” 

Stoker production — In line 
with the program to prevent added ci- 
vilian production from interfering with 
essential war output, members of the 
Stoker Manufacturers Industry Ad- 
visory Committee were advised that au- 
thorizations for the first quarter of 1945 
under the regular program would be 
subjected to a more critical review than 
was the case early in the fourth quarter, 
the War Production Board announced 
recently. In spite of the fact that a 
number of production authorizations 
have been granted, members of the 
committee said that only 50 per cent of 
the stokers authorized are expected to 
be produced in the fourth quarter. 
Factors involved in this inability to 
produce stokers were the shortage of 
motors and difficulties in procuring 
castings, committee members said. 

* . = 

Electric fans — Production of 
propeller-type electric fans under Limi- 
tation Order L-176 for essential hos- 
pital, institutional and industrial pur- 
poses is expected to fall short of the 


estimated requirement of 100,000 for 
1944 by about 25 per cent, War Pro- 
duction Board representatives said at 
the recent meeting of the Domestic and 
Commercial Electric Fan Industry Ad- 
visory Committe. No electric fans are 
being made availabue for home or 


office use. 
: - . 


Radio tube shortage — 
Scarcely half enough radio receiving 
tubes have been available during the 
last two years to replace those worn out 
in civilian receiving sets, and the short- 
age is expected to continue until several 
months after the defeat of Germany and 
Japan. Military demands increased 
from 16 per cent of the total, produc- 
tion in 1941 to 65 per cent in 1942, 82 
per cent in 1943, and 86 per cent in 
1944. No tubes for new home radio 
receivers have been manufactured since 
1942 owing to military demands on the 
electronics industry. During 1944, re- 
placement tubes available to civilians 
cannot exceed 19,000,000, as against 
demands exceeding 36,000,000. How- 
ever, WPB feels that the 19,000,000 
will enable home owners to maintain at 
least one radio receiver in operation. 
The present schedule for the produc- 
tion of civilian receiving tubes in the 
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THEY TELL ME THAT 
DIAMOND 
WRENCHES AND PLIERS 
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first quarter of 1945 is set tentatively at 
about 2,000,000 a month, about 500,000 
a month over the former authorization. 
However, the better monthly produc- 
tion can be attained only if increased 
labor is obtained and military demands 
do not increase. Army and Navy tubes 
not actually needed are being chan- 
neled back to the original manufac- 
turers through the Defense Supplies 
Corp., for redistribution, first for other 
war requirements, and then for ci- 
vilians. 
* * * 

Rotenone—To provide for more 
efficient utilization of the available sup- 
plies of rotenone, the War Production 
Board reported Dec. 12 that restrictions 
would not be placed on the permissible 
rotenone content of insecticides for the 
coming agricultural season. This policy, 
adopted jointly with the War Food Ad- 
ministration, is intended to enable man- 
ufacturers to offer finished insecticides 
having a rotonone content that they 
find necessary .to obtain adequate crop 
protection, the Chemicals Bureau of 
WPB explained. The War Production 
Board emphasized that this in no way 
implies that greater quantities of rote- 
none-containing materials will be avail- 


able for ‘agricultural use next year.: 


Rotenone receipts in 1945 will be ap- 
proximately the same as those in 1944, 
and no liberalization of controls is ex- 
pected until sources located in the 
Pacific areas are once more made avail- 
abue for domestic use, WPB said. 

* a * 

Files and rasps—Shipments in 
the period from January, 1943, through 
September, 1944, increased steadily 
from 1941 through 1943, with monthly 
shipments in 1943 averaging approxi- 
mately $2,046,000. Average monthly 
shipments for the first nine months of 
1944 begin to show a decrease, with un- 
filled orders decreasing proportionately. 
All hand-operated, metal-working files 
and rasps used in industry, on farms, 
and in homes for metal cutting and 
finishing. Restrictions as to simplifica- 
tion and standardization in the manu- 
facture of this product were revoked by 
WPB on Oct. 6, 1944. These data are 
based on reports of 16 companies, and 
represent 98 per cent of the industry, as 
released by the Tools Div., WPB. 

* . * 

Razor blades—Production of 
razor blades in the third quarter, 1944, 
dropped four per cent below the previ- 
ous quarter, and shipments fell off nine 
per cent. However, average quarterly 
production and shipments for the Janu- 
ary-September period of 1944 were 30 
per cent higher than the 1943 average. 
Shipments through commercial channels 
in the third quarter of 1943 accounted 
for 59 per cent of the total; in the 
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£850 Breast Chain Slide 
Snap. Used on $220 Breast 








MIDLAND 


A COMPLETE 
Fast-Selling Line 


Concentrate on Midland Sad- 
dlery Hardware and chains— 
the complete, fast-selling line 
that is “tops” in its field. Sim- 
plify your stocks, make stock- 
keeping easier, improve your 
service with Midland. The 
Midland trademark identifies 
plus-quality in design, strength, 
material and workmanship—the 
result of more than 30 years of 
experience. Write for our latest 
catalog. 


To be doubly sure of the qual- 
ity you want your customers 
to have 


Always say, 


“MIDLAND” 
to your Jobber 
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Chain. 


#855 Breast Chain Double 
Snap. Used on $220 Breast 
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£1968 Hame Bottom Loop and Clip. 





$711 Hame Fastener. 


Manufacturers of Farm and Garden Imple- 


Chain. ments and Tite-Line Clothes Line Holder. 
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TWO HELPFUL HINTS 
ON CASTER SELLING 


1. FOR MORE PROFIT 


Sell better casters. Bassick makes the widest 
variety of sizes and types in all price ranges. 
By stressing the highet price ranges, you 
make more profit per unit and more satisfied 
customers. 

Sell Bassick *“‘DIAMOND-ARROW” 
Casters, the leading quality caster for fur- 
niture and office chairs. Patented two-level 
ball race construction for easy swiveling, 
economy, long life. 


2. FOR FAST TURNOVER 


Carry only popular sizes. A few popular num- 
bers will give you good turnover and enable 
you to take care of 90% of your customers’ 
requirements. 
For more profit and fast turnover, feature 
the quality line, backed by the most ex- 
tensive advertising program in the field 
. . » Bassick. 
TODAY Bassick Casters are available for re- 
placement and repair in limited quantities. 
Your jobber can supply you with a few of the 
more popular types and sizes. THE BASSICK 
COMPANY, Bridgeport 2,Conn. 
Division of Stewart-Warner Cor- 
poration, Chicago, Ill. Canadian 
Div.: Stewart-Warner-Alemite 
Corporation of Canada, Lrd., 
Belleville, Ont. 


Bassick 
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third quarter, 1944, they amounted to 
54 per cent. In spite of this percentage 
decrease, civilians have received 160,- 
630,000 more blades in the first nine 
months of 1944 than during the corre- 
sponding period of the receding year 
reports Consumers Durable Goods Divi- 
sion, WPB, Washington, D. C. 
* . * 

Detrola sales — International 
Detrola Corp., Detroit, Mich., sales 
during Nov., 1944, were $3,330,980 and 
were the largest in the corporation’s his- 
tory, President C. Russell Feldmann dis- 
closed recently. Present output is en- 
tirely for war use. The Detrola Radio 
Division manufactures land mine detec- 
tors, field radi> transmitters, altimeters, 
FM signal generators, and other elec- 
tronic devices. 

e * . 

Cutlery shipments — In the 
third quarter of 1944, $6,973,000 of 
cutlery was shipped, representing an in- 
crease of 17 per cent over the previous 
quarter and 68 per cent over the same 
period of 1943. Although the percent- 
age of shipments going into “com- 
mercial” channels has decreased in re- 
cent quarters, the dollar value diverted 
to “commercial” users in the January- 
September, 1944, period has nearly 
doubled the value of such shipments for 
the same period of 1943. These figures 
were issued by the Consumers Durable 
Goods Division, WPB, Washington, 
D. C. 


* * > 


Flashlight cases — Production 
of flashlight cases in the third quarter, 
1944, increased 10 per cent over the 
second quarter, 1944, and 79 per cent 
over the 1943 quarterly average. Pro- 
duction for the nine months period, Jan- 
uary-September, 1944, already exceeds 
the total output for the full year of 
1943 by about 20 per cent. Based upon 
total shipments for 1943 and the first 
three quarters of 1944, 75 per cent of 
the flashlight cases shipped in that 
time have been diverted to fill require- 
ments of the armed forces, maritime 
and export, with the balance going to 
essential civilian use.” Consumers Dur- 
able Goods Division, WPB, Washing- 
ton, D. C., issued these figures. 

> * * 

Dry cell batteries — Prelimi- 
nary reports, issued by Consumers 
Durable Goods Division, WPB, indicate 
that the total production of all dry cell 
batteries in the third quarter of 1944, 
totalled 550,391,000 units, an increase of 
27 per cent over the second quarter. 
Production of most types of dry cell 
batteries was higher in the third quar- 
ter than in the second. Gains were: 
No. 6 type, 43 per cent; hearing aid, 
six per cent; railroad lantern, one per 
cent; and all other types, 32 per cent. 
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No. B-456 Counter Display 


! Display Consists of: 

1 doz. B-44 (4"x!/,") 

1 doz. B-54 (5"x!/,") 

| doz. B-66 (6"x5/16") 
(Packed 6 Display Units per carton) 


Much of Great Neck's tool research 
and study has earned the praise of 
mechanics and engineers. In a recent 
study of screwdrivers on the market, 
one conclusion was reached: A top- 
notch, sturdy, long-lasting, efficient 
screw driver was needed badly. And 
here, in Great Neck's B-Line, is the 
evolution of this demand and need in 
screw drivers. We believe it is the 
finest value in screw drivers on the 
market today or any day. 


Screw Drivers Are— 


TWISTPROOF— 


Blade shank firmly embedded in 
handle, riveted to both handle 
and steel ferrule. 


REINFORCED— 


Shaft extended clear through 
handle, for withstanding hammer- 
ing and prying abuse. 


HEAT TREATED— 


Business end of tool specially 
treated: hardened and tempered 
for rough duty. 


HEAVILY CAPPED— 


Heavy steel cap armors handle to 
tolerate the heaviest blows. 


Mineola, N. Y. 


GREAT NECK SAW MANUFACTURERS, INC. 
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Flashlight batteries dropped four per 
° 74823) cent below second quarter shipments. 
The Chicago -Belt Total shipments of dry cell vatteries in- , 00 KY 


creased steadily during 1944. Average 


P alley Display quarterly shipments for the first three 
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quarters of the year increased 50 per 
cent above the 1943 quarterly average. 


will help Distribution through “commercial” SOLDERS IRONS BLOTORCHES 


You channels dropped 14 per cent below the 
make Sales 1943 average. ~Sell the Lenk complete 
e line of fine electric sol- 
dering irons, eers 
Biotorches Fj 
bar, wire. 
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+ ” * 
Mouse and rat traps—A trade 
A $15.00 bulletin by the Animal Trap Co. of 
Value America, Lititz, Pa., states that the com- 
pany is on a current basis in shipping 
for Only| | rated orders for Victor and Holdfast 
$7.20 Mouse and Rat traps. While it expects 
soon to reach a point where quick ser- 
7 ‘vice can be rendered on unrated orders, 
for the present, where prompt delivery 
is required, buyers should extend AA-4 


Ask Your g obber About— ratings dees ordering. The bulletin 
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the No. 50 Display Board. A adds: “Any orders for Victor and Hold- 
complete assortment of 24 pul- fast Mouse and Rat traps which are | *rr#y cogrive’ erty yet nadiasg Blotercheo— 
rea ase? agro A cay Moses seg now on our books will be filled within a Phy — " 

All pulleys are for “A” belts reasonable period. We welcome the nk SOLDER 
and come in 14” and %" bores. receipt of new orders in accordance 

The Display Board is finished with the demands of your trade. On 
in red, white and blue and has orders for some future delivery date, 
Dt in the rear for additional prices will be those prevailing at the 

Mfr'd by time of shipment.” 
- * * 
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eeat mon pins available is slightly below 
minimum requirements, due to man- FAIRCHILD’S 1945 
ket , 
rker, power shortages. The outlook for pro- 
top- duction of solid brass pins is unfavor- INCOME TAX GUIDE 
sient able, WPB says, but they point out that 
And scrap copper is obtainable for use in F OR RETAILERS 
the brass plating of steel pins. 
d in 5 Dae $3.00 
the Electrical appliances — The a copy prepaid 
the electrical appliance industry has urged Written by Harold Gold and Louis Haimoff, 
WPB to allow its members to place fe ogg Aid Se Bey r= = "aa 
orders in advance, on AA-3 ratings, for merchant and his eccomatses. or nen. 
materials needed for civilian production Ag gg mm oye A “following typical 
after the defeat of Germany. Makers of subjects: 
s) domestic electrical appliances expect to 9 Rocnygr Retente: no oy Some ” 
= maintain pestwar employment at 25 per @ Family Partnerships and Employment 
= ay Fi 
] ; Relationships. 
“ ‘ a no pepe een: tp, indies, @ Deductions of OPA Violation Expenses. 
\ try asks that this preparatory step to- 
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i diate Relie' 
} RIDSMEL STOPS ward reconversion be taken as soon as . 
= PAINT SMELL.. INSTANTLY | | military considerations permit. In re-| | * GSoration Ofer? 
S) Sir-ennteds eae - helps ply, WPB reminded that their proposed @ Various Methods for Evaluating Inven- 
< sell more paint. more of all other painting ma- (over-all) industry program for 1945 tory. 
Be terials. A few drops of Ridsmel expel all paint Soe 4 @ Many Actual Retail Cases. 
= in swift seconds. Xe teritating Dalat odors calls for civilian production no greater, Use This Handy Order Blank 
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” ounieete Gesen Ineluded Navy officers have complimented the child's 1945 INCOME TAX GUIDE for Re- 
x See Your Jobber or Write Direct radio industry on its achievements to 
O date, pointing out that changes in bat- NN ta ic, stories derccacedcceceNcksccbexidbe 
uy g 
z= tle conditions require new and improved | EER SR OE PE PT ee 
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LEATHER 
AND 
SADDLE SOAP 





Sells readily for many uses. 
Cleans and preserves ALL kinds 
of leather, and imitation leather, 
except suede. Imparts a soft 
fine finish. In 6 oz. and 12 oz. 
cans. 


ASCO CHEMICAL CO. 


641 Lexington Ave., Brooklyn, WN, Y, 
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TROY FILE WORKS 


Troy, Est. 1831 N. Y. 
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Calf & Cow 


SELLS ON SIGHT 








' 
ucts and equipment at the rate of $250,- 
000,000 a month by March 1, 1945, and 
probably indefinitely thereafter. Right 
now, the industry is making every effort 
to meet the increased demands of the 
military forces for equipment required 
at the front. Increases in Army and 
Navy requirements since Oct. 1, amount- 
ing to between 12 and 18 per cent, and 
anticipated emergency procurement 
orders early next year, emphasize the 
necessity of the industry retaining its 
present manpower, and obtaining addi- 
tional workers soon. 
. * * 

Aluminum perhaps tighter— 
WPB recently informed members of the 
Aluminum Industry Advisory Com- 
mittee that newly rising war demands 
in the first six months of 1945 might 
cause a tightening in what was thought 
to be an easy aluminum situation. The 
chief difficulty, however, is a shortage 
of manpower in the fabricating plants, 
rather than in the supply of the metal 
itself. A tightening up is reported in 
sheets and extruded products, while 
rods, bars, rivets, tubings, forgings, 
castings and aluminum powder are in 
sufficient supply. Industry members de- 
cry recent reports of heavy stocks of 
aluminum scrap. Such reports might 
include wrecked aircraft (in which 
other metals were present), or perhaps 
may include obsolete stocks, or even 
some duplicate reporting. 

_ s + 

Electric ranges — By recent 
WPB amendment to Order L-23-b, 
special authorization is no longer re- 
quired to sell domestic electric ranges 
for use by governmental agencies or 
educational and service institutions, 
such as the American Red Cross and 
the U.S.O. However, purchasers for 
these organizations are required to sign 
and present to dealers the following 
certificate: 

“I certify to the War Production Board 

and to the seller: I own or occupy the 
premises at ........+. They have the in- 
side and outside wiring needed for an 
electric range, and my electric company 
has to'd me that electric service for range 
operation will be supplied. I do not hahve 
any electric range for these premises 
which can be used or repaired.” 
The same certificate is required to be 
signed by consumers who wish to pur- 
chase ranges for home use. The cer- 
tificate has been broadened to cover 
educational and service institutions and 
governmental agencies through substi- 
tution of the word “premises” for “‘resi- 
dence.” Distributors and dealers pre- 
viously were prohibited from delivering 
electric ranges for housing projects un- 
less delivered to them to be sold for 
that express purpose, and unless they 
were assured of replacements from in- 
ventories set aside by manufacturers for 
housing projects. This prohibition is 
no longer in effect. 
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FOLDING 


CHAIRS 


Upholstered and 
Piain. Many styles 


ADIRONDACK 


CHAIR COMPANY 


1142 BROADWAY 
NEW YORK 1, N.Y. 


SKILLMAN 


Manufacturers 


Locksets 
Cast Shelf Hardwere 
A Dependable Product 
PROMPT SHIPMENTS 
SKILLMAN HARDWARE 
MFG. C 
Trenton 4, N. J., U.S. A. 
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Small motors output—Despite 
heavy military demand for fractional 
horsepower motors, WPB reports that 
some increase in output is making it 
possible for manufacturers to ship 
several thousands each month for most 
essential farm and civilian replacement. 
Repairmen needing smal] motors for 
replacement in refrigerators, commercial 
refrigeration systems, washing machines, 
oil burners, coal stokers and pumps 
should use the AA-3 rating assigned to 
them by CMP Regulation 9-A in plac- 
ing orders with suppliers. Motors may 
be had only on rated orders, except 
when needed for replacement of dis- 
abled motors. In such cases, the old 
motor must be taken in exchange, re- 
paired if practicable, and resold under 
similar conditions. 


+ * * 


Paint, varnish, lacquer, fil- 
lers—Based on reports from 680 manu- 
facturing establishments, accounting for 
approximately 90 per cent of the total 
value of the output, the Bureau of the 
Census, U. S. Department of Census 
has announced that sales of these con- 
cerns totaled $526,197,088 in the first 10 
months of 1944, including trade sales of 
paint, varnish and lacquer and indus- 
trial sales of paint, varnish and lac- 
quer. Unclassified sales reported by 
100 establishments totaled $52,137,357. 
Total for the 680 concerns in the first 
10 months of 1943 was $480,580,442. 
For the last two months of 1943 their 
total was $88,040,557. For the first 10 
months of 1942 sales for the 680 con- 
cerns totaled $454,482,661, volume for 
the last two months of 1942 being 
$75,262,366. 


Lumber shortage—Lumber re- 
quirements are far in excess of supply 
and this gap will increase if present 
downward trends in production per- 
sist, WPB told the Lumber Industry 
Advisory Committee at a recent meet- 
ing. Western pine and the better 
grades of certain hardwoods are espe- 
cially short, the major difficulty being 
manpower, with scarcity of heavy duty 
tires also a factor. The industry is 
urging that order L-335 be amended, to 
base quantities of lumber that distrib- 
utors may sell on uncertified orders, on 
previous volume of such sales. Retail 
distributors now may sell a maximum 
of 5,000 to 8,000 board ft. of lumber 
per quarter on uncertified orders. After 
Dec. 31, distributors will be entirely de- 
pendent on the 5,000 to 8,000 board ft. 
to meet the demands of home owners, 
and other small consumers who can 
place only uncertified orders. This 
amount is not sufficient to meet essen- 
tial demand for home maintenance and 
repair lumber. 
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J display package —to lengthen the service of wooden 
= es aa oe household articles difficult to replace. 
buy! Just set it on your counter and available in Bulk Lots — in standard 
put it to work. It contains 50 fasteners cartons — 500 to 1000 fasteners — 10 
to a box—12 boxes to carton. boxes to carton — varying sizes and 
Here’s Why—People are making old quantities, also 100 Ib. a, 
things do—using care to save wear— Get the Story—of this quic Sage te 
just the place for corrugated fasteners item from your jobber or write direct. 


ACME STEEL COMPANY éhicaco stimors 
Also manufacturers of Acme Steelstrap and Strap-applying Equipment 





Attractively packaged in 
Vg Ib., 1/2 Ib., and | Ib. units, 
"Johnson's XLO Music Wire 
comes to you ready for im- 
pressive display and handy 
delivery. You will find ready 
outlet among customers who 
want to fashion a spring or 
use this wire for any of its 
innumerable uses. Wire sizes 
.003" to .200" diameter. 


JOHNSON STEEL & WIRE CO.INC 
WORCESTER I, MASSACHUSETTS 


NEW YORK AKRON CHICAGO 
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3" And Still Available for Hardware Distribution 


Mirro-Matic 


Pressure Pan 

Pans with automatic control device 
that provides a choice of cooking pres- 
sures, 5, 10, or 15 lbs. Once set at any 





of those pressures, control is entirely 
automatic. Also has an easily cleaned 
gasket that seals and locks cover of the 
pressure pan automatically, whenever 
pressure is on. Utensil is made from 
thick-gage, special hard aluminum al- 
loy. Capacity of pan is 4 qts., and 
cover is designed to permit cooking of 
bulky foods such as chickens, meats, 
etc. Can do pressure canning of 3 one- 
pt. jars at a time. Aluminum Goods 
Mfg. Co., Manitowoc, Wis. 





Economaster Electric 
Heater 


Electric heater produced by Econo- 
master Products Co., Shelbyville, Tenn. 
Production was permitted by WPB. 
Heater has an attractive wrinkle finish 
and is trimmed with chrome. Some of 
its outstanding features are portable, 
plug in, diamond grid circuflector, glo 
heat element, natural draft, infra red 
rays, metal guard, and electric welded 
construction. 


Face Shield Booklet 


Catalog containing four pages, en- 
titled, “Hundred Series,” describing 
face shields. There are 100, 200, 300, 
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and 400 models, each identified by a 
variance of headgear but all designed 
upon the primary promise of comfort. 
For each model, there is a choice of 
three different thicknesses, and three 
different sizes of cellulose acetate gen- 
eral purpose windows. Complete speci- 
fications and prices are included. The 
Boyer-Campbell Co., 6540 Antoine St., 
Detroit 2, Mich. 


Butts Waterhouse Dryers 


Waterhouse outdoor revolving clothes 
dryer, made in four models, one shown 
especially for small yards with limited 
space, with full 100 ft., drying space. 
The diameter of the spread when open 
is 8 ft., and the long tapered type arms 
are 5 ft., long. Six drying lines are 
about 7% in. apart. Second model has 
100 ft. of drying space, foar arms, 6 ft. 
long of same type, and five drying lines. 
Third model has 125 ft. of drying space, 
5 arms, 6 ft. long; same type, with six 
drying lines, and the fourth model with 
six drying lines, has five arms, 7 ft. long 
with 160 ft. of drying space. Arms are 
made from No. 1, clear, straight-grained 
Douglas fir, double dipped in spar var- 
nish with pure chrome-yellow. All 
rivets and hardware are cadmium- 
plated, weather-resisting and the reel 
post is of heavy duty, galvanized tubu- 
lar steel. Line is of sash cord type, 
specially treated to retard mildew and 
discoloration. Castings are solid bronze 
and the ground socket is made of 
tubular steel with a bronze lid. Butts 
Mfg. Co., 138 N. Clarence St., Los 
Angeles, Cal. 





Sta-Dri Fabric 
Water Repellent 


Designed for use on outdoor and 
work clothing, all garments from baby 
clothes to uniforms and tents, house- 





hold articles such as shower and win- 
dow curtains, drapes, slipcovers and up- 
holstery. This product is designed to 
make fabrics moisture and perspiration 
resistant, and reduces wilting and stain- 
ing of commercial linens, etc.. Can be 
dipped, sprayed or brushed on. Pene- 
tration of water-borne stains, beverages, 
mud, soil, non-greasy foods, is resisted 
on Sta-Dri treated fabrics. Can be 
wiped off with a damp cloth. Any 
fabric treated with Sta-Dri, can be 
washed repeatedly without renewing 
the treatment if water used is no hotter 
than 120 deg F. Classic Products Corp., 
1243 W. Third St., Cleveland 13, Ohio. 





Bulletin 11-A Brazing 
Carbide Tool Tips 


First page of the four-page bulletin 
lists five reasons for using Easy-Flo No. 
3 for carbide tipping. Inside pages are 
devoted to directions for brazing car- 
bide tool tips with the Easy-Flo No. 3, 
and illustrate typical tools carbide tip- 
ped with it. Contains information on 
brazing high speed steel tool tips with 
Easy-Flo. Handy & Harman, 82 Ful- 
ton St., New York City 7, N. Y. 
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ON SUITABLE PRIORITY 
« 
14-INCH 

For Drilling 


¢ METAL 


“a = ¢ WOOD 
* Nationally Advertised 


Every mechanic, factory and institution needs this high-speed, cool- 
Has 
Commutator easily serviced. Brushes can 
be replaced without dismantling drill. Available for 110-volt A.C. 


running, light weight (3 Ibs.) drill. 


Ideal for close quarters. 
special steel alloy gears. 


D.C. or 220-volt A.C. or D.C, 
Ask your Jobber or write direct 
MALL TOOL COMPANY 
7702 South Chicago Avenue 
CHICAGO 19, ILLINOIS 


PORTABLE 





POWER TOOLS 


¢ PLASTICS 


EDIATE 
DELIVERY 


or 








CANNON 


— or Can Openers? 


BAZOOKAS 


— or Egg Beaters? | 






Edlund Jr. 
CAN OPENER 


Though recently increased in volume, pro- 
duction is still regulated by available war- 
essential materials . . . distribution still 
based'on pre-war sales through jobbers. 


Fdlund 


KITCHEN TOOLS 



























It’s actually two screwdrivers 

in one: a standard blade at one 

end of the shaft, a Phillips at 

the other. Quickly interchange- 
able and securely held (by ball 
fastener) in the handle of gen- 
uine XceLite plastic-fire- and 
shock-resistant. Skillful ma- 
chining of the blade to fit the 
screws, plus the comfortable 
> handle grip, assures best work. 
Three popular blade sizes, all 
fitting same handle; also in 
Stubby type. AA-5 or better 
priorities required, and deliv- 
eries may be delayed. Details 
and prices on request. Write 
Dept. G. 


PARK METALWARE 
COMPANY, Inc. 


Price $1.45 with 
Miblade. Extra Orchard Park, N. Y. 
blades 75¢ each. 











BUY ANOTHER WAR BOND—KEEP THEM ALL 
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NOW AVAILABLE A 
Limited Quantity of 
WHITE BRASS HOSE 
COUPLINGS AND 
MENDERS 


' Write for Complete 

‘Garden Hose Supple- 

ment and 1945 General 
Catalog 





Also RUBBER 
Household Items 
Now Available 


@ SINK STOPPERS 
@ PLATE SCRAPERS 
@ SOAP DISHES 
@ CASTER CUPS 

@ DOOR STOPS 

@ TANK BALLS 

@ FORCE CUPS 

@ BASIN PLUGS 

@ CRUTCH TIPS 





write ° 
FOR NEW 
in addition to our gen- 1945 


CATALOG CATALOG 


eral line of specialties. 





KEYSTONE BRASS & RUBBER COMPANY, INC. 


General Offices: Uroad St. & Lehigh Ave 


PHILADELPHIA 32, PA. 








NATIONAL 
ADVERTISING 


j 


p * 
Juice 





More national advertising is de- 
voted to JUICE KING exclusively 
than to any other make of home 
juicer. This advertising is estab- 
lishing and emphasizing the name 
JUICE KING in the mind of the 
consumer. It will be JUICE KING 
she'll ask for in postwar days. 
Plan now to merchandise this finest 
of home juice extractors. In the 
meantime, watch for JUICE KING 
advertising in: Good Housekeeping 
. . . ladies’ Home Journal . . 
Better Homes & Gardens. 





NATIONAL DIE CASTING CO. 


LINCOLNWOOD 45, ILLINOIS 
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American Malleable 
Iron Handbook 


Entitled, “American Malleable Iron: 
A Handbook” brings together full data 
on present manufacturing practice and 
most recent specifications. Chapters are 
included on casting design, pattern de- 
sign, and machining practice. Material 
cofmposing the chapters is entirely 
drawn from the working practices found 
to be most efficient by modern manu- 
facturers of malleable iron. Physical, 
mechanical and engineering properties 
of standard, pearlitic, and alloyed mal- 
leables are set forth in other parts of 
the handbook. The metallurgy of mal- 
leable iron is explained in simple terms, 
and a large section is devoted to engi- 
neering tables and data. Malleable 
Founders’ Society, Union Commerce 
Bldg., Cleveland, Ohio. 


WHATS NEW 


AND STIL AVAILABLE FOR HARDWARE DISTRIBUTION 





Westinghouse Sun 
Lamp 


Sun lamp that can be screwed into 
any convenient lamp socket. Lamp 
consists of a double bulb, both of ultra- 
violet transmitting glass, the inner one 
containing mercury vapor and provided 
with two operating electrodes and a 
starting electrode. When in operation, 
the inner mercury lamp provides the 
ultraviolet radiations while the incan- 
descent tungsten ballasting filament in 
the outer bulb provides the visible and 
infrared heat radiations in sunlight. 
Bulb is not only a power generator of 
sun-like radiations, but also is its own 
reflector. The rear half of the bulb 
interior is coated with vaporized alumi- 
num to provide an efficient reflecting 
surface. Westinghouse Electric & Mfg. 
Co., 200 East Fifth Ave., Mansfield, 
Ohio. 








Welprod Electric 
Welder 


Designed for electricians, plumbers, 
garages, repair shops, machine shops, 
farmers, building superintendents, etc., 
this tool is two welders in one. Electric 
arc welding is accomplished by means 
of the metallic arc attachment in con- 
junction with fluxed rods. Flame weld- 
ing is performed by the electric flame 
torch, which operates by means of a 
carbon arc. Repairs all metals, fills in 
cracks and pits in metal castings, and 
builds up worn gears, shafts, etc. Can 





be used for melting, burning, cutting 
(on light metals), case hardening, hard 
surfacing and tempering. In general 
use, the welder will handle metals up 
th % in. in thickness. It is portable. 
Works on A.C. or D.C., 110 volts. The 
welder outfit consists of: power unit, 
both metallic arc and electric flame 
welding torches, ground wire, asbestos 
block, a generous supply of rods, car- 
bons and flux, and the mask, plus com- 
plete instructions. Guaranteed against 
electrical and mechanical defects for a 
period of one year. Welder Products 
Co., 321 Broadway, New York City 7. 
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Redesigned Appliances 


To Use Leaded Fuel 


The American Gas Machine Co., Al- 
bert Lea, Minn., has redesigned some 
of its products for operation on leaded 
fuel. The Kampkook gasoline pressure 
camp stove, the Kitchenkook and 
Readykook table top gasoline pressure 
utility stoves utilize a lead filter similar 
in design to the filter generator which 
the company developed for the fire unit 
of the army field range. The generator 
takes the lead out of the leaded gaso- 
line. The company has also produced 
a gasoline lantern which will burn 
leaded gas. It is available in two 
models, No. 2471 with a quart capacity 
fount and model 2570 with a pint ca- 
pacity fount. Both are single mantle 
models. Under the American Sun Flame 
trademark, the company is introducing 
a line of oil and gasfired water heaters 
neatly styled, and performance tested. 
They will be equipped to burn, natural, 
manufactured or bottled gas. 





Portable Ice Box 


Kampkold, portable ice box with a 
hinged lid that will fold completely 
back to take up minimum space in boat 
@r car. Ice container is so designed 
that it permits air to circulate over the 
ice and through food and beverage stor- 
age compartment. Handles for carry- 
ing are similar in design to the handles 
used on the case. for the Army two- 
burner stove. Fiber board insulation is 
used between the inner and the outer 
wall. Inner walls are made from gal- 
vanized steel. Streamlined construction 
eliminates the possibilities of breakage 
through projecting surfaces. American 
Gas Machine Co., Albert Lea, Minn. 





General Hardware 
Polishing Head 


Streamlined polishing head, sturdily 
constructed, made by the General Hard- 
ware Co., 3618 West Pierce St., Mil- 
waukee, Wis. Bearings are made from 
the highest grade babbitt, and the base 
is 4 by 3% in. The shaft is % in. by 
7% in. turned for % in. arbor wheels. 
Has 2 in. “V” type pulley, and from the 
center of the shaft to the base it mea- 
sures 5% in. It weighs net 5% lbs. 
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Adjustable for 
varying water levels 


Patent 
Pending 


Precision-Made 


sYejoM dleleti 


Valve 
Won’t Chatter, Leak or Drip 


Positive acting, Robert’s bob. float valve is guaranteed to maintain the water 
level for which it is set. Precision-made, it won't chatter, leak or drip. At end 
of 20,000-cycle test it showed no appreciable wear. Ratchet arrangement of 
lever makes it adjustable for varying water levels. Threaded outlet shank 
‘makes it easier to install. Valve is equipped with soft-rubber replaceable disk. 


ol LITT IEE 


ad 


Threaded 





outlet shank 


immediate Delivery 


ROBERT Manufacturing Company 


3417 CRENSHAW BOULEVARD +> LOS ANGELES 16, CALIFORNIA 




















BIG yy: ay paulink 


lovers, Machinery Covers. 


It may be a long time before farm- 
ers can replace barns and storage 
buildings. In the meantime they 
need to protect their crops from 
weather and dirt. -Harvested feed 
grasses, such as alfalfa, clover, hay, 
etc., deteriorate when left to the 
mercy of rain and snow. Farmers 
should protect their crops and farm 
equipment stored on the outside 
with Fultex Waterproofed Tarpau- 
lins. 

Fulton Bag & Cotton Mills, estab- 
lished in 1870, also mannfacture 
back bands, cotton twine, tarpaulins, 
truck covers, tents and other canvas 
items. 

WRITE “DEPT. H A’ FOR INTERESTING DEALER PROPOSITON 


FULTON BAG & COTTON MILLS 


Manufacturers since 1870 
St. Louis Dallas 


Atlanta 
New Orleans Kensas City, Kan. 


Minneapolis New York 
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Yes, women 
want this, too— 


Patented 





LAWNMOWERS 


Women have found this 
sharpener the simple, easy 


way to a fast-cutting mower 
and to a quickly cut lawn. 
Thousands more will know 
about it through NA- 
TIONAL ADVERTISING 
... With son and father giv- 
ing their all to the war ef- 
fort, why not help the little 
woman who must keep up 
their home by having this 
practical tool ready when 
she calls for it? It’s a fast 
seller at 98 cents, with good 
profit for you. 


You’d be wise to place an 
order now with your jobber 
_« «. Or, for more complete 
details, write today, giving 
your jobber’s name. 


THE PERFECT MFG. CO. 
137 North 59th Street 
Seattle 3, Washington 











Coming Conventions 
and Events 


Corrected According 
to Latest Data 


Ace Hardware Corp., annual con- 
vention, Jan. 29-31, 1945, at the Hotel 
Sherman, Chicago, Ill. E. G. Lindquist, 
1319 South Michigan Ave., Chicago, IIL, 
is executive secretary. 


Alabama, Retail Hardware Associa- 
tion of, Inc., annual convention, May 
1415, 1945, at the Tutweiler Hotel, 
Birmingham, Ala. Mrs. J. H. Crowe, 
1906 Fifth Ave., North, Birmingham 3, 
Ala., is secretary-treasurer. 


American Hardware Manufac- 
turers’ Association, meeting jointly with 
the Southern Hardware Jobbers’ 
Association, April 23-26, 1945, at the 
Netherlands-Plaza Hotel, Cincinnati, 
Ohio. Charles F. Rockwell, 342 Madi- 
son Ave., New York 17, N. Y., is secre- 
tary of the manufacturers’ association 
and T. W. McAllister, 1020 Grant Bldg., 
Atlanta 3, Ga., is secretary of the job- 
bers’ association. 


American Hardware Supply Co., 
annual convention and exhibit, Jan. 29- 
30, 1945, at company headquarters, 41- 
43 Terminal Way, South Side, Pitts- 
burgh 19, Pa. William M. Stout is gen- 
eral manager. 


American Toy Fair, New York 
City, March 5-17, 1945, inclusive. Ex- 
hibits at showrooms,/200 Fifth Ave., 
1107 Broadway, New York City, and 
other year ‘round showrooms with tem- 
porary exhibits at the Hotel McAlpin. 
Horatio L. Clark, assistant director, Toy 
Manufacturers of the U. S. A., Inc., 200 
Fifth Ave., New York City, is manager 
of the Fair. James L. Fri, 200 Fifth 
Avenue, New York City, is managing 
director of the Toy Manufacturers of 
the U. S. A., Ine. 


Arkansas Retail Hardware and Im- 
plement Association, annual conven- 
tion Feb. 12-13, 1945, at the Marion 
Hotel, Little Rock, Ark. George L. 
Turner, 322 E. Markham St., Little 
Rock, Ark., is secretary. 


Bicycle Institute of America, Inc., 
and its affiliates, Bicycle Manufacturers 
of America; Cycle Parts & Accessories 
Association; Cycle Jobbers Association 
and Merchants Members, Jan. 10-11, 
1945, at the Commodore Hotel, New 
York City. Miss Cecile Meehan, 122 E. 
42nd St., New York 17, N. Y., is execu- 
tive secretary, 








( A SKY POWER 


MOTORLESS 


WATER SYSTEM 


water system, comp 


oa cost. Now comes 


water system. 

Pressure controls will 
Monitor wind- 
mill fully automatic — 
family is away from 
home. A 1000-gallon tank 
or concrete storage reser- 
voir will provide a reserve 

of cool running water. 
Don’t wait until after the 

war. You can start 


stall Monitor Sky Power 
. oe When m 
your territory. pres- 
sure tanks with Automatic 
Controls are available 
can be attached to wind- 
mills you sell now, - 
assuring you of a 
profitable follow- 
up i 
Now is the time 
to start i 


SIR M POW 8s 
WINDMILL WATER SYSTEM 
tHE Monitor une 


DEEP WELL WATER 
SYSTEMS © WINDMILLS 
e HAND PUMPS @ 
PUMP JACKS e¢ EN- 
GINES ® WATER WELL 
SUPPLIES 





e BRANCHES e 


BAKER MFG. CO.: Minneapolis, Minn.: 
Madison, Wis.: Fort Dodge, Ia.: Cedar 
Rapids, Ia:: Fredericksburg, Ia.; Omaha, 
Neb.: Kansas City, Mo.; Enid, Okla.; 
Hutchinson, Kan. 


AXTELL CO.: Fort Worth, Tex.; Amarillo, 
Tex.: Lubbock, Tex.: San Angelo, Tex. 


BAKER MANUFACTURING CO., 


EVANSVILLE, WIS. 


HARDWARE AGE 


Millions of 
farmers have long 
awaited a running 


on the farm and low in 


realization of that dream 
with the Monitor motorless 


pumping at night and while 
the ily i 


your 
sales campaign today. In- 


your share of 
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PECORA 


OVER-THE-COUNTER 


SALES 
Make Good Customers 


@ Pecora Calking Com- 
pound, Asbestos Furnace Ce- 
ment, Roof Coatings and 
other products are conve- 
niently packaged for quick 
sale over the counters of 
hardware stores throughout 
the land. 


@ It is the high quality of 
every Pecora product that is 
the loadstone that causes cus- 
tomer after customer to come 
back “for more of the same”. 


@ Take PECORA CALK:- 
ING COMPOUND for in- 
stance. A pioneer product 
back in 1908, it quickly won 
the confidence of the coun- 
try’s leading architects and 
builders. Today, there is 
scarcely an important build- 
ing of any kind that is not 
weather-protected with this 
quality product. 


@ We think Pecora products 
will help to stimulate your 
sales and build customer good 
will. Let us send you descrip- 
tive folders and prices. 





PECORA 


PAINT COMPANY, INC. 


Established 1862 by Smith Bowen 


Lawrence & Venango Streets 
PHILADELPHIA 40, PENNA. 
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California Retail Hardware Associa- 
tion, annual convention, Feb. 13-14, 
1945, at the Whitcomb Hotel, San Fran- 
cisco, Cal. LeRoy Smith, Room 237, 
417 Market St., San Francisco, Cal., is 
secretary. 


Connecticut Hardware Association, 
annual convention, Feb. 13-14, 1945, at 
the Hotel Taft, New Haven, Conn. Fred 
T. Blish, Jr., Manchester, Conn., is sec- 
retary. 


Housewares Manufacturers 
Ass’n, housewares and major appliance 
exhibit, opening Jan. 7, 1945, at the 
Palmer House, Chicago, Ill. A. W. 
Buddenberg, Link Mfg. Co., 1402 Mer- 
chandise Mart, 222 North Bank Drive, 
Chicago 54, IIl., is executive secretary. 


Illinois Retail Hardware Association, 
annual convention and exhibit, Feb. 
27-28, 1945, at the Sherman Hotel, Chi- 
cago, Ill. C. G. Gilbert, 1455 Merchan- 
dise Mart, Chicago, IIl., is secretary. 


Indiana Retail Hardware Associa- 
tion, annual convention and exhibit, 
Jan. 30-Feb. 2, 1945, Indianapolis, Ind. 
Headquarters at the Hotel Lincoln 
sessions and exhibit at Murat Temple. 
G. F. Sheely, 333 No. Pennsylvania St., 
Indianapolis 4, Ind., is secretary. 


Intermountain Association, annual 
convention, Jan. 17-18, 1945, at the 
Hotel Boise, Boise, Idaho. Leon L. 
Weeks, Chamber of Commerce Build- 
ing, Boise, Idaho, is secretary. 


Iowa Retail Hardware Association, 
annual convention and exhibit, Feb. 13- 
15, 1945, at the Ft. Des Moines Hotel, 
Des Moines, Iowa. Philip R. Jacobson, 
Mason City, Iowa, is secretary. 


Kentucky Hardware and Implement 
Association, annual convention, Jan. 23- 
25, 1945, at the Kentucky Hotel, Louis- 
ville, Ky. Morris Jones, 315 Kentucky 
Hotel, Louisville, Ky., is secretary. 


Michigan Retail Hardware Associa- 
tion, annual convention and exhibit, 
Feb. 13-15, 1945. Headquarters at the 
Pantlind Hotel, Grand Rapids, Mich., 
and exhibit at the Civic Auditorium. 
Harold W. Schumaker, 1112 Olds Tower 
Building, Lansing 8, Mich., is secre- 
tary. 

Minnesota Retail Hardware Asso- 
ciation, annual convention,, Jan. 23-25, 
1945, at the Radisson Hotel, Minne- 
apolis, Minn. C. J. Christopher, Nicol- 
let at 24th St., Minneapolis, Minn., is 
manager-treasurer. 


Missouri Retail Hardware Associa- 
tion, annual convention, and exhibit, 
March 13-15, 1945, at the Hotel Jeffer- 
son, St. Louis, Mo. Louis Kreh, 323-324 
Wainwright Building, St. Louis, Mo., is 
secretary. 

Mountain States Hardware and 
Implement Association, annual conven- 
tion, Jan. 11-12, 1945, at the Cosmo- 
politan Hotel, Denver, Colo. John T. 
Bartlett, 637 Pine St., Boulder, Colo., 
is secretary. 


Nebraska Retail Hardw:~-e Associa- 
tioi, annual convention, Feb. 20-22, 





"jFrom the Beginning 


¢ < iy 
, KE TL y 
Has Maintained a Strict 
Distribution Policy 
In the future, as in the past, you can 
count on: 
e The SAME Company Policy 
The SAME Top Quality 
e The SAME Distribution Channels 
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Jce-O-Mat 


Trade Mark 





Easily crushes cubes or 
lumps, fine or coarse, 
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National consumer ngs schedule 
includes: 


Ladies’ 


Home Journal 
Bride's Magazine 
House Beautiful 

Parents’ Magazine 


American Home 






*Trademark Reg. U.S. Pat. Off, 


MANUFACTURING COMPANY 
KANSAS CITY MISSOURI 


Cuginalulh 
FIRST with an All-Enclosed Electr 











FOOT AND CHECK VALVES 


THE finest foot valve you've ever 
used... flexible rubber poppet can't 
leak...unrestricted flow increases 
pump capacity. Saves its cost many 
times in service alone. Ideal for jet 
type pumps. Made in seven sizes. 
Ask for bulletin No. 301. 


HITE MACHINE WORKS 
FORT WAYNE 1, IND. 





Call Ryerson when 
you need steel — any kind, shape, 
or size. Large stocks are available 
at ten convenient plants. Ask for 
a Ryerson Stock List —your guide 
to quick shipment of steel.” “+, 


Principal Products Include: 


Baers « Shapes « Structurals « Plates « Sheets 
Fleer Plates + Alloy Steels « Stainless Steel 
Shofting + Screw Stock »« Wire « Mechanical 
Tubing + Boiler Tubes « Reinforcing Steels 
Teel Steels + Babbitt « Nuts « Bolfp « Rivets 
Welding Rod « Etc. r 


JOSEPH T. RYERSON & SON, Ine. 


Plants at: 
CHICAGO, MILWAUKEE, ST. LOUIS, DETROIT, 
CINCINNATI, CLEVELAND, BUFFALO, BOSTON, 
PHULADELPHIA, JERSEY CITY 
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1945, at the Hotel Fontelle, Omaha, 
Neb. C. A. McCoy, 325 Insurance 
Building, Lincoln, Neb., is secretary. 

New England Hardware Dealers 
Association, annual convention and ex- 
position, Feb. 20-22, 1945, at the Hotel 
Statler, Boston, Mass. Russell R. 
Mueller, 189 Dartmouth St., Boston 16, 
Mass., is executive secretary. 


New England Housewares Show, 
Feb. 5-9, inclusive, 1945, sponsored by 
New England Housewares Club, at the 
Parker Ho~se, Boston, Mass. Albert 
B. Patterson, Wagner Mfg. Co., c/o 
Barker House, Boston, Mass., is chair- 
man of the Show Committee, House- 
wares Club of New England. 


New York State Retail Hardware 
Association, annual convention, Feb. 
13-14, 1945, at the Syracuse Hotel, 
Syracuse, N. Y. Nicholas H. Kiley, 508 
Hills Building, Syracuse, N. Y., is 
secretary. 

North Coast Retail Hardware Asso- 
ciation, Inc., annual convention, Jan. 
29-30, 1945, at the New Washington 
Hotel, Seattle, Wash. D. D. Stewart, 
American Bank Building, Seattle, 
Wash., is secretary. 


North Dakota Retail Hardware As- 
sociation, annual convention, March 
21-22, 1945, at the Hotel Gardner, 
Fargo, N. D. Miss Clarine Sherwood, 
21 Clifford Building, Grand Forks, 
N. D., is secretary. 


Ohio Hardware Association, annual 
convention and exhibit, Feb. 19-21, 1945, 
at the Netherland Plaza Hotel, Cincin- 
nati, Ohio. John B. Conklin, 175 South 
High St., Columbus, Ohio, is secretary- 
treasurer, 

Oklahoma Hardware and Implement 
Association, annual convention, Feb. 7- 
8, 1945, at the Chamber of Commerce, 
Oklahoma City, Okla. No hotel head- 
quarters. Charles F. Nelson, 711 
Wright Building, Oklahoma City, Okla., 


is secretary. 
Panhandle Hardware and Imple- 


ment Association, annual convention, | 


Feb. 5-6, 1945, at the Herring Hotel, 
Amarillo, Tex. Mrs. C. L. Thompson, 
Canyon, Tex., is secretary. 


Pennsylvania & Atlantic Sea- 
board Hardware Association, annual 
convention and exhibit, Feb. 28-March 
2, 1945, at tte Penn-Harris Hotel, Har- 
risburg, Pa. W. Glenn Pearce, 400 N. 
Broad St., Philadelphia, Pa., is sec- 
retary. 

South Dakota Retail Hardware As- 
sociation, will hold a series of 10 meet- 
ings throughout the state instead of a 
formal convention. Dates and places 
to be announced Jater. Earl Erlandson, 
Cottonwood, S. D., is manager-treasurer. 


Southern California Retail Hard- 
ware Association, annual convention, 
Feb. 15-16, 1945, at the Elks Club, 
Los Angeles, Cal. A. C. Kammeier, 
509 Rives Strong Building, Los An- 
geles, Cal., is managing director. 


Southern Hardware Jobbers’ As- 
sociation, meeting jointly with the 
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riTKS AND STAYS 














Your jobber cen give immedicte 
delivery on Durhem's Rock-Herd 
Weter Putty. Pocked twelve 1-Ib. 
cons or four 4-Ib. cons to cose. 
Also eveileble in 25, 50 and 
100-5 drums for industrial esers. 


DONALD DURHAM CO. 
Des Moines lowe 





The PLASTIC Repair Material 
in POWDER Form 


KEY BLANKS 


OF EVERY DESCRIPTION 
ae 
GRAHAM MFG. CO. 


Derby, Conn., U. S. A. 
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ANOTHER AMSCO 
SMASH HIT! 


uke A SPONGE 


Cleans, Dries and Polishes ; 


LIKE A 


CHAMOIS 


No Other 
Cloth Like It! 
Used WET, DAMP 


or DRY 
A SWELL DISHCLOTH 


A money maker 
if there ever was 
one! “Duet” is used 
wherever a Sponge 
is used because of 
the amazing amount 
of water it holds due to a special 
process of manufacture. When 
wrung out tightly it is used like a 
Chamois, for cleaning, drying 
and polishing. Dry, it’s perfect 
for dusting. 

It CANNOT UNRAVEL. A hid- 
den stitch locks each and every 
thread through a secret - process. 
The result is a dense, long wear- 
ing surface. 

Handsomely put. up with red, 
white and blue display bands. 
Free counter folders and display 
carton. 

If your Wholesaler doesn’t have 
it send us his name. Don’t miss 
out on your share of profit. 


ORDER INTRODUCTORY ASSORT- 
MENT 


Pleees DUET #100 $1.00 $2.00 
2 Pleees DUET #75 73 1.50 
7 Pleees DUET #250 58 3.50 
$2 Pleees DUET #25 25 «3.00 


2S Plecce «Total Retall Value $10.00 
‘ANOTHER PRODUCT OF 
AMERICAN SPONGE & CHAMOIS CO., INC. 
NEW YORK 7 SAN FRANCISCO 5 
47 Ann St. 245 Mission St. 
Producers of 
AMSCO CHAMOIS end MERMAID SPONGES 
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American Hardware Manufactur- 
ers’ Association, April 23-26, 1945, at 
the Netherlands-Plaza Hotel, Cincinnati, 
Ohio. T. W. McAllister, 1020 Grant 
Bldg., Atlanta 3, Ga., is secretary of the 
jobbers’ association, and Charles F. 
Rockwell, 342 Madison Ave., New York 
17, N. Y., is secretary of the manufac- 
turers’ association. 


Tennessee Retail Hardware Asso- 
ciation, annual convention, Feb. 20-21, 
1945, at the Andrew Jackson Hotel, 
Nashville, Tenn. Morris Jones, 315 
Kentucky Hotel, Louisville, Ky., is sec- 
retary. 


Texas Hardware and Implement As- 
sociation, annual convention, Jan. 16-18, 
1945, at the Adolphus Hotel, Dallas, 
Tex. R. M. Souder, 814-815, Texas 
Bank Building, Dallas 2, Tex., is secre- 
tary. 

Virginia Retail Hardware Associa- 
tion, annual convention, Feb. 19-21, 
1945, at the Hotel Roanoke, Roanoke, 
Va. G. T. Omohunro, Jr., Scottsville, 
Va., is secretary. 


Western Retail Implement and 
Hardware Association, annual _ con- 
vention, Jan. 29-31, 1945, at the Hotel 
President, Kansas City, Mo. Frank H. 
Spink, 322 Scarritt Building, Kansas 
City 6, Mo., is secretary-treasurer. 


West Virginia Hardware Associa- 
tion, annual convention, Feb. 12-13, 
1945, at the Waldo Hotel, Clarksburg, 
W. Va., Sam H. Diemer, Box 363, Fair- 
mont, W. Va., is secretary. 


Wisco Merchandising School and 
Sales Show, Jan. 15-17, inclusive, 1945, 
at headquarters of Wisco Hardware Co., 
15 S. Brearly St., and at University of 
Wisconsin, both in Madison, Wis. J. A. 
Fitschen, Wisco Hardware Co., 15 S. 
Brearly St., Madison, Wis., is executive 
director, secretary and general manager. 


Wisconsin Retail Hardware Associa- 
tion, annual convention, Feb. 6-8, 1945, 
at Milwaukee, Wis. Headquarters at 
the Plankinton House, sessions at the 
Milwaukee Auditorium. H. A. Lewis, 
Stevens Point, Wis., is secretary-trea- 
surer. 


Correct Answers to 
“Test Your Hardware 
Sense” 


(Questions on Page 90) 


l—Answer. Total interest paid 
$104.16. Interest on $5,000 for first 
four ‘months is $83.33; interest on $3,- 
000 for one month $12.50, and’ inter- 
est on $1,000 for two months is $8.33. 

2—Answer. $14 net freight paid by 
the dealer. 

3—Answer. 
cent. 

4—Answer. Cost on 8d nails $3.57; 
16d nails $3.42; and cost on 4d nails 
$4.02. 

5—Answer. Margin in barrel lots 45 
per cent on sales; margin in 5-gal. lots, 
39 per cent. 


Dividend rate 15 per 
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No. 024 
There are ne substitutes fer quality—buy RED DEVIL Modera-line 
GLASS CUTTERS, glaziers and painters tools and machines. 


RED DEVIL TOOLS, Irvington, New Jersey, U.S. A. ” 








\\" et® 





— = 

Nos. 24, 28 and 30.......... & Glasses 
J ae Factory-Built-Iin-Accuracy, developed to the 
highest degree of perfection, combined with carefu) 

inspection, Sand's Levels have set the world's 


pein, Pate ie <n. 


SANDS LEVEL&TOOL Coggcaan VICTOR ‘ergs ee 


8631 GRATIOT AVE., DETROIT 13, MICHIGAN uTH nnee F AMERICA LITITZ, PA 











_ DISPLAYED TOGETHER - - - 
-++ SOLD TOGETHER 


i) Companion products — nationally advertised and 






=| needed in every home, office and shop. Profitable 
»} year-round staple sales items that sell on sight. 
| Information on these colorful, sales producing 
| displays, available from your jobber. 





MANUFACTURED BY 


AMERICAN GREASE STICK CO. 


MUSKEGON, MICHIGAN 











HAND AND POWER VISES 
TOOL GRINDERS SKATE SHARPENERS 
SICKLE GRINDERS VSeewusees2> LAWN MOWER SHARPENERS 
GRINDING WHEELS = and GARDEN TOOLS 
SHARPENING STONES Pc ma Prgitlipponi ‘ 
and ware 
ABRASIVE FILES ber fom yur nestor poser WEED CUTTERS HOSE REELS 





GENERAL HARDWARE COMPANY 


3618 W. PIERCE STREET MILWAUKEE, WISCONSIN 





* MARSHALLTOWN TROWELS « 


MARSHALLTOWN TROWEL COMPANY * MARSHALLTOWN, IOWA 
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AUTOMATIC GRIP SCREWDRIVERS 


Hold-E-Zees do the job better, faster. 
They excel wherever screwdrivers 
are used. Gripper instantly released 
by spring action, sliding up out of 
lway when not in use. Highest quality 
materials throughout. 


UPSON BROS., Inc. 





ORDER 
THRU 
YOUR 
phe} -3-33 3 
























MOORE pusu-pins 


* THE PIN WITH THE HANDLE 


PUSH-LESS HANGERS 


* THE HANGER WITH THE TWIST 





Well-known since 1900 for every 

pin-up or hang-up need. Two top ; 
quality products that bring repeat {| 
sales and satisfied customers. 






MOORE PUSH-PIN COMPANY : Since 1900 


113-25 Berkley Street, Phila. 44, Pa 














hice: . cortnnes how 
clearly the high quality 
of their manufacture. 






aggegoles & SHARPE MFG. CO. 
PROVIDENCE, R. I., U. 8. A. 















OWN : — 


HAIR CLIPPERS 



















Sliding Door Track 


A high priority 
item for contrac- 
7 tors engaged on 
COBU RN large war proj- 
¥ ects. Send us the 
Cm orders. We can 
, ship promptly. 
Dependable Products Since 1888 


COBURN TROLLEY TRACK CO. 
433 HARDING ST. HOLYOKE, MASS. 































THE BECK-NOR 
SIMPLIFIED ACCOUNTING 


Cehter 
SYSTEM IN SUDDESSFUL Business Records 
SINCE 1928 yg ose: andat 





ean read can use it. Always 
know just where you stand. 


Three sizes: $3.75 Bound 





ORDER ON APPROVAL 
and join our list of SATISFIED USERS TODAY,—or write for folder 
giving full description. 


THE BECK-NOR COMPANY Selina, Kenses 








BROWNIE 
CLAMPS 






For three generations Brownie Clamps and Turnbuckles 
have proven their high standard of quality ... in types | and 
sizes for almost every shop need. for bli 

or tool, die and pattern work. They‘re designed for maximum 
strength, durably finished and fitted with accurately ma- 
chined screws. Typical Majestic quality! 


Available in Limited Quantity — See Your Distributor 

















The Majestic Company, . . . Huntington, Ind. 














If you’re a y be 5 sod 
ler you don 

how a leech sine 
— but if you’ve ever 
been to the “ole 
gy aed gcc 
CELUIDCEMENT 9 72", know how a 

FLUID CEMENT nce pe sc ig 


REG. U.S. PATENT OFFICE 1932 


We believe Leech Cements, including a special Model 
Builder’s Cement, have moreall around uses than any 
other cement on the market. Attractively packed and 
carded in sales-compelling displays—carries good mar- 
gin for both retailer and jobber. You can add it to 
your line at a profit. Drop us a postcard for prices. 


LEECH PRODUCTS CO. Box 26-C Hutchinson,Ks. 
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PAINT & VARNISH 
REMOVER 


THAT MEETS 


| U.S. GOVERNMENT 
LS pecigicaters oc) 


SHEFFIELD BRONZE POWDER & STENCIL 
COMPANY ....... Cleveland, Ohio 
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Help Wanted, Accounts Wanted 
Business Opportunities 
Sales Representatives Wanted 


Classified advertisements limited to 50 
words including address. This because of 
paper limitations and the desire to take 
care of everybody. 


Set solid, maximum, 50 words...... $5.00 


Positions Wanted 


(Special Rate) set solid, maximum, 
SE WAGED cicbdnc i cbs cccdogecs $2.00 
Allow Seven Words for Keyed Address or Your Address 





BOXED DISPLAY RATES ' 
One inch 
Box display advertisements temporarily lim- 
ited to One Inch single column. 


REMITTANCE MUST ACCOMPANY ORDER 


Send check or money order, 
mot currency or stamps. 





SPECIAL NOTICE 
Samples of Merchandise, Literature, 
Catalogs, etc., will not be forwarded to 
box number advertisers unless accom- 
panied by sufficient postage for remailing. 











HARDWARE AGE is published every,other 
Thursday. Classified forms close Three weeks 
previous to date of publication. 


Address your correspondence and replies to 
HARDWARE AGE 
Classified Opportunities Dept. 
100 East 42nd St., New York 17, N. Y. 














Essential Workers Need Release Statements 








MANUFACTURERS 
INTERESTED IN CANADIAN SALES 


WIDEAWAKE, reliable Canadian Sales 
Organization, having long-established con- 
nections with Wholesale Hardware, Chain 
and Department Store Trade, can accept 
Representation for a few additional fac- 
tories who require Canadian factory 
agents operating on a commission basis. 


Postwar programs now being laid out 
for profitable representation. 


H. HACKING CO. LTD. 
144 Water Street, Vancouver, B. C. 
(Est. 1916) 
BRANCHES FROM COAST TO COAST IN CANADA 








CANADIAN HARDWARE AGENCY 


Wants to represent manufacturers of standard 
American hardware lines on commission basis, 
selling exclusively to jobbers and department 
stores. Excellent connections with the Trade. 
Can carry stocks if desirable. 


ESKILS LIMITED 
410 St. Nicholas Street, Montreal 1, Canada 











BUYER — HARDWARE, STEEL AND 
ALLIED PRODUCTS fepresent National Organ- 
ization in Pittsburgh area, prefer man 35 to 42 
with wholesale hardware experience. Permanent 
position, $5,000.00 a year to start. State age, 
qualifications, reference. Statement of availabil- 
ity required. Address Box K-3, care of Harp- 
| Ace, 100 East 42nd St., New York 17, 


. 





POSITION WANTED AS REPRESENTA- 
TIVE FOR St. Louis and surrounding territory 
by eee Se me salesman, executive 


ty well 
ofhes. Interested only in old Tne, dependable 
manufacturer with progressive postwar program 

cua Gaited tacdeare cicwts tar Sia 
hold appliances; cutlery, and so forth. Available 
January ist. Address Box H-650, care of Hanp- 
= Aor, 100 East 42nd Street, New York 17, 





MANUFACTURERS ATTENTION: DROP 
SHIPMENT JOBBER well rated, located Mid- 
west with Live National Sales Organization de 
sires items to sell furniture, hardware, toy, juve- 
nile furniture and department store trade. Cor- 
respondence invited. Address Box K-8. care of 
— eT Acer, 100 East 42nd St., New York 
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ATTENTION 
MANUFACTURERS 


Old —_ progressive and 
financially nsible Canadian 
wholesale distri utor, selling to re- 
tail hardware stores, mines, m 
and manufacturing plants in West- 
ern Canada, is desirous of adding 
new lines for present and post-war 
distribution, covering general hard- 
ware, tools, cutlery, china and oo 
ware, household pom and a 
ances, sporting goods, “uating 
and heating goods, automobile ac- 
cessories, electrical supplies and 
furniture. 


Address corres 
Bon H-648. ¢/e HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 








GA. — FLA. — ALA. 


Top flight representation in these States 
through active contact with Distributors, Job- 
bers and Dealers. Prefer Sporting Goods, or 
Small Appliances. Can furnish excellent rating. 
Address Box K-4, care of Hardware Ago, 
100 East 42nd St., New York 17, N. Y. 








PACIFIC COAST REPRESENTATION 


Established Manufacturers Representatives, 
selling Hardware Jobbers, Automotive Job- 
bers and Chain Stores, covering California, 
Oregon and Washington. In the hardware 
trade 25 years. Write us. 

ALAN P. ane Ae A ASSOCIATES 
New Montgomery & 


16 Francisco 5, Calif. 











Splendid opportunity with fast growing drop 
shipment organization for man age 30 to 49 with 
these qualifications: Wholesale merchandising and 
housewares, toys and furniture, direct mail and 
promotional advertising experience, ability to 
assume full charge of National sales organiza- 
tion of 30 men, executive type, capable of good 
letter writing and full operation of business, must 
locate in Cleveland, Ohio. Send resume of back- 
ground first letter. Statement of availability re- 
quired. Address Box K-5, care of Harnware 
Ace, 100 East 42nd St., New York 17, N. Y. 





WANTED 


NATIONWIDE SALES ORGANIZATION 


to Undertake the Promotion of a 
New Hardware Item. Organization 
having an Established Following in 
the Wholesale Hardware Field pre- 
ferred. Production to start early in 
1945. Every Home Owner is a Po- 
tential Consumer. Give Full De- 
tails and Customary Terms in First 
Letter. Write Immediately to— 


SHEET METAL SPECIALTY CO. 
3300 Rainier Avenue, Seattle 44, Washington 








— FIXTURES FOR SALE — 


Duluth and Heller Fixtures in excellent condi- 
tion—Tool Displays; Drawer Cabinets; Sam 
Shelves, Display Tables; also Electric Sanding 
Machine. 
Bargain for quick buyer. 
WM, J. JACOBSON INC. 
225 North Ave. New Rochelle, N. Y. 











WANTED: MORE LINES. ESTABLISHED 
Sales Organization for immediate and post-war 
selling. Strong Representation, Frequent per- 
sonal calls. Actively representing manufacturers 
to hardwafe and mill supply jobbers and allied 
trades, in Delaware, Maryland, Virginia, North 
and South Carolina. Address Federal Sales Com- 
pany, 17 W. Redwood Street, Baltimore 1, Md. 





WANTED: RETAIL HARDWARE SALES- 
MAN FOR Store in Eastern Washington. Must 
be thoroughly familiar with building hardware, 
paint and Og emmy Pe pene and be ex- 
perienced in buying and general business man- 
agement. Reference required. Excellent oppor- 
tunity for any one interested in a Sampaaant 
position. wages, low living costs. State- 
ment of availability required. Address Box 
H-656, care of Harpware Aor, 100 East 42nd 
St., New ¥ York 17, N. Y. 





SALES REPRESENTATIVE BSTABLISHED 
TWELVE YEARS uf, 


for jobbers of hardware, builders, a Ay 
electrical appliances and supplies, plumbing & 
coins, ae —s ne supplies, tools, 
nd equipment, for Texas, Oklahoma, . 
Couisiana. Address 4823 Lemmon Ave., Dallas 
9, Texas. 
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Classihied Opporvtumitien Section... 





Essential Workers Need Release Statements 








NOTICE—Classified Forms Close Three Weeks Previous to Date of Publication 








CALLING MANUFACTURERS 


An intelligent, diligent, wr mY representative 
seeks Hardware, 


one more strong line going to 
Automotive, Electrical or Mill Supply Jobbers in 
Minnesota and Adjoinin: After line with 


tory. 
strong volume We'll get the business, 
if you have salesworthy line. Our own billing. 
or yours. Excellent following. 
Address Box H-644, eare of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 











PRESENT AND POST-WAR OPPORTUNI- 
TIES. Aggressive Metropolitan New York 
Wholesale Hardware Distributor wants two men. 
One good hardware and housewares man to as- 
sist in buying. Also want a salesman to call on 
retail dealer trade—prefer man with a following. 
For either position, write immediately giving 
COMPLETE details as to self and experience. 
Statement of availability required. Address Box 


H-643, care of Harpware Ace, 100 East 42nd’ 


St., New York 17, N. Y. 


MANUFACTURERS INTERESTED IN 
CUBAN MARKET. A Long Established, well- 
rated Habana, Wholesale Firm covering all Cuba, 
is interested «to act as distributors or factory 
agents for glassware, hardware, kitchenware, 
houseware, household appliances, ranges, stoves, 
refrigerators, radios and specialties. Cash pay- 
ments. Write to U. S. & Cuba Expoft Co., 80 
Federal Street, Boston, Mass. 


Reliable party wants to buy established hard- 
ware store with clean stock. Preferably located 
within 50 miles of Albany or Mohawk Valley. 
Small community with some industry preferred. 
Kindly state particulars as to location and neces- 
sary investment. Answer to Box K-6, care of 
Harpware Ace, 100 East 42nd St., New York 
i, me Be 

SALESMAN FOR SOUTHEASTERN TER- 
RITORY AVAILABLE. Well acquainted with 
Southern Hardware wholesalers selling and buy- 
ing staffs. Was hardware jobbers salesman and 
sales manager. Now represents nationally known 
manufacturer. Prefers line sold through whole- 
salers on salary and expense basis. Address Box 
H-576, care of Harpware AGez, 100 East 42nd 
St., New York 17, N. Y. 

WANTED LINE FROM MANUFACTURER. 
SELLING to the jobber, department, chain, 
furniture and large retail stores also premium 
trade. Territory Southern [llinois, Eastern 
Missouri and St. Louis. Established 20 years. 
Commission basis only. Get ready for post war 
selling. Address Box H-660, care of Harpwarz 
Acz, 100 East 42nd St., New York 17. N. Y. 

A MANUFACTURER’S AGENT WANTED 
IN the State of Ohio—also in the Missouri Valley 
by a leading Builders Hardware Manufacturer. 
You should know Builders Hardware and he 
familiar with the Jobbers, Contract Builders, 
Hardware Distributors and Lumber Companies. 
Commission Basis. Give Age, experience, manu- 

















facturers now represented, territory covered and 
how frequently. Apply Box H-635, care Harp- 
ware AGe, 100 East 42nd St., New York 17, 
a a: 


AN INTENSIVE SELLING JOB 
FOR YOU IN NEW ENGLAND 


Manufacturers of hardware special- 
ties, builders’ hardware, small electrical 
appliances, etc., who in the post-war era 
are not going to be satisfied with a 
scattering of business from this rich, 
active market, are invited to write us 
for a statement regarding the outstand- 
ing selling service we are prepared to 
render. 

Fifteen years of calling on New En- 
gland hardware dealers, close acquain- 
tanceship and resulting dealer confi- 
dence, warehousing when desired, staff 
of.six experienced and _ hard-hitting 
salesmen, all these things and more 
qualify this organization to assist you 
in attaining the distribution and volume 
to which you are entitled. 

Write us today. 


Address Box K-7, care of ee gs mae 
100 East 42nd St., New York 17, 











MANAGER FOR HARDWARE STORE IN 
CONNECTION WITH LUMBER YARD. 
MUST BE CAPABLE OF TAKING COM- 
PLETE CHARGE AND UNDERSTAND THE 
HANDLING AND INSTALLATION OF WIR- 
ING, HEATING, PLUMBING, ESTIMATING 
COST AND JOB BUILD-UP. GIVE REF. 
ERENCE AND EXPERIENCE WITH REPLY. 
JOB IS NOW OPEN. STATEMENT OF 
AVAILABILITY REQUIRED. ADDRESS 
BOX H-669, CARE OF HARDWARE AGE, 
100 EAST 42ND STREET, NEW YORK 17, 





EXPERIENCED HARDWARE SPECIALTY 
SALESMAN WANTS to represent manufacturer 
as a sales or as agent in Metropolitan 
New York and Connecticut Territory. Married, 
38 years old, more than 15 years’ experience call- 
ing on wholesalers and ers. Best references. 
Address Box H-547, care of Harpware Acz, 100 
East 42nd St., New York 17, Ht. 3. 





MANUFACTURERS: NEW ENGLAND 
MANUFACTURER’S AGENT, Builders Hard- 
ware long established and financially responsible, 
with excellent contacts among hardware jobbers, 
dealers, and millwork and lumber trade, desires 
additional lines for present and post-war dis- 
tribution. Boston office and warehouse. Address 
Box K-2, care of Harpw ARE AGE, 100 East 42nd 
St., New York 17, N. Y. 





IRELAND CALLING 


Manufacturers, Exporters of Hardware, 


Machinery, a Tools, Elec- 
trical Goods, Radios, interested in 
the Irish Market, onould f t make con- 


tact for all information. 
ones HARDWARE & ALLIED Lee + 4 Asses» 
8 Bacholor’s Walk 











WANTED — MANUFACTURERS’ AGENTS 
who have a following with jobbers and retailers 
in hardware, drug, chain, variety, feed and seed, 
garden supply and department stores in terri- 
tories outside of the Pacific Coast area. We of- 
fer an old established line of insecticides and 
rodenticides on a commission basis. This is an 
attractive permanent connection for reliable rep- 
resentatives. Strictly high grade merchandise, 
no deals, premiums or free goods. If you are in- 
terested in handling a standard line, write us 
about yourself. Stanley Industries, 13401 24th 
Ave. So., Seattle 88, Washington. 





“EASY METHOD PAYROLL BOOK.” 
Great Time Saver. Simplifies Payrolls and Gov- 
ernment Reports. Prevente Errors. Send $1.00. 
Ventola Systems, 188 Mystic Avenue, Somer- 
ville 45, Mass. 





DEPENDABLE WHOLESALE CHICKS— 
50,000 WEEKLY. Year round hatches. 18 
Purebreeds & Crossbreeds. Postal brings litera- 
turee STANDARD HATCHERIES, 121 W. 
Third St., Terre Haute, Ind. 





MANUFACTURERS’ REPRESENTATIVE 
available in Pacific Northwest Territory. Experi- 
enced in stlling wholesalers, industrial and local 
trade. Address William Lambert, 1718 East 
107th St., Seattle, Wash. 





DISTRIBUTOR—Interested in acting as dis- 
tributor or manufacturer’s representative for New 
York City and any parts of the eastern as 
Have numerous contacts with department stores, 
hardware dealers and jobbers and with publie 
utilities and various manufacturing plants. If 
unable ~ — oe at ae interested in 
discuss’ tation. Address — 
MELAIRE “DISTRIBUTING. wo 420 Lexing- 
ton Ave., New York 17, N. 





WANTED: BY MANUFACTURERS AGENT. 
Experienced in the sale of tools. A line of 
Saws, Wood and Cold Chisels, Drills, Taps and 
Dies, Wrenches all, Screw Drivers; Picks, Mat- 
tocks, Axes and Hammers, Pliers, Electric Tools 
& Grinding Heads. For distribution through 
Hardware, Mill Supply and Automotive jobbers 
and dealers in Pennsylvania, Delaware and 
Maryland. Address Box K-1, care of Harpware 





Ace. 100 East 42nd St., New York 17, N. Y. 











Subscribe to the 6th War Loan 
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Seeinhiaie. Indiana 


Branches in Principal Citres 





) FOR THE 
DURATION.. 


we're working 100% for Uncle Sam. But . . our engineer- 
ing department is constantly experimenting with new 
ideas and materials to assure GEP’s post-war line being 
first with the best and latest . . as usual. 


GEPHART MFG. CO. 
1020 West Adams Street + Chicago, Ill. 


Specialists in Steel Fishing Rods for 
BAIT CASTING « FLY FISHING « SALT WATER FISHING 


aon 











SANDVIK 


PULPWOOD SAWS 
AND 
BUCK SAWS 
(FOR CUTTING FIREWOOD) 
e SAVE TIME 
e SAVE ENERGY 
¢ SAVE STEEL 


Through your regular suppliers 
or write Factory Sales Office: 


SANDVIK SAW & TOOL CORPORATION 


47 WARREN STREET New York, N. Y. 





















Genui DOMES of SILENCE 


SLIDE_SILENTLY - SOFTLY - SMOOTHLY 












40c SET - 10c SET -10c SET SAVE FURNITURE 
& FLOORS-CREATE QUIET 
4 Leek fer name 
To A “Demes of Silence" 





Domes ef Silence — Insulated Cushion Glides 


For Tile, Marble, Cement and Bathroom Floors. 
Noiseless. Sizes for metal beds, wood beds, large 


Jobber 


{ SILENCE Inc 


Ask yo 


OMES 0 








' 
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an, SS ere 04 
Miley Wit Ge... .is.ccscéc<cecs 113 
ey ataattiececn Pn MITT ee 130 
Automatic Equipment Co........ ad 
Automatic Washer Co. .......... 117 
Bailey Prihoda & Co. ............ 34 
OE ee 136 
MIND BI, vcanccccccndspodditedd 128 
Beck-Nor System ................ 141 
Behr-Manning Corp. ............. 24 
vy ere eee 6! 
Bommer Spring Hinge Co........ 16 
MN GUD ca ddtcckdndccoccced 89 
Briddell, ‘Inc., — egeeweie 122 
Briggs & Stratton | aan 
Brown & Sharpe Mfg. Co........ 141 
PE TNO s cdadicvoshevccdecscce 93 
Camillus Cutlery Co. ............ 37 
Carrollton Mfg. Co. ........+... 4 
og Re Ss een 60 


Chater me. Impl. & Mfg. Co... 344 

Chester 

Chicago Die Costing Mfg. Co.... 129 
14 


Coburn Trolley Track Co......... u 
Columbian Rope Co.............. 145 
Columbian Vise & Mfg. Co...... 145 
SS OS aa arr 130 
Corbin Cabinet Lock Co.......... 18 
Corbin Screw Corp............... 5 
Corning Glass Works ............ é 
Cory Glass Coffee Brewer Co..... 10! 
Crescent Bronze Powder Co...... 16 
Cross & Co., Inc., W. W........ 109 
Damascus Steel Prod. Corp...... 34 
EE MEE 06 otbcdssagcdeoeured 125 
BN IRS. Cn cctenadisatedeacdwad 21 
Dearborn Stove Co. ............ ¢32 
DeLaval Separator Co. ......... 66 


Diamond Calk “ne Co.. 126 


Dobbins Mfg. Co. ..............- 22 
Domes of Silence ................ 144 
Drake Elec. Wks., Inc............. 125 
ae net ag re 44 
Dunton Co., M. W. ..........6- ae 


Ww. 
duPont auihenions & Co., 
E. 1. (Nylon Paint Brush Sristhes} 49 


DuPont Semesan Co., Inc......... 48 
Durham Co., Donald ............ 138 
SIE SUN ES 5 ceca dcasiccecss 23 
Economics Laboratory, Inc. ...... 100 
RT dss. a candsdagheieaeas 133 
Electric Sere ia sd ndcqscescne 46 
Electro- me Fence | Spee 30 
wena ended nndale om 125 
Fairchild pale cesenadased 129 
Farwell, Ozmun & Kirk Co....... 3 
Faultless Caster Corp............ 14] 
Federal Tool Corp................ 6 
Ferry Cap & Set Screw Co....... 9 
PUERTO SEDs. cccncedcccccescces 64 
Fulton Bag & Cotton Millis ..... 135 
General Hdwe. Co. 


Gephart Mfg. Co. 
Gibson Good Tools, Inc 130 
Gilmer Belts, Div. U.S. Rubber Co. 12! 
Gits Molding ue 146 





Graham Mfg. Co. ............... 138 
Great Neck coe Mfgrs., Inc.... 128 
Griffin Mfg. Co. ........02---005 30 
Hall Level & Mfg. Wks. ........ 130 
Hamilton Beach Co. ............ 103 
Hanson Scale Co. ............++ 89 
SE TE cnn cacbpciekicccdes i 
Holley Chemical Co. ............ 129 
Home Equip. Mfg. Co........... 48 
Hoppe, inc., Frank A. .........- 46 
Hoyt & Worthen Tanning Corp... 130 
SnNETEN GOs ccccccccccsvcsccss 148 
Independent Lock Co............. 71 
Ingraham Co., The E............. 33 
Johnson Steel & Wire Co., . 131 
aoa Ge... bat, GE. b.....cccvese 22 
dustrite Mfg. Co. ..........-0008 27 
SR EE gucsevcdenscsa<ne 109 
Karno & Co., Inc., L............ 109 
Kauders-Steuber Co. ...... ...... % 
Kaul importing Agency, Inc., Leo 44 
TI IS bons ccdcbdencscccecse 54 


a g Brush Mfg. Co........... 102 

WOE cinnbtemaneoneecacdéocveo 5! 
Restor _ SE 40 
Keuffel & Esser Co. ............. 17 
Keystone Brass & Rubber Co..... 133 
Keystone Steel & Wire Co........ 53 
Kirk Molding Co., F. J........... 109 
BPO TY Sadccdcecedccaccees 120 
Ce SS eer 56 
Leech Products Co. te eee ore 141 
FS SSS er ar 129 


indoben, A. J. & Hoverson Co. 57 
Lino-Paste Co. 56 


Louden Machinery Co. ......... 12-13 
SAE EN EA < Ga dacccocsocceees % 
Lux Clock Mfg. Co., Inc........ 5 
Lyman Gun Sight Corp.......... 54 
SE UE lsiccucectasccsevecs 141 
BU WN MI boca ncceecescasces 133 
Marshalitown Trowel Co. ....... 140 
Martin-Senour Co. .............. 42 
Mascot Stove Co. .............. 7 
Master Products Co. ............ 20 
McGill Metal Products Co...... 125 
McKinney Mfg. Co. ...........-. 8 
Mercury Aircraft, Inc............. 8 
Se TG cascisveccccs. cece 127 
Miller, Inc., Robert E............ 144 
Milwaukee Lace Paper Co....... 62 
Moore Push Pin Co. ...........-. 141 
RED Tn Ue, Wisatcesceseestence {0 
Mossberg & Sons, Inc., O. F.....58-59 
Myers & Bro. Co., F. E.........-. Il 
Mystic Foam Co. ..........0+000% 125 
National Die Casting Co....... 134 
National Ideal Co., The......... 26 
a Ree 55 
National Mfg. ry POI 65 
National oS Mfg. Co...... 147 
PRONG. TID. nccccncnedsssscses os 
New Britoin Machine ND. tuanend 84 
Se WS, I on ncn dene ne encacets 145 
nt Moo Be Industries, Ts ates 3% 
Norcross & Sons, C. S........... 89 
Owosso Products Co. ............ 26 
Paragon Utilities Corp. ......... 63 
Park Metalware Co., Inc......... 133 
Parker Mfg. Co. ..........05.00+5 62 
Pecora Paint Co. db Mees INV secs 137 
Perfect Mfg. oe dete Cauaa SOaTs <3 136 
Peterman, inc., Wm...........-- 45 


Pittsburgh Plate Class Co. (Store 
Front Div.) 


Progressive Mfg. Co. ..........-- 48 
ROPES COs ciccdeccsivecices 1 
Red Devil Tools .......... 140 


Remington Arms Co., 
Riegel Textile Corp. 
Rival Mfg. Co 
Robert Mfg. Co 
Rockford Brass Wks. 
Rogers Isinglass & Glue Co 





Rolyan Metal Products ... 138 
Rubberset Co. ........... ae 
Ryerson & Son, Inc., Jos T........ 138 
Safeway Chemical Co. .......... 54 
St. Louis Cordage Mills ........ 2 
Sand's Level & Tool Co......... 140 
Sandvik Saw & Tool Corp........ (44 
Schaffner Co., Gus J...........+. 8? 
Ay eee 20 
Schollhorn Co., Wm. % 


Seed Filter Co. 
Sentinel Radio Corp. 
ay mg * 50 Fader & Stencil , 











GO, Tv ccasreeedecccoveccess 4! 
Shelby ‘cae Hinge Co.... 87 
Shelton Plane & Tool Mfg. 6s... 32 
Silver Lake Co. .........cceeeeeee 145 
Skillman Hdwe. Mfg. Co......... 130 
Slaymaker — CRA errr sr 2 
Snell Mig. CO... scscoscccscccece 
Speedway Mig. kis + iveas dcanite 0? 
“———— Lock Washer & Mfg. BN 
Shanley Werks o.ccrccccesscccrsccs 4! 
Superior Fastener Corp. ........- 130 
Tanglefoot Co. ..........ccseeres 26 
Technical Development Lab. 32 
Tennessee Corp. (one Div.) 3 
Se ere 38 
Tremco Mfg. Co. ...........200- 93 
WE Gey WOE i cic desgec ec ceices ° 
Triplex ro en) TA ETE 
Troy File Wks. .......0..-.-ee00e 130 
Union Hdwe. Co. ............+- 40 
United Wallpaper Factories, Inc. 39 
Upene Gres. ME. ..csccccsiscecee 141 
Utica Plastic Co. 2.0.20... 2. eee 54 
Utility Appliance Corp. ......... 64 
Vaco Products Co. ............+.- 32 
Verd-A-Ray Corp. ..........-+++- 67 
Victor Tool Co. ...........-dseves 50 
Vichek Tool Co. .ic...0.cs.ccccse 94 
Von Schrader Mfg. Co........... 35 
White Machine Wks.............- 138 
Whitlock Supply Co............. 130 
Wickwire Spencer Steel Co....... 47 
Woodruff & Sons, Inc., F. H...... 146 
Wooster Rubber Co. ............ $23 
Wright Steel & Wire Co., G. F... 50 
X-Pando Corp. ......c0s--eeeeeee 38 
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rt rake you can 





wally bear dawn ou 





Bamboo Leafer « € AV EX 


RAKES 


A 100% aye Product. Much | The best steel rake for lawns 


2 
glued into vise-grip head. le 8 
3 No side splitting. Fungus High carbon steel teeth on 


proofe 
a Reinforced handle. No side 


wood 
5 Head “and handle lacquered Rake selis itself on demon- 


walnut. stration. 
We are now accepting orders for either Immediate or 
pring delivery 


Write for quantity prices and discounts. 


A. & A. MANUFACTURING CO. 


525 North Noble St. Chicago 22, Ill. 


All-Purpose STEEL RAKE 


“Tomorrow’s Rake Today!” 
for Lawn or Garden 
















Absolutely 
SELF-CLEANING 


Always kept on ground. 
@ Only successful rake for ovinlon bent. 
teeth on one side for garden 


e@ No lifting. 
- yuna 
® Harrews and pulverizes the ground. 








COWMBIAN VISES 





THE COLUMBIAN 


9017 Bessemer Ave. 





THE BEST MADE 


% Columbian Vises 
are the standard for 
strength, workman- 
ship and depend- 
ability. Columbian 
Vises offer your 
customers the great- 
est value in efficient 
and economical vise 
equipment. All types 
for all work. See 
your distributor. 


VISE & MFG. CO. 
Cleveland 4, O. 








Seeco Scrapers 





are available again! 
DEALERS: Order thru your Jobber at once. 
JOBBERS: Write or wire for prices and sample. 


SEED FILTER CO. ¢ FREEPORT, N. Y. 




















Working full-tilt on war contracts, 
Columbian is nevertheless able to 
produce limited quantities of rope 
for civilian use, from the best pos- 
sible fibre authorized by the 
United States Government. In 
war, as in peacetime, it pays to 











GENUINE AJE' 








use Columbian. 


ssteewcaptal ROPE CO. 


dage City, N.Y 














2 ve taget P te 
HARDWARE SPECIALTIES 


Overhead Conveyors, Conveyor Track, Switches, 
Tackle Block Hoists, Wire Stretchers, Weldless 
Chain, Chain Goods, Doo 
Holders, Latches, Wrought Gocds, etc., etc. 





ALSO HAYING TOOLS anv 





PRODUCTS 



















rt Hangers, Door Track, 





Establ ished 1879 





BARN EQUIPMENT 


"Guaranteed to satisfy the user” 





THE NEY MFG. CO., CANTON, O. 


BRANCH HOUSE COUNCIL BLUFFS, IA 











JANUARY 4, 1945 


THE NAME SILVER LAKE STAMPED ON EVERY FOOT 
@ PACKED IN CARTONS @ 
OUR WEATHER PROOFED THE 


BETTER SASH CORD 


SILVER LAKE CO. ; ;. 





' Chattan 


99 Chauncy St 


oochee, Ga 


LOWER PRICED GRADES 

EDDYSTONE 
PELHAM 
NUCORD 


Boston BENGAL 
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Woodruff’s top quality line is 
showing the largest sales in- 
crease. The public prefers, and 
pays for, the high quality lawn 
seed —which also shows deal- 


ers the largest dollar profit. 


WOODRUFF 
Adapted Lawn Seed 


For Complete Information Write to... Grass 
Seed Division, F. H. WOODRUFF & SONS, Inc. 


Mitford. Conn *e Toledo, O. « Atlanta. Ga e Dallas, Texas 








No. 111 


GITS KNIFE 


Approved Under WPB Allotment 
A REAL KNIFE—NOT A NOVELTY 


@ 5 Position Blade 

@ Highest Carbon Steel 

@ Lustrous Colored Plastic Handle 
@ A Volume Seller 


Unlimited market! Ideal for pocket, purse, 
office, shop, home or school, Sturdy, light- 
weight and 35%” long. Razor-edged blade 
slides open or closed with one finger, locking 
safely in any one of five positions. Handle is 
molded of lustrous colored unbreakable plastics, 
Handle colors: Pearl White, 
Bone Onyx, Red 

Green Onyx and Black. In- 
dividually boxed, 12 to | 
display carton—12 display 
cartons (144 knives) ina 
shipping container (8 Ibs.) 


“tt 50¢ * 
Order from 
Your Jobber 


4612 West Huron Street, Chicago 44, Illiscs 
Manufacturers of 


the famous Cits Flashlights, Knives, 
Cames, Protect-o-shields, Savings Banks, etc. 

















Canadian Distributor: 


KAHN, BALD & 
LADDON, LTD., 


69 York Street, Toronto 











Get the Plus Sales 
that start with 


Hoppe’s No. 9 


The customer who buys Hgppe’s No. 9 has 
just one objective. He’s going to remove 
primer, powder, lead, or metal fouling from 
his gun—he’s going to protect that gun from 
rust. But—complete gun care also requires 


HOPPE'S Gun Cleaning Patches 
HOPPE'S Lubricating Oil and 
HOPPE'S Gun Grease 


So, don’t miss these plus sales that start with 
Hoppe’s No. 9 for they’ll pay you additional 
profits and help your customers do a better 
gun cleaning job. Be a 100% Hoppe Dealer. 
Handle the full line. Your jobber can supply 
you. 





FRANK A. HOPPE, INC. 
23144 North 8th St. Philadelphia 33, Po. 
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HOW TO JUDGE QUALITY IN NUTS 


Semi-Finished Nuts made by National Screw 


and Manufacturing Co., exemplify features 
that make for uniformly dependable service 


OVELTY 


Handle 


Clean-cut, Sharp Corners in Countersink — Top and 


Sik: Bottom 


Machined Surfaces —Top * 
and Bottom ise all , a 
: Threads Smooth and 


> 
al be é 
Smooth, Even Surface of ee Uniform—Class 2 Fit 


Flats, Free from Tears or 
r 
Trimming Defects 2 Tapped Square to Face 
ms % Ca 


-~ < Slotted or Castle Nuts Have 


Well Cut Slots, Properly 
Centered and Dimensioned 


Note carefully these quality points to look for in the hex nuts 
you buy. These are the points that make the difference in customer 
satisfaction and good will. 

National Semi-Finished Nuts—Plain, Slotted and Castle—are 
manufactured in a full range of types and sizes. They are packaged 
in sturdy boxboard cartons, clearly labeled and full count. 


THE NATIONAL SCREW & MFG. CO., CLEVELAND 4, O. 
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BOSS* 


KEROSENE 


BURNER 


STOVES * RANGES 








PRIZE “wears STOVES 
ro ES 


Cy pms ayia 


a le iI 














RANGES « STOVES «© OVENS + HEATERS 
THE HUENEFELD CO. CINCINNATI, OHIO 


